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Tips from a 
Small-Town Dealer 


Bob and Mary Jane Mc- 
Gowan are a_ husband-wife 
team, who have some operating 
secrets worth knowing. Read 
how they do a $500,000 volume 
in Slippery Rock. Page 88. 





Easy-to-Build 
Display 


It cost only $20 to build this 
revolving unit, which can pro- 
mote a variety of items. Read 
how this fixture sold thousands 
of dollars worth of items for a 


California dealer. Page 60. 
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Red Hot 54” Sink Special 
at new low price! 
cf sink sales 


ew Model 


® Double drainboard—white acid resisting tita- 
nium porcelain top. 

®@ Roomy sink bow! with basket strainer! 

®@ Chrome plated ledge-mounted swing spout 
faucet. 

@ 4 doors... 2 seamless drawers—2 removable 
shelves! 








new paper ad 





ales promot mn 




















Kitchens 





Only $89? 


MODEL ESA-5400 SINK SPECIAL 


AMERICAN KITCHENS 
SIZZLING SUMMER SINK SPECIALS 


Traffic Stopping 42” Sink Special! 
Here's the Sunday punch of American Kitchens 
great summer Sink Special Promotion—the new 
Model ESA-4200—42” Sink Special at a sensa 
tional new retail price of $69.95, 

Watch the traffic grow and sink sales jump 
when you offer such famous features as these 
at this low price: 


®@ Big Right or Left hand drainboard . . . acid resisting 
titanium porcelain top! 

®@ King-size sink bow! with basket strainer! 

® Chrome plated ledge-mounted swing spout faucet! 

© 3 doors... 1 big seamless drawer... handy shelf! 

® Giant undersink storage compartment! 





All this you can offer at the low, low price of 


Only $69 


LIMITED TIME OFFER! CALL YOUR 
AMERICAN KITCHENS DISTRIBUTOR 
TODAY AND CASH IN ON THESE 
SIZZLING SUMMER SINK SPECIALS! 

MODEL ESA-4200 SINK SPECIAL 








STEP AHEAD WITH ited cated tie 


* PHONE YOUR DIS 
TRIBUTOR TODAY 

in 1966 
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both line and texture 


Encompassing all the popular features of regular Texture One- 
Eleven, Brushed One-Eleven has a deep etched surface display- 
ing a rippled 3-d grain effect 


Brushed One-Eleven is used for smart, modern, vertical siding 
and for interesting accents on gable ends and 
carports, Equally effective for center-interest 
walls in homes, schools and offices... for 
store fronts, displays and fixtures, Brushed 
One-Eleven is split-proof, punc- 
ture-proof. It's a dependable 
grade-trademarked exterior fir 
plywood (EXT-DFPA) made 
with 100% waterproof glue. Can 
be supplied with groovings of 
most any width desired including 
random grooving which resem- 
bles random planking. 


* 
ORDER NOW from your nearest 


ROSEBURG JOBBER 
or wholesaler 















P. O. Box 1091 
ROSEBURG, OREGON 


4 Circle No. 2 on Coupon, page 130. 


...the plywood panel that combines 

































Texture One-Eleven 
Most popular new plywood ex- 
terior siding in the nation. 8, ‘ 
10 and 12 ft. lengths, 48, 32 oe. 
ond 16 inch widths. In great 
demand so order today! 















Brushed-Wood Plywood 


One of the most beautiful pnd 
decorative plywoods ever de- 
veloped. 100% clear panel 
faces with Roseburg's Quality 
“Deep-etch” manufacturing. 

















Crezon Plywood 
A permanent, protective over- 
lay is fused to exterior plywood 
producing a satin smooth sur- 
face. Ideal for cabinets, siding, 
signs, boat hulls, etc. 
















Roseburg Lumber 

Cut from the nation's largest 
stand of virgin timber, Rose- 
burg Quolity lumber is 100% 
kiln dried and end stamped, 
excepting plank and timbers. 
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the TOUGH vapor barrier jobs 
90 to ROTBAR NO. 5 |\Gus 


ROTBAR NO. 5: TOUGH, STRONG, 
WATERPROOF, GLASS-REINFORCED 
PAPER MEETS ALL VA, FHA REQUIREMENTS 
FOR SLAB AND CRAWL SPACE Graphic proof of ROTBAR's 


ee 
Ce<— 
: APPLICATIONS. high resistance to tears and 
punctures! Concrete slab being 
poured on ROTBAR NO. 5 
membrane, laid directly over 
sharp, coarse aggregate base. 
Waterproof construction and 
insulating properties of ROTBAR 
add extra value. 













xy ® 





Here's why you too should stock and sell Glas-Kraft ROTBAR NO. 5: 


Across the nation dealers say Glas-Kraft DURABILITY — ROTBAR NO. 5 Glas-Kraft has amazing all-directional 


ROTBAR NO. 5 has No. 1 Acceptance from strength, high resistance to tears and punctures. Miles of non-deteriorat- 
ing glass fibres are bonded between chemically treated layers, under 


Architects, Builders, Contractors and Home 
heat and pressure. 


Owners. ROTBAR NO. 5 is not a stretchy 


delicate plastic film. It was built for the job ECONOMY Your customer saves twice: when he buys and when he 
ir’ h. light installs with 18” to 96” wide rolls or lapped blankets up to 26’ wide. 
the rugged jobs. It's strong, as » Me These mean easier handling, fewer man-hours on the job. 
waterproof, easy to handle, hard to tear , 
= P y ’, ‘ x accePTrasiity — ROTBAR NO. 5 Glas-Kraft fully meets VA and FHA 
difficult to puncture. MPR Revisions #51 and #55 requirements. It was specifically designed 


and tested for longer, better protection against moisture and soil bacteria. 


Call the Glas-Kraft Distributor in G LA Sg - a4 Le a A FT 


ao area now for samples, prices and 
iterature, or write J de a oe ee i oe 


LONSDALE, RHODE ISLAND 


TRADEMARK 
REGISTERED 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Optimistic general business outlook. 


New signs of strength are beginning to pop up on all sides. There's some 
anxiety over autos and housing but the overall feeling now is even these 
industries may expect a nice upturn this fall. 

industrial production is roaring along within 2% of last December's record 
figure and 1ess than 1% under 1956. Most cuts in auto production are over, 

Ketail sales are really moving along now; May volume was the best up to then 
and yune was even better. Appliances and IV sets are moving faster now. 

Business expenditures for new plants and equipment...powerrul stimulators o1 
business activity...are <7% over 1955 and due to rise more, surveys show. 

Builders are still cagey, and who can blame them, but more each week agree 
that rail business looks improved. They seem to agree, with the HHFA forecast 
on the news pages, which anticipate a lively final quarter. 

















Lumber dealers in farm areas encouraged. 


Farmer's prospects, too, are looking up these days after a long slump. New 
Federai programs...tne Soil Bank, especialiy...will be the big factor. this 
year, total farm income will rise by 1%, to $10.9 billion. But next year, net 
income should rise 6% to 7%--to $11.5 billion. This surely should help lumper 
deaiers in the nation's farming sections. 

Confidence of farmers is shown in rising land values. From March 1955 to 
March 1956 there was a jump of 4%, this at a time when net income declined 9%. 

Credit seems a more popular tool in selling the farmer. In 1946, for example, 
56% of the farm purchases were on a cash basis, this dropped to 26% last year. 
This has been a gradual trend over recent years. Both the farmer and city 
cousin have taken to installment and budget plans. Actually the farmer's an 
excellent credit risk because the farm mortgage debt is less than 9% of the 
value of farm real estate. 














The steel strike and this industry. 


Will construction be affected? Yes, in certain spots and items there will be 
shortages, but these are mostly what they have been in the past. Not many new 
Shortages, just more of the same...not serious. 

Hardware? No. Garden tools, etc.? No. Will business for the entire year be 
scaled down? No, it won't be. Both the third and final quarter are expected to 
set new records. 





We're still against mortgage discounts! 


There's nothing morally wrong with discounts is a familiar refrain from 
those defending discounts on government insured loans. We agree that discounts 
reflect money markets but consider the following: 

Adverse public reaction is growing and financial institutions frankly don't 
like to be on the receiving end. Whole po)icy of banking today is to be 
friendly with the public...take down the old cages. We find bankers eager to 
get off the hook...wishful that government would lay down across-the-board 
rules. 

Down payments are, of course, discouraging many people still needing homes, 
Here's what's happening. On a 25 year mortgage, yielding rate 44%, a 5% dis- 
count only increases the yield to maturity to 5.01%. On a $10,000 mortgage, 
however, the 5% discount is equivalent to an increase of $500 in the down pay- 
ment. 











Big unions plan organizing drives. 


In building, carpenters recently allotted $5 million to increase membership 
from 855,000 to 1 million. The drive isplanned mainly in the south. Textiles, 
chemicals and white-collar workers are also to be actively recruited. 

Wage pattern for the rest of the year seems to be 10¢ an hour or more. 
Latest tabulations show more than 70% of all contracts call for this figure. 
Last year only 30% of all labor agreements provided for a dime or better. 

(News continued on next page) 
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HOO-HOO plans for the San Francisco con- 
vention, September 16-19, are about com- 
pleted, Above, J. H. (Jack) Dollar, arrange- 
ments chairman, poses in front of a montage 
of famous San Francisco restaurants. 


NEGOTIATING MERGER 


Shareholders of M & M Woodwork- 
ing Co. have met the requirement for 
sale of their holdings to Simpson Red- 
wood Co., Seattle 

More than 80% of the 1,432,821 
M & M shares outstanding have been 
deposited with United States National 
Bank, Portiand, fulfilling the final 
requirement of an agreement with 
Simpson Redwood, a wholly owned 
subsidiary of Simpson Timber Co. 

Simpson can close the sale by pay- 
ing $35 each for the shares between 
July 16 and October 16. As agreed 
to by stockholders prevously, Simpson 
will then buy the assets of M 
and dissolve the corporation. 


NEWS in BRIEF 


Record June Building 


Spending for new construction put 
in place rose seasonally in June to 
$4 billion a record for the month, the 
Commerce Department reported. 

Last month’s outlays topped the 
previous June high of $3.9 billion set 
a year ago by 1% and climbed 8% 


above May’s $3.7 billion spending 
total, the report disclosed. 
But despite last month’s record 


level of over-all construction put in 
place, spending on residential building 
fell short of the high rate in June, 
1955. The department said outlays 
for homes totaled nearly $1.4 billion 
last month--7% above May, but 12% 
below June last year. 


Outlays for all types of private con- 
struction, including residential build 
ing, last month amounted to $2.7 bil- 
lion. This was 7% above May, but 2% 
below June last year. Public construc- 
tion, on the other hand, reached a new 
June high at $1.3 billion—10% above 
May and 9% higher than June last 
year. 


For the first half of the year, the 
department said, constructon activity 
reached a record $19.9 billion—2% 
higher than the corresponding period 
last year. On a seasonally adjusted 
basis, construction outlays in the first 
half reached an annual rate of nearly 
$44 billion, compared with actual 
spending of $43 billion for the full 
year 1955. 


MATERIALS HANDLING AT NRLDA EXPOSITION 


As many as four railroad cars show- 
ing the newest developments in ship- 
ping packaged lumber on box cars 
and flat cars for mechanical unloading 
by dealers will roll daily into a dem- 
onstration and warehouse area at the 
third annual exposition of the Nation- 
al Retail Lumber Dealers, to be held 
at Chicago, December 10-13, New-type 
rail cars, designed for fast unloading 
of building materials, will also be on 
display for dealer inspection. 

Trackside bleachers will enable 
more than 700 dealers at a time to 
view the demonstrations. A _ battery 
of portable microphones’ will be 
manned by experts to explain the 
equipment and handling methods. 
These demonstrations will be continu- 
ous from 10 a.m. until 12 noon each 
day, and again from 1 p.m. until 2 
p.m. Demonstrations will include 
handling of component house parts, 
order-assembly, and delivery  tech- 
niues. A big 100x100’ “Model Ware- 
house,” to be erected inside the Am- 
phitheatre, will simulate lumber yard 
conditions. 

V. Jos. Wardein, president, Ginter- 
Wardein Lumber Co., Alton, IIL, has 
accepted appointment as chairman of 
the exposition materials handling 
clinic. Also, David Squires, vice presi- 
dent and general manager, Thompson 
Lumber Co., Champaign, Ill., has been 
chosen to head the inside warehouse 
subcommittee. 


8 





BROWN WARDEIN 


To stimulate further progress in 


mechanized materials handling for 
lumber dealers, Robert B. Brown has 
been appointed materials handling 
director of the National Retail Lum- 
ber Dealers association. 

For the past five years, Brown has 
been a sales engineer for distributors 
of mechanical handling equipment in 
the southeast states, where he special- 
ized in mechanization of retail lumber 
yards. Brown will assist in the in- 
dustry-wide research and educational 
activities of the newly-created mate- 
rials handling committee of NRLDA. 


AULIOOUPNOLLLGNEYRNLEDMASPMLS AGERE UAAEDOND AAAS MRNAS REEL 
More Dealers Than Ever 


are Now Reading 
AMERICAN LUMBERMAN 
A A 


Approve Housing Census 


A nationwide housing census, which 
should give the dealer and builder 
his best data about his market since 
1950, has been approved by congress. 
A $1 million appropriation for the 
Commerce departmnet to make the 
count was approved by a Joint-Senate 
conference committee. The census 
will begin in November or early next 
spring. 


June Starts Off 13°% 


The Labor Department reported 
housing starts declined “a little more 
than seasonally” in June to the low- 
est annual rate since January, 1954. 

Builders started construction on 
104,000 non-farm units last month, 
the report said. This was a drop ol 
4,000 units from May and 30,500 less 
than the volume in June of last year. 
It was the lowest June total since 
1952 when 103,500 units were started. 

Albert Cole, the Administration’s 
housing chief, still publicly maintains 
it is possible that 1,300,000 houses 
again will be started in 1956. But 
some of his aides now admit that 1.2 
million units is a “more likely guess.” 
Uther Federal and private housing 
experts feel that a prediction of 1.1 
million units for 1956 would prove 
to be closer to the final outcome. 

The Labor Department said the 
18% decline in home building so far 
this year, compared with last, 
stemmed chiefly from a 30% drop in 
housing begun under government- 
backed programs. The department 
noted that the home building decline 
was greater in cities than in non- 
metropolitan areas and housing fi- 
nanced under Veterans Administra- 
tion and Federal Housing Administra- 
tion programs tends to be concen- 
trated in the city areas. 

The Labor Department said the pri- 
vate starts skidded to a seasonally 
adjusted annual rate of 1,070,000 units 
—the lowest monthly annual rate 
since a rate of 1,056,000 units was 
reported for January, 1954, Last 
month’s rate compared with 1,110,000 
in May and 1,375,000 in June of last 
year. The last time the rate fell as 


rc 


low for the month of June was in 1952. 


G.E. Finance Plan 


General Electric has introduced a 
“first” in their bid for a bigger cut of 
the appliance market. Under a new 
plan G.E. will finance the total cost 
of a kitchen remodeling job if the 
homeowner buys two major appli- 
ances, one of which must be either a 
built-in or a plumbed-in item. 

Customers must pay 10% down with 
minimum monthly payments of $20 
with a discount of from 5.25 to 6%, 
varying with the size of the loan. 
Maximum payment time is five years, 
but G.E. points out that most loans 
will be repaid much sooner because 
of the $20 minimum monthly payment. 


(continued on page 10) 
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Flooring is a cash-and-carry item 
that builds over-the-counter profits! 


Lumber and building supply dealers, you are miss- 
ing a bet when you don’t carry a stock of Goodyear 
Vinyl Flooring—all packaged and ready to go over- 
the-counter to the big Do-It-Yourself trade! 
Goodyear provides everything needed for home 
installation: floor planning graphs, complete 
instructions, conveniently packaged tiles, adhesive 
and inexpensive Flor-Master Self-Installation Kit! 
You have the customers and the counter—and the 
cash register. 

That — backed by a representative stock of 
Goodyear Vinyl—is all you need to make plenty 
of profits with this finest-quality flooring. 


IT’S THE FLOORING WITH THE SPECIAL 
PROGRAM AND PROMOTION FOR “CASH-and 
CARRY” SELLING! 

Giant easel display invites “Do-It-Yourselfers” to 
select from the beautiful Goodyear Vinyl! colors 
Full color descriptive literature and handouts 

plus installation instructions and tools—make the 


rest easy 


WRITE TODAY for details on Goodyear's dealer 
program which sparks over-the-counter selling of 
famed Goodyear Vinyl Flooring. Check with your 
distributor, or write: Goodyear, Flooring Dept. 
T-8122, Akron 16, Ohio 


GOODZYEAR Vinyl Flooring 


FOR WALLS + FLOORS +» COUNTER TOPS~—IN TILES AND ROLLS 


BuIL_p1Inc Propucts MERCHANDISER 


Fior- Master~T.M The 


Circle No. 4 on Coupon, page 130. 





Goodyear Tire & Rubber Company, Akron, Otte 





IT’S HERE: 


POWERNAIL 


Model 145 





y 





wird, to comy 
with FHA ond VA 
requirements 


% 
ma 








PLUS FEATURES 
1 


Flooring is automatically 





drawn up tight 
2. Cuts nailing time up 
to 60% 
3. Eliminates time 
consuming hand 
setting 
No more nail waste 
Instantly reloaded mag- 
azine holds 100 power- 
cleots 
Will not rust, clog or jam 
Designed and built for 
long, dependable service 
8, POWERNAIL floor nailer 
is guoranteed 


POSITIVE 


HOLDING POWER 


a 


_ oO 





The New POWERNAIL Model No 
145 and mallet DRIVES AND SETS 
@ 2” Powercleat into hardwood 
T&G flooring IN ONE FAST BLOW! 
Each cleat is driven straight and 
at the correct angle without split- 
ting the flooring, assuring POSI- 
TIVE HOLDING POWER! 







Descriptive literature 
furnished on request 





'OWERNAIL COMPANY 


Ce en) or mite 
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NEWS in BRIEF 
(begins on page 8) 


"Trees'' Grow Into Shed 


One of the most versatile materials 
handling devices in the lumber deal- 
er’s materials handling operation has 
heen the “tree” rack developed by 
Timber Engineering Corp., research 
affiliate of the National Lumber Manu- 
facturers Association. Unveiled at the 
NRLDA exposition in Cleveland last 
fall, it had been adopted by lumber 
dealers to an almost unlimited number 
of applications. 














Latest development by Teco is the 
forming of a continuous-rack storage 
structure by tying several trees to- 
gether in two parallel rows under a 
single roof. Using the trees as the 
unit, the storage shed can be 
when conditions warrant 


basic 
enlarged 
expansion, 


Fiood Insurance Bill 


The House Banking Committee has 
approved with changes a Senate- 
passed bill setting up a program of 
Federal insurance against flood dam- 
age. 

The program would be handled by 
the Housing and Home Finance 
Agency and would permit direct Gov 
ernment insurance or reinsurance of 
policies issued by private companies. 


June Payrolls increase 


Private payrolls in June increased 
about $1 billien over the yearly rate 
in May, the Commerce Department 
reported. It cited the gain as an indi- 
cation that personal income last 
month extended its steady advance 
into new high ground. For May, in- 
come receipts of individuals ran at a 
record gait of $323 billion annually, 
compared with $321 billion in April, 
and $304 billion in May, 1955. 


F. W. Dodge Forecast 


Contract awards for future home 
construction east of the Rocky Moun- 
tains in June dipped to $826,218,000, 
off 13% from the like 1955 month, 
and the first year-to-year break in the 
uptrend since last December. 

On a number of units basis—similar 
to the Labor Department’s housing 
starts figure—the volume of residen- 
tial building was off 20% from last 
June. 

Says Dr. George Cline Smith, a 
vice president and economist for 
Dodge, “Perhaps more significant is 
the fact that for the first time in 30 
months both residential and non-resi- 
dential building categories were below 
the preceding year.” 

Mr. Smith warned against hasty 
conclusions from the June figures. 
“One month does not make a trend,” 
he said, “and it would be rash to draw 
any long-range inference from these 
June figures alone. Contracts in June 
of last year were extremely high,” he 
explained, “especially in the non-resi- 
dential category, and this affects the 
year-to-year comparison.” 

The Dodge official predicted “a tre- 
mendously high volume of construc- 
tion activity” for the rest of the year 
because of the record-high first half 
contract award level. But this rosy 
project was made subject to one con- 
dition: Prompt settlement of the steel 
strike. 


“BEWARE OF HOME-REPAIR RACKETEERS" 


Homeowners have been cheated out 
of more than $500,000,000 annually in 
the last few years by a new species of 
racketeers who make old-time bunko 
artists look like amiable amateurs, it 
is reported in the current (July 21) 
issue of The Saturday Evening Post. 

In an article entitled “Beware of 
Home-Repair Racketeers,” Stanley 
Frank says that the “suede-shoe boys” 
are gouging naive victims throughout 
the country in every branch of home 
repairs. 

He warns that the gyps threaten to 
make a more staggering haul this 
year by latching onto Operation Home 
Improvement, the biggest peacetime 
promotion ever sponsored jointly by 
industry and the Federal government. 

Frank relates that the vast major- 
ity, perhaps 99%, of the contractors 
and dealers participating in this com- 
mendable campaign to spruce up the 
weather-beaten faces of American 
communities and sustain property 


values, are ethical craftsmen, but the 
chiselers endanger the entire project. 


Unless homeowners are on guard 
against the model-house scheme, bait- 
switch advertising, the tear-down-fur- 
nace dodge, scare sales talks stressing 
the danger of fire, fake contracts and 
other common frauds, the article 
states, it will be a gravy train for the 
suede-shoe boys. 


There is said to be mounting sus- 
picion now that criminal syndicates 
have invaded the home improvement 
field. 

“The Mickey Cohen gambling mob 
is behind a lot of funny stuff going 
on in Chicago and Detroit,” says Cy- 
rus B. Sweet, assistant administrator 
for FHA home-improvement loans. 
“We also have good reason to believe 
organized gangs are operating in New 
York, Philadelphia, Los Angeles, 
Cleveland, Atlanta, and, for that mat- 
ter, every large city.” 
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AP Bulletin... 


TO WIDE-AWAKE DISTRIBUTORS 


American Polyglas now offers its 
complete line of Polyglas and Translux 
paneling to qualified distributors. 

This is an outstanding opportunity to 
increase your value to your dealers 

by handling the superior quality, better- 
surfaced fibreglas reinforced 

panel that is being used extensively in 
new construction, modernization — 

in home, commerce, industry. 





Complete Follow-Thru— AP follows the job 
straight thru — from laboratory to market shelf. 
Colorful brochures illustrate unlimited uses 

and installation details for these panels - 

for patios, partitions, pools, awnings, etc. 





Complete Showroom ina Few Feet = | 


“Display-o-rama” holds 2,000 
floor pace, piu a ¢ 
accessories for installat 


tte aa 


Custom Service — Plant capacity and flexibility 
permit us to mold special run quantities in special 
sizes and colors. Can fill orders of 10,000 sq. ft 


or more on short notice 


“Acres” of Plant - 


Superior qua ed pa 
Dealers — If at present the © distributor in your area, we will fill 
quantities of 1,000 aq. ft 


Send for bi-monthly stock lis jlletine and literature 


AMERICAN POLYGLAS corp. 


Complete Line-American Polyglas and Translux 
Thirteenth Street, Carlstadt, New Jersey. WEbster 9-0407 


panels are available in a wide assortment 
of stock sizes, shapes, thicknesses, weights, Manufacturers of “Transluz” and “Polyglas” Flat and 
Corrugated Fibreglas Reinforced Panels 


colors, for all types of application. 
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Bich fae i ghou i 
WINDOWS 


VENTO 


(STEEL OR ALUMINUM) 






Exclusive Features in 


AUTOMATIC LOCKING... No gadgets to turn, no gim- 


micks to operate, nothing to get out of order. 

WEATHER TIGHT... VENTO alone keeps metal to metal 
contact plus metal to weatherstrip. 

UNLIMITED ADJUSTMENT... Unique in ability to be 


quickly returned to proper adjustment 


POWER PLUS OPERATOR... Screw — not worm geared 


operator working in self-lubricating nylon journals. 


EFFORTLESS OPERATION... Nylon roller blocks at all 


friction points permit finger tip operation 











g VENTO Steel Casement Windows 


a All casements drilled and tapped to receive storm sash and 
screens, operator arm guide channels attached with screws 
for easy removal and replacement, if necessary; ventilator 
frames constructed from the same heavy sections as the out 
side frame to provide greater rigidity and stronger ventilators. 




















VENTO Bonderized “Champion” 
Steel Basement Windows 


Effortless operation gives any of three ventilation openings, 
or sash removal. Sturdy 14 gauge jamb fins for easy installa 
tion in block or poured concrete walls. An improved cam 
latch and slotted opening allow greater tolerance, insuring 
positive operation and latching under all conditions, Base 
ment sash also made in Thrifty style in three standard sizes 
and in special sizes. Both Champion and Thrifty styles avail- 
able in putty or puttyless glazing. For poured basement 
walls, window forms available for both Champion and Thrifty 
styles to suit individual specifications. 








Please send further information on 
Vento Windows as checked. ~ 
[) AWNING TYPE ALUMINUM (_) STEEL BASEMENT , 
[) INDUSTRIAL AND COMMERCIAL [") FORMED STEEL LINTELS £ 
‘ STEEL PRODUCTS |) STEEL CASEMENT () UTILITY ; 
ARE YOU A {() BUILDER () DEALER () ARCHITECT é 
CO., INC ' 
"9 . Street i 
249 COLORADO STREET City and State 
FFALO 15, N.Y 
oo SNe EE ORNS NEN SE ee ME Ue REE A ee SG) oe a A 
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NEWS in BRIEF 
(begins on page 8) 


Buys Lumber Firms 


In a transaction involving more 
than $100 million, Blyth & Co., Inc., 
acquired and is reselling two north- 
west lumber and shipping companies. 

Charles R. Blyth, president, said 
the San Francisco and New York in- 
vestment banking concern has exer- 
cised an option to purchase all of the 
outstanding stock of Dant & Russell, 
Inc., Portland, Ore., timber and ship- 
ping company. In the process, Blyth 
acquired 45% of the stock of Coos Bay 
Lumber Co., held by Dant & Russell. 
Blyth acquired another 53% of Coos 
Bay stock by exercising options from 
other stockholders. The announcement 
put the total price at over $100 
million. 

Blyth said Coos Bay, now in liqui- 
dation, has sold its timber holdings 
and substantially all of its other as- 
sets to Georgia-Pacific Corp. for 
roughly $70 million. Two steamship 
companies which are subsidiaries of 
Dant & Russell, States Steamship 
Co. and Pacific Atlantic Steamship 
Co., will be sold to Jack R. Dant, vice 
president of Dant & Russell, Blyth 
said. The price was not disclosed. 

Complete liquidation of both Dant 
& Russell and Coos Bay Lumber Co. 
is expected within a year, according 
to Blyth. 


Farm Income Rises 


Farm income in the first six months 
of 1956 did not bear out gloomy fore- 
casts and registered a sizable jump 
ae the last half of 1955, according 
to an Agriculture Department report. 

Realized net income on a seasonally 
adjusted annual rate rose to $11.6 
billion from $11.1 billion in the second 
half of last year and a revised total 
of $11.3 billion for the entire year. 
The January-June level of $11.6 bil- 
lion was the same as for a year be- 


fore. 





\ | 
SEE US FIRST ABOUT THE MORTGAGE FF 
y 


/ NO-COST CONVENTIONAL LOANS 


JEFFERSON COUNTY 


on 5% Conventions! Meme leone 
le Jeffersen County 
' Me Commisson—Ne Diecownr—Me Title Foo 
$27 500 Manimum--$7 500 Minemwm 
lew 





F.H.A. and G.I, LOANS 


; tecncel 
: 
] 





FARM LOANS 
Wi] KENTUCKY end INDIANA 





BRIGHT SPOT in the nation’s home finan- 
cing picture is in the Ohio river valley and 
western Kentucky. Savings and loan groups 
are loaded and scrambling for mortgages. 
This Louisville firm is one of several which 
offer to pay closing costs on 5%, conventional 
loans and waive commissions and title fee. 
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is big business... 


now advertised in 


turn page for details... 
13 








SOUND ComorTiOnianG the new comlort for up te dete homes 


LUMBER DEALERG in town scrum the US are finding “dou 
yourstt” ow theis bigs A : 


U. S. FAMILIES DISCOVER 
BEAUTIFUL $25 CEILING 
THAT QUIETS NOISE 


he ceilings of old and new 
lean method 





hs that appear # 
nap 


onal help can get it 
Hoth names are in the 


yao EASTERN ep tise ~~ ha me as a pillaged aney i (Armstrong 
CEILINGS 


to quiet and beautify your home 
Coun Bond b® Tike 


A DETROIT “DO-+1T-VOURGELFER” finds coiling repew can A FREE GOOKLET, “Quiet You Home.” will help you 
wont 0 yourvetl i Armstrong Cork Company, 5607 York Drive, Lancom 


i» With the help of his wife, be covered an td coiling wah ( 








Armstrong | 
CUSHIONTONE | advertised in new LIFE campaign 


Life’s nation-wide impact will help sell the newest idea in home com- 
fort—sound conditioning with Armstrong Cushiontone. The 26,- 
000,000 people who read Life will see full-page ads, like the one 
above, month after month—and these ads direct customers in your 
area into the lumber yard for Cushiontone. 
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(Armstrong | 
CUSHIONTONE | easy to sell to 3 big markets 


Through the Life advertising campaign, millions of do-it-yourself 
J home owners will find out how simple it is to bring the new comfort 
of quiet into their homes. Another opportunity to sell Cushiontone 
comes from the big remodeling market—here you can trade up 
people who want to repair cracked ceilings. The third market— 
your builder customers—will want to merchandise Cushiontone ceil- 
ings as an extra sales feature in their houses. All of your customers 
are being presold on Cushiontone as a smart interior finish and a new 


4 


comfort for up-to-date homes 


| (Armstrong 
CUSHIONTONE | now available in full supply 


The new Armstrong plant in Macon, Georgia, is already shipping in- 
creased quantities of Cushiontone. By mid-September your Arm 
strong wholesaler will be able to supply you with enough Cushion- 
tone to cash in on this profitable new business. 


| (Armstrong 
CUSHIONTONE | puts LIFE in your business 
To gain fullest advantage from the Life program, tie in with it by 
stocking, displaying, and promoting Armstrong Cushiontone. Your 


wholesale distributor will soon be showing you the new Cushiontone 
promotion kit. 


Make more profits this year with 


(Armstrong BUILDING MATERIALS 


Temlok® Roof Deck * Temiok Sheathing * Temiek Tile * Cushiontone™ Ceilings 
Armstrong Cork Company, 4208 Rieker Avenue, Lencaster, Pennsylvania 


BUILDING PropucTs MERCHANDISER Circle No. 85 on Coupon, page 130, 





FPIRESIDE PLANK—Dramatic new RANCH PLANK—Walnut pegs and 
“Midnight Finish” and aiternate widths. alternate widths for informal charm. 


aell all 4 


BRUCE FLOORS 


for oxtia. profits 


BLOCK-~—Solid oak for smart floors in 
modern geometric design. 











ornare 
STRIP—The popular favorite, available 
prefinished or unfinished. 
¢ You can offer a distinctive Bruce Prefin- HOW BRUCE HELPS YOU SELL 


ished Floor to please every customer. Full-color advertisements 
“an +n" ms oe KF oO; rt > > ad- 
® Bruce factory-applied “Scratch-Test” finish Bruce Flooring advertisements in lead 
ing consumer and builder magazines 
saves builders time and money... gives 

, pre-sell your customers. This dominant 


owners more beautiful floors. 
advertising program has made Bruce 


¢ “No sanding—no finishing” feature has the best-known and most-wanted of all 


hardwood flooring brands 





added sales appeal for “do-it-yourself” 
flooring customers. 
Modern flooring display 


. You make more on eve j OO oO sruce : 
, ry foot of Br Puts hardwood flooring out front where 








Prefinished Flooring ... your regular floor your customers can see and buy. For 
ing profit plus an extra profit on the finish counter or floor use, Colorful literature, 

mats and many other effective selling 
FE. L. BRUCE CO., MEMPHIS 1, TENN aids also are furnished Bruce dealers. 
World's largest maker of hardu ood floors Write for complete details. 


Bruce Hardwood Floors 


@ er extio. proftte 
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How’s YOUR Business 


Business is Better 


Our sales for the month of May, 
1956, were exactly $120 more than 
for the same month last year. So 
far this year our business is run- 
ning 12% ahead of last year. 

The increase is due to several 
factors: 

1. Lu-Re-Co sales. Last year we 
sold 52 Lu-Re-Co homes; this 
year we pian to sell 200 and 
we are doing well so far. 
Package awareness. As a re- 
sult of working with Lu-Re- 
Co, we have become much 
more aware of package sell- 
ing. We now sell precut lum- 
ber for studs and rafters, 
paneling sections, premade 
fencing sections and other 

ackage products. 

ew departments. We re- 
cently added new depart- 
ments for sales of floor cov- 
nerings and lighting fixtures. 
New products. We constantly 
watch American Lumberman 
and other magazines for new 
products. New products we 
recently added include cedar 
ranch fencing, chain - link 
fences; and we've also taken 
on white spruce and Engel- 
mann spruce for paneling. 

The cement supply is already 
tightening. We are getting some 
extremely tough competition from 
imported Belgium nails. An outfit 
is selling these foreign nails direct 
to contractors in 100-keg lots at 
$7.90 per keg on the dock in Boston. 
Delivery costs of the nails in our 
area is about 20¢ a keg. So, we've 
had a real shakeup in the nail mar- 
ket. — Clarence Coutu, president, 
Coutu Lumber Co., West Warwick, 
| 


Will Promote Shell Homes 


This year we’re going to push our 
home packages based on the Lu-Re- 
Co system of construction. In this 
area we've uncovered a good mar- 
ket for shell houses among handy- 
men, who have the ability and the 
desire to finish the buiiding them- 
selves. For this market, we’ve made 
up a series of shell houses and in- 
clude the materials needed to fin- 
ish them in the package. 

Last year, we learned there’s 
some buyer resistance to “modern” 
homes in this part of southern IIli- 
nois. People want the comfortable 
feeling of having a house somewhat 
similar to their neighbor’s. This 
year, we’re steering clear of various 
vertical-grain sidings and low-pitch 
roofs on our speculative homes. 
We'll stick to horizontal composi- 
tion sidings and high-gable roofs. 
James F. White, Sparta (Ill.) Lum- 
ber Co. 
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Step Up Remodeling Sales 


Our business for the month of 
May is about the same as for May 
of last year. Overall our sales vol- 
ume is down and we don’t think 
we'll be able to recapture the volume 
lost due to bad weather. 

We have started a major promo- 
tion to increase remodeling sales 
by sending out 1,000 letters promot- 
ing sales of attic room packages. 

We are considering construction 
of a new display room and we ex- 
pect to blacktop the yard area for 
materials handling.—A. P. Fleur 
ant, president Milot Bros. Co., 
Woonsocket, R. I. 


Good Lu-Re-Co Sales 


Our business, as of the end of 
May, was 25% ahead of the same 
period last year. We think our sales 
in 1956 will be at least double sales 
in 1955. This is because we are con 
centrating our efforts on package 
sales of Lu-Re-Co homes. 

We are selling Lu-Re-Co homes to 
contractors and consumers any 
where in the state of Maine. Since 
the weather broke about six weeks 
ago, we have sold 16 Lu-Re-Co 


homes. Sales of our Lu-Re-Co parts 
have been made for a post office 


| 
NEW ADDITION TO’ { 
A FULL LINE 


of SAFE Builders’ Hardware 


gravity type 


LETTER PLATE 


BRASS, STEEL or ALUMINUM 


1%," « 7” opening meets Federal Specifications 





building, warehouses, summer cot- 
tages and garages as well as 
houses. 

One advantage of selling Lu-Re- 
Co homes is that we also make tie- 
in sales of kitchen cabinets and 
many other products on almost 
every job. We are also able to plan 
ahead and order ahead which de- 
creases trouble from material short- 
ages, 

We are promoting Lu-Re-Co sales 
through newspaper advertising and 
by inviting the public to watch the 
one-day erection of the homes.—F. 
Gosselin, salesman and yard fore- 
man, Limoges Lumber Co., Lewia- 
ton, Maine. 


Tie-In With OHI 


Our business for the month of 
May is slightly ahead of the same 
month last year. This is because 
of a backlog of orders that built up 
during the bad weather. 

We feel we won't be able to 
reach the same sales volume in 1956 
that we had in 1955, because the 
days lost by our contractor-custom- 
ers this year cannot be replaced. 

We are planning to promote home 
remodeling sales through our ad- 
vertising tie-in with Operation 
Home Improvement on a weekly 
basis. 

There are no material shortages 
in our area.—-H, B. Henderson, 
president, Burghart Lumber Corp., 
Bridgeport, Conn. 
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@ beautifully 
finished 

@ priced for 
profit 


Write for FREE illustrated catalog of Safe's 
competitively priced, complete line. 
ORDER FROM YOUR JOBBER 





PADLOCK AND HARDWARE COMPANY 


Lancaster, Penna. 
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INCREASE YOUR 
WITH WELDWOODS 
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THE WELOWOOD PANEL PARADE comes complete in every detail 


ready to be hung. Makes it easy to show the complete Weld- 
wood. The Panel Parade is designed to be flexible 


wood line! Compact as it is, the wood samples are large enough to give your customers a good idea of the true beauty of the 


can be fitted into any showroom—on the wall, or as an island display. 
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WINTER PROFITS 
PANEL PARADE! 


New display ties you into Weldwood’s greatest 
ad drive... and 5-Way Profit Plan! Helps 
you make extra sales of high-profit Weldwood! 


The Weldwood Panel Parade is the newest, fastest way to sell plywood! This dramatic display makes 


it easy for you to show the entire Weldwood line. It attracts everyone because everyone has a natural 


interest in wood. Makes it easier for builders and homeowners to select the wood they need. This is just 
part of Weldwood's 5-Way Profit Plan. Just look what Weldwood is sending your way this Fall! 


The hottest profit opportunity Greatest Weldwood Local ad materials 
of the year! national ad drive ever! build traffic for you! 


Full-page, full-color ads in LIFE Weldwood supplies you with 


Prefinished paneling is really 
plenty of local ad materials to 


hot ...and Weldwood brings you Better Homes and Garden 
American Home, House Beautiful reach prospects in your own area 
House and Garden and Sunset will be over your own taine ! The \ 
tie you into Weldwood's 


the most exciting line-up of 

prefinished paneling on the market! 
Plus the most complete line of reaching thousands of prospect 
plywood products in the industry! right in your own community! 


Exciting new We help train 
Panel Parade display! your salesmen! 
Makes Weldwood plywood sales quic ker and At no cost to you, your Weldwood representative 


easier than ever before! It’s like having extra 
salesmen on your floor! Get yours contact your high profit items you want to move! As our 
| 


Get Ready for 9X» Weld 
WINTER PROFIT 2c 9: CidWO00 


REAL WOOD PANELING 


Ware 
NOW | 4 Product of 
: United States Plywood Corporation 


; / _ 4 , 
‘ ; . ’ ’ ' ; 
Contact your Weldwood representative today Weldwood — The Best Known Name in Plywood 


vreatest ad drive ever! 


vill he Ip train your men to sell those 
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WASHINGTON 


Demand for Housing Still Strong . . . Larger New 


Homes Reduces Importance of Start Figures 


Detailed break-down of housing 
figures at present are not too re- 
assuring. However, against these 
not-so-rosy statistics are the reports 
from industry economists that the 
demand for residences is still strong 
and widespread. Difficult financing 
explains the decline in residence- 
building figures 

A -S.s 


It isn’t amart to ignore these sta- 
tistics, unpleasant as they are. In 
June, thia year work was started 
on 104,000 housing units, compared 
with 185,000 in June of '55. Sea- 
sonally adjusted, that’s the poorest 
month for about two and a half 
years. The adjusted June starts this 
year dropped slightly below the an- 
nual rate of 1,000,000, that has been 
holding for several months. 

* + + 

According to the Dodge reports, 
contract awards measured in dol- 
lars for residence building in June 
were 18% below those of June, last 
year. In the number of residence 
units there was a drop of 20% from 
the June, '55, figures. The differ- 
ence in these percentages is due of 
course to the fact that larger and 
more expensive houses are being 
built now 

ee + 

Applications for VA and FHA 
months of this year were 200,000 
fewer than in the comparable period 
of '55. The eatimate has been made 
that unless there is sharp improve- 
ment during the remainder of the 
year, the investment in houses in 
1956 will be more than $1 billion 
dollars below that of 1955. 

* - - 

The drop in VA and FHA appli- 
cations indicates that builders of 
smaller houses—-$12.000 and below 

are having difficulties in finding 
private lenders who will accept the 
VA-FHA terms. There are said to 
be many prospective customers in 
that price bracket; but they remain 
just fading prospects unless some- 
body will make the loans. 

* * * 

Construction reports for the first 
half of the year in the metropolitan 
area of Washinaton, D.C. show a 
decline; and while part of this dron 
is accounted for by a smaller vol 


20 


ume of Federal construction, res- 
idential building also sagged. The 
first half of 1955 listed the con- 
struction of 18,983 family residence 
units, at a cost of $148,500,156; 
while the first half of 1956, brought 
in 9,141 family residence units, at a 
cost of $105,406,437. 
ee ee 
A slight increase in the cost per 
unit; but the average is still below 
that $12,000 figure, commonly held 
to be the dividing line between low 
and high-priced houses. This is from 
a preliminary report of the Bureau 
of Labor Statistics. 
. oe 
At this writing there is a report 
of an elaborate legislative strategem 
in the House of Representatives to 
still get the housing bill passed. The 
effort will have won or lost before 
you read these lines. The crux of 
the battle is the matter of public 
housing. The Senate bill carried 
135,000 units per year for three 
years. 
» ae ee 
The House, long opposed to public 
housing, wrote a_ bill carrying 
60,000 units: although the Admin 
istration had asked for but 35,000 
per year. The House rules commit- 
tee tabled the bill, which seemed to 
mean there would be no housing 
legislation at this session; and that 
would have meant the expiration of 
Title One and of the Military Hous- 
ing program, about which there 
was no controversy. This would 
have been disastrous to this indus- 
try. 
* _ a 
Congressional rules are so compli- 
cated that the office of parliamen- 
tarian is one of the most technically 
difficult in the government. Without 
trying to explain the maneuvers, it’s 
enough to say that the plan is to 
substitute the Administration's 
85,000-unit-a-year proposal, include 
all the non-controversial items, and 
confront the Senate with the neces- 
sity of accepting the House bill as 
so written or else have no housing 
legislation this year. Apparently 
this bill would suit most or all of 
the building industry 
_ * * 
The steel strike. at this writing 
upwards of a month old, is pinching 
the national economy. A good many 


big construction jobs have been 
stopped. Four million tons of coal 
that otherwise would have been 
mined are still in the ground. Cot- 
ton picking will begin soon; and 
cotton gins have practically no bal- 
ing bands. And so on through many 
industries. 
* * * 

Union and industry representa- 
tives have stated they've made no 
progress toward agreement and 
have scheduled no further meetings. 
The strike has cut off 85% of steel 
production and has idled 750,000 
workers; steel workers and workers 
in related industries. 

a * * 

The president is said to be can- 
vassing possible courses of action 
if the settlement is much longer de- 
layed. But the White House had 
denied an earlier press report that 
the Administration had announced 
a one-week settlement deadline. The 
Federal Mediation and Conciliation 
Service has been trying to bring the 
opponents together in the hope that 
they can settle their own argument. 


* * * 


The big highway program has 
started a curious trade-in move- 
ment, Highway contractors are er- 
changing whole sets of used tools 
for new; the reason being that in 
this way their equipment will work 
in harmony; size, power, speed, 
technical design and the like. The 
highway program is the largest 
Federal works project in history. 


* * * 


Highway equipment makers ex- 
pect their already multi-billion- 
dollar business to be tripled. The 
program is expected to cost $100- 
billion over a ten year period. For 
every million dollars of road con- 
struction, about 500 tons of steel 
are needed. That'll be about five and 
a half million tons annually for ten 
years. 

* 7 * 

These things help erplain why 
the Treasury appears still to be 
fearful of inflation. The steel strike 
is sure to be settled rather soon, on 
the basis of substantially higher 
wages, which will mean higher steel 
prices. 
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THE RESULTS ARE— 


@ Lockwood Oak Flooring neither shrinks, nor 





THERE’S A GRADE PRICED warps, nor buckles. 


FOR EVERY NEED, EACH 
PRODUCED IN ACCORD- 


@ The notural soft texture and resilience is 


ANCE WITH NOFMA accentuated, making it easy to work with, 
STANDARDS. DESCRIPTIVE sew ond neil. 


LITERATURE FREE UPON 


REQUEST. 


lockwood hes the Neil Groove 
feature which speeds vp leying 
ond helps the profit picture! 


CLOUD OA 
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ucts MERCHANDI 





Only Cloud’s scientific heat-and-humidity controlled 
kiln-drying will produce an oak flooring of such 
permanent precision uniformity, yet so wonderfully 
workable, too! 





r——-AND THERE'S MORE YET 


Your builders sell homes on sight, thanks to the beauty 
of color and grain of Lockwood Oak Flooring 


And they make more profit on the installation, becouse 
Lockwood affords lower laying-through-finishing costs, 
thanks to Snep Side-Match design, the Meil Groove fee- 
ture, and Precision Milling which holds sanding to a bare 








minimum 
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ON YOUR REQUIREMENTS =r 
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NEW FROM RUBEROID! 
REMODELING MARKET 


Selling Kit” 


Home Improvement Year offers you unusual opportunity for high 
roofing and siding profit. To help you, Ruberoid offers a complete local 
selling kit~—ads, promotions, and personal sales aids. Use this kit for 
larger share of remodeling sales throughout your area. 


NATIONAL ADVERTISING 


REACHES MORE THAN 8,000,000 FAMILIES .. . 
PRE-SELLS HOMEOWNERS IN YOUR AREA... 
GETS BUILDER ACCEPTANCE, T00 


Ruberoid ads in Better Homes & Gardens and Farm 

Journal will make more people in your area conscious of 

re-roofing and re-siding than ever before. These ads 

stress beauty and protection with famous Ruberoid Lok 

Bice Tab Asphalt Roof Shingles and Autoclaved Siding 
Practica) | Extra: “companion ads” will also appear in American 
Cullder | Builder and Practical Builder ... assure you builder 


acceptance for extra sales power. 


FREE! saves-cettine 
LOCAL AD MATS 


Hard-selling ad that 
the man who is 


FREE! covorrut winpow and 
WALL STREAMERS 


Identify yourself as head 
quarters for remodeling jobs flag 
ready to buy! These ad 


SPECIAL! Nno-work-For-vou 
DIRECT MAIL CAMPAIGN! 


pecially set up 
the Reuben H 
‘ slley Co A 

Donnelley ; in your area. Streamer fea 

ration th 

Jorirt : are 1 column wide by 

program will 


make promotion 


tures remodeling, banners 
call attention to your roof nches long —maximu 
al mailings over ing, siding and insu- attention for the least 
lation lines Use cost. These ads features 


Lok-Tab Shingle Au 


toclaved Siding and 


your name to 
prospects in your these colorful dis 
area, Name any plays indoors and 


rospects you Ruberoid Fiberglas* In 


out for extra sales, 
wish o ’ | sulation. Run each of 
Reuben H on G 1 

these at least once a 
nelley provir 
he lista 
the work 


} 


week for best result 








SIDING “PERSUADER” 


HOME MODERNIZATION BOOK 


how prospect 
remoc leling 
beauty. Full 

or illustra 

ne show how 
remodeling re 
vamps old homes 
Convincing be 
fore-and- after 
etures show 


how it can be 
' 


The RUBEROID co. 
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DRAMATIC VISUALIZER 


Shows beauty of actual homes with 
new roofing, siding. Features trans 
parent “envelope” pages, shows the 
same house with 
old, worn-out sid 
ing then with 
beautiful Auto 
claved Siding in 


variety of colors 





Autoclaved Siding “in the flesh!” 
Packed in a smart carrying case 
these beau 

tiful model 

boards are 

easy todem 

onstrate 

make the 

most con 

Vineing 

sales tall 

you ever 

staged! 


See The Man From RUBEROID today! 


Let him show you how to get these selling tools 


how to use them for big remodeling profit! 
ASPHALT AND ASBESTOS BUILDING MATERIALS 
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BUILDING 


PRopUCTS 


FOUND THE STAINLESS STEEL 
SINK FOR HER NEW KITCHEN 


And no wonder—when you pointed out how ENDURO 
Stainless Steel, made by Republic, can never chip, flake 
or wear through, won't tarnish, and retains its brand 
new look. Its lustrous, satin finish conveyed the 

luxury look of a custom model; and its surprisingly 
low price paved the way for a complete kitchen sale! 
When quality stands out, it’s easy to sell. No 

wonder dealers everywhere are enthusiastic over 


Republic Steel Kitchens—the modern, built-in line. 


THIS PROFITABLE OPPORTUNITY IS YOURS! 


Get the hard facts story on what's happening from 
now on in the kitchen business. Find out how 
Republic Steel, with “mine to market” facilities, 


can offer you more. Start the coupon on its way. 


REPUBLIC STEEL 
KITCHENS 


IN CLASSIC WHITE + LARGO YELLOW 


TEMPO TURQUOISE + PRELUDE PINK 


REPUBLIC STEEL KITCHENS 
1038 Belden Avenue 
Canton 5, Ohio & 
send me tree copy o \ 
the Steel Kitchen ne / “~ 
? 


Have my Republi 


distributor call on me epee “~<a 


Dealershit 


. 


* 


yer” Sees Woe Btn a ne ee - 





MERCHANDISER 
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Lumber dealers and others today are not putting all their eggs You don’t have to be 


in one basket. 
ef te cS a concrete expert 
A profit-making second “basket” is ready-mix, if the nearest 
plant in your area is miles away, and you are already supply- 
ing cement. 
All you need 


For a relatively small investment, for definitely big volume 
. ” . . * 
and profits, look into the famous Smith “32” cubic yard mixer, is the desire to have 


You need only a minimum size plant. MORE INCOME! 


Low overall height for small plants, either portable 
or semi-portable. For details about the fast “work-pony” of 


the complete Smith line of mixers, write 


to expand into ready-mix. 


For single axle or small tandem truck. 


Smith "312" guaranteed to mix 4 full cubic yards. 


Milwaukee 1, Wisconsin 


THE T. L. SMITH COMPANY 
Lufkin, Texas 


Since 1900 the pioneer designer and foremost aye ‘ wr a 
. Affiliated with Essick Manufacturing 
manulacturer of the world’s finest mixers. Company, Los Angeles, California 


A-8923-1P 
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Buying Facts on the 


Most Popular and Profitable Rental 


Sanders for Amateurs 


DO-IT-YOURSELF RENTAL OPPORTUNITIES ZOOM HIGHER AND HIGHER 


Others have pioneered the proof that great profit lies 
waiting for you in this rapidly expanding market. However, 
the equipment itself largely determines your rental 

success, the amount of net profit you make! But you may 
be actua!ly puzzled as to which make of sander to purchase. 
To help you make a wise decision in this all-important 
matter, we have compiled the following facts. Read them 
now—to save money .. . and to make more money! 


Why Informed Profit-Minded Retail Dealers, Selling Customer Satisfaction, 
Choose The American Rental Sander 
CUSTOMER APPEAL 


LIGHTWEIGHT PAPER QUICKLY TROUBLE-FREE OPERATION 


onl - incl 
\y 89 — 
handle, 95 pounds! 


ATTACHES TO DRUM 


Exclusive full length paper 
clamp prevents tearing of 
pa , insures full cut- 
ting action. 


Previous experience unnec 
essary. No adjustmenta to 
make requiring mechanical 
knowledge 





FULLY ADJUSTABLE— 
DETACHABLE HANDLE 


Meets operator 
i of any ,» man 


CONNECTS TO ORDINARY 
WALL PLUG 

No special connections 
necessary .Thia homeowner 
unit operates from regular 
wall plug. 


AMALTING RESULTS 


Old floora quickly look 
new. American floor sander 
magic makes them satin 
amooth again 





FITS EASY IN 
ANY SIZE CAR 


Back weat, front or 
trunk quickly “take” 
this compact sander 


measuring 


eit, 





PRACTICALLY 
EFFORTLESS TO USE 
Scientifically balanced so 
machine does all the work 


—all operator does is 
guide it! 


MODERN STYLING 


Gains customer attention 

and ready acceptance , 

resulta in easier handling 
sella itself 





Choice of tilt-type or lever-type sander. 


Five year maintenance guarantee! This sander is 
tamper-proof and virtually wear-proof.. . 


maintenance or we pay! 


Sales promotion help by nationally known experts... 


you are coached step by step. 
Send for the true buying facts before you buy. 


= 


minimum 





"/\ MERICAN 


FLOOR SURFACING MACHINE CO. 


eSTABSLtIiswnweo 


19o3 





521 So. M. Clair &, 


Toledo 3, Ohio 


PROVED DO-IT-YOURSELF RENTAL TOOLS -« WORLDWIDE SALES AND Seavice 
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No jump 
track design 
TRACK OT 200 


Wield <TR iel anol 


doors, single or 
by-passing 





NEW HANGERS 
FOR 134” DOORS 
Note: Two holes in hanger 
top for additional strength 
in mounting. 


| bbb db bh bbb bbb ibrar iiiititiiiiiti » 

















F ACCESSORIES 








feitl>) a 
NO. 14 





When desired, attach 
Guide Strip No. 15 


Tol aclel ane) ine tele), 
ste GUIDE 
Requires no grooving NO. 14 





GUIDE 
NO. 13 












MACKLANBURG-DUNCAN CO. 


BOX 1197 =— OKLAHOMA CITY 1, OKLAHOMA 






Way [mprovements make 


an 


Hardware greater than Cver/ 


zg 
NEW WIDER HANGERS 


% Less Headroom 
% Easier Adjusting 
% Twice as strong 


Completely Packaged Hardware 
for 4", 1, 1%", 1%", and 1%" Doors 
Also Wall Pocket Hardware 


*Note: Guides No. 13 and 14 are packaged with M-D Sliding Door 
Hardware. Other accessories optional. May be ordered separately. 


ROUND 
OR OVAL 
DOOR PULL 





ONE TRACK 
FOR ALL DOORS 
By-passing or single 
From %” to 1%” thick 


PSOOSSSSSSHSSSSSSOSSHSSHSSOSSOOSSOSSOOOES 


GUIDE STRIP 
NO. 15 


FACIA STRIP 
FM-300 


Sold by all Hardware, 
Lumber and Building 
Supply Dealers. 


> 


oeladt 
WALLPOCKET 
HANGER TH2 


For top mounting 
on doors. 


, FLOOR TYPE 
Sliding Door 
HARDWARE 


és 


Two silently operating 
Sheaves. No. SW-1 is 2%" 
long by 1 5/16” high. No 
SW-2 is 2% long by | 


STYLE A TRACK 
Alecrome or Stain- 
est Steel, | wide. 4 other 
styles available in single or 
double track from 5/16” 
fo 1% wide. 


ORDER TODAY — your 
order will receive prompt 
shipment. 








CAREY LUMBER CO. 


OKLAHOMA CITY 





gets better F IRE and BU RG LARY 


PROTECTION and SAVES MONEY— 


Our plant has been protected automatically by ADT for the past ten years. 
With these services on guard against fire and burglary, we enjoy peace of 
mind and a sense of security that cannot be obtained otherwise. We are of 





the opinion that every lumberyard should have ADT Protection. 


Chu Hoy 


President 


Established in 1881, Carey Lumber Co. has gained a reputation for 
quality and service. It was natural, therefore, for the management to 
recognize these values in ADT Protection. 

Warehouse, lumber sheds and office building are protected auto- 
matically by ADT Aero Automatic Fire Alarm and Burglar Alarm 
Services. Mr. Carey’s statement is typical of the opinions expressed by 
thousands of lumbermen and other businessmen from coast to coast 
who know that ADT Automatic Protection Services give greater se- 


curity for property, profits and employees’ jobs than other methods, 








and at less expense. 





Whether your buildings are old or new, sprinklered or unsprinklered, 
Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY there is an appropriate ADT Automatic Protection Service to guard 
558 Sth Actere, oe tak te ay against fire, burglary, intrusion, heating-system failure, and other haz- 
A NATIONWIDE ORGANIZATION ards, An ADT specialist will show you how combinations of these serv- 

ices can protect your property. Call our local sales office if we are listed 


in your phone book; or write to our Executive Offices. 
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HYSTER MAKES THE RIGHT 
INDUSTRIAL TRUCK 


Pictured above is one of many typical examples 
of how Hyster® Industrial Trucks are helping to 
effect tremendous savings in the cost of handling 
lumber and building materials. 

Even if you are now using lift trucks or have 
never used industrial trucks of any kind, your 
Hyster dealer can show you how you can quickly 
realize more profit from your operation with 
these multi-purpose utility tools. Your Hyster 
dealer knows materials handling... he is an ex- 


pert on the problems and their solution. He can 
help you with special techniques and cost re- 
ducing methods, Call him today...why not take 
advantage of his materials handling know-how? 
He is listed under ‘“Trucks-Industrial” in your 


telephone directory. 


2939 N. E, CLACKAMAS, PORTLAND 8, OREGON 
1039 MYERS STREET DANVILLE, ILLINOIS 
HYSTER N.Y. .....NIUMEGEN, THE NETHERLANDS 


FOUR FACTORIES: Portiond, Oregon; Danville, II linols; 
Peoria, INinois; Nijmegen, The Netherlands. 


FOR YOUR JOB 





Hyster 60 unloading unit loads of strapped lumber from a flat 
car, An ‘‘inside-ovtside’’ truck tough enough te do mest jobs 
yet small enough to work in confined areas, 


HYSTER DEALERS 
GIVE You ALL 3! 


PLANNING — your Hyster Dealer will pian 
your materials handling operation from 
scratch, or will analyze your present system 
to see if it con be improved, 


THE RIGHT TRUCK — for your job from 

2 Hyster's complete line of industrial trucks 
(1,000-30,000 Ibs.) and over 100 job-attach- 
ments for economical load handling. 


THE RIGHT SERVICE — ample spore parts 

3 stock, shop facilities, factory-trained me- 
chanics and an efficient field service that 
keep your Hyster lift trucks going on your 
job, wherever your job might be located, 
Myster trucks are noted the world over for 
their low downtime. 


Materials Handling Trucks from 
1,000 to 30,000 pound capacities 


HYSTER company 
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<> When you sell all three... 
EXTRA PROFITS COME EASY! 


As a superior perimeter insulation, Styrofoam® (a Dow 

ST Y be Oo a Oo AM plastic foam) is winning wide acceptance in the building 

-® field. But its new plaster-base use in masonry construc- 
tion, the fastest-growing type of building construction, 


Vew plaster-base-insulation use offers in- 
; can mean greater sales volume, added profits for you. 


creased sales volume and profit potential ’ 
Structurally strong, Styrofoam is bonded directly to your 


masonry walls with portland cement, and plaster is 
applied right over it. No furring or lathing needed! It 
cuts construction costs and insulates for a lifetime. 
Styrofoam resists vermin, rot, mold, and deterioration and 
is its own vapor barrier. What's more, the light weight of 
this revolutionary material makes it especially easy to 
| handle, use, and to ship. Call your distributor today. 

Vo furring! Styrofoam adhere Vo lathing! Plaster keys direct- 


tightly to masonry with port ly to Styrofoam to present a Everyone benefits from the insulating properties and construction ad. 
land cement mortar warm, U aterproof wall, vantages of Styrofoam. To you it can mean extra profits year ‘round! 


Biggest promotion of its kind supports you... 
STYROFOAM Your customers read about Styrofoam LATEX PAINTS -Special fall promotion ties in with 


regularly in BUSINESS WEEK and five leading architectural and Coca Cola, McCau’s Patterns and Wellington Sears fabrics; 
building publications. A 4-page ad in all six publications in and is in addition to advertising and promotion in THE SATUR- 
May announced the plaster-base use. Look for it again in Sep- DAY EVENING post and other top magazines. Now is the time to 
tember’s AMERICAN BUILDER, October's PRACTICAL BUILDER, — te in and profit with latex paint! 
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2. LATEX PAINTS 


Professional painters, along with ama- 


leurs, help push sales lo record highs 


Sales of latex paints continue to zoom... and no 
wonder! Professionals as well as do-it-yourselfers 
welcome the time and money they save, the applica 
tion advantages only latex paints offer. In a matter 
of minutes, a coat is dry to the touch without painty 
odor, lap or brush marks. There's a wide color 
choice, too, plus extra-easy cleaning of equipment 
with just plain water. But don’t let this “plain 
water” feature fool you; for latex paints form 
a durable beauty that’s scrub-serub-scrub-able, 
These sales points mean new business for you. If 
you contact your supplier now, you can hits h your 


profits to a skyrocketing sales curve! 


easily applied . . . washes out of brush or roller . . . serubbable! 


3. STYRON 
Plastic Wall Tile 


Quality guaranteed! A boost in sales 


and customer satisfaction 


Feature the luxury look for added profits. It’s the 
quality look you can actually guarantee in writing 
... that’s right! As a certified dealer of plastic wall tile 
made of Styron™, you can guarantee that your tile, 
mastic and installation meet U.S. Department of 
Commerce standards CS-168-50, eligible for FHA 
financing. You'll be offering your customers outstand- 
ing beauty, durability and easy upkeep . . . plus con- 
fidence in you as a certified dealer. What more could 
you ask for a healthy sales climate! Get details from 


your Styron plastic wall tile supplier. 





and all three products 
STYRON The big 1956 Styron advertising drive is sell- 


4 p ruaré “t é 5 é B 7 ( 
ing the luxury look of gu iranteed pl antic Ww all tile to 70,000,000 vou can depend on 
consumer prospects—2,616,000 building and management pros- 
pects—in 13 leading magazines! THE DOW CHEMICAL COMPANY, DOW PLASTICS 
Plastics Sales Department PL538AA, Midland, Michigan. 
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Easier TO CUT 


After making several test-cuts on four 
well-known brands of single-strength win- 
dow glass, identified only by letters, Mr. 
H. W. Gemmel of Inglewood Hardware 
Company, Inglewood, Calif., picked “B” 
as the easiest to cut. L’O’F was “B”’. 
28 out of # dealers who made this now- 
famous “blindfold test’ picked L’O'F as 


easiest to cut! 





Easver TO SELL 


This L’O-F label identifies quality glass 
wherever it is seen. People know this label 

itis appearing 216 million times in 1956 ad- 
vertising alone! And every time it appears 
it adds to the already strong preference for 
L.-O'F glass. This preference means faster, 


easier sales for you, 


Easier 
TO MERCHANDISE 


Sell This 17” x 7” window banner has a white 
‘4 background with bold blue letters that re- 


mind your customers to buy window glass 
when they need it. Order WG-31 now 
from your Libbey*’Owens’‘Ford Glass 
Distributor (listed under “Glass” in your 


ENS FORD quaLiTy | phone book), or write to Dept 6586, 


Libbey’Owens‘Ford Glass Company, 608 
Madison Avenue, Toledo 3, Ohio. 


LIBBEY OW 


the easy-to-cut WINDOW GLASS 
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YOU CAN PUT YOUR 
CONFIDENCE IN THE 


:. u . v MERCHANDISE 
PROMPT DELIVERY 


JUTE 
TWINE 





ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.o.b. Mill, 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- 
nesota, Dallas, Texas, or Waynetown, Ind. Orders 
of $20.00 to $50.00, freight allowed to $1.00 per 
cwt. Freight prepaid does not include extra charges 
incurred outside carrier's regular zone of delivery. 











a 


ESTABLISHED iN 18673 
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SEINE TWINES 

SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 
FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

PARCEL POST TWINES 


POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


available in 


© 


BRAND 


A dependable source of supply for jute 
twine in these two popular sizes 


12 Ib., 3 ply 8 oz. solid wound balls, 11865 ft per 'b., 
49 ibs. tested break 


ART. 545 


28 Ib., 3 ply, 8 oz. solid wound balls, 510 ff. per Ib., 


94 Ibs. tested break 


WHEN YOU DISPLAY THE 


i Sella/ 


LAWNDALE, NORTH CAROLINA 


3104 Gaston Ave 
Dalles 26, Texes 


LINE 


7861 Sepulveda Blvd Marietta 
V 


an Nuys California Minnesota 


Waynetown, Indiana 
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Now ... New, Bigger Sales with 
SISALKRAFT 


VAPORS TOP 


Rot-Resistant Vapor Barrier for Dry Floors! 


Fungicide-treated Sisalkraft Vaporstop is a vapor a set i 
crete slabs and as a ground cover for craw! spaces. You can . apn 
Vaporstop for every home that needs protection from — me pe 

tion from the ground . . . protection for the life of the structure. 








SIGALKRAFT VAPORSTOP MEETS FHA and VA 
MINIMUM PROPERTY REGRETS ’ 
Sisalkraft salesmen will be calling on your customers, morons ro - 
advantages of Sisalkraft he in cry crn : — ot 
s, all construction where 
KPa yi Saems as Sisalkraft. We're telling the pron with hard- 
hitting ads, folders, mailings. Available in rolls 3-8 feet wide. 








AO Nt! in i TSEC 


This permanent vapor barrier is for your builder-customers 
who want the ultimate. It’s polyethylene backed, reenforced, 
impregnated kraft paper. Unaffected by acids and alkalies 
has the permanency of polyethylene and the strength of 
Sisalkraft. Rolls up to 8 feet. 


and also New! | 81Saurre | ET 


Pure Polyethylene film. Low cost, transparent, flexible, water- 
proof. Ideal for protecting materials and equipment from 
weather permite easy inspection, and for closing in windows 
and doors. Won't rot or mildew, unaffected by acids and alka- 
lies, rip-resistant, Hag many protective uses for home owner, 
also. Available in a variety of widths, in 2, 4 and 6 mil weights. 


OTHER QUALITY SISALKRAFT PRODUCTS INCLUDE; 
SISALKRAFT — Reenforced, waterproof building paper. 


COPPER ARMORED SISALKRAFT — Electro sheet copper for 
concealed flashing and waterproofing, 


SISALATION — Reflective insulation and vapor barrier. 


AMERICAN SISALKRAFT CORPORATION 
Chicago 6 + New York 17 + San Francisco S 
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jj A WEISER LOCK ON THE DOOR TELLS THE WORLD 


ee “HERE'S A BUILDER WHO USES THE FINEST MATERIALS 


Wr a 


rod 
You couldn't say it better if you hung a sign on the front that hie } 


door. For the high quality of Weiser Locks is readily 
prospective buyer ind the conclusior 
the finest locks, he ha 
throughout the house 


recognized by 
if this builder use 


obvious 
doubt used othe quality material 
the rich 


And prospective buvers will be impressed with 


finishes of bra bronze. chrome or 


100d look ing 


WHET SER 1.0C HS 


WE E FR OMPAN 


















QW ...New, Bigger Sales with 
SISALKRAFT 


VAPORS TOP 


Rot-Resistant Vapor Barrier for Dry Floors! 


Fungicide-treated Sisalkraft Vaporstop is a vapor barrier for under con- 
crete slabs and as a ground cover for crawl spaces. You can sell Sisalkraft 
Vaporstop for every home that needs protection from moisture penetra- 
tion from the ground . . . protection for the life of the structure. 








SIGALKRAFT VAPORSTOP MEETS FHA and VA 
MINIMUM PROPERTY REQUIREMENTS 
Sisalkraft salesmen will be calling on your customers, hammering home the 
advantages of Sisalkraft Vaporstop in performance, easy handling and low 
cost — for houses, farms, all construction where dry floors are a must. It’s 
as tough and dependable as Sisalkraft. We’re telling the story with hard- 
hitting ads, folders, mailings. Available in rolls 3-8 feet wide. 











f / 
Alo Nev! carr STOCK AND SELL... 


This permanent vapor barrier is for your builder-custome 
nevada Ay ultimate. It’s polyethylene backed reenforced, 
ed kraft paper, Unaffected by acids and alkalies — 


has the permanenc 
Sisalkraft. Rolls on to Be ethvlene _—— sala 


and also New! BAe || 


Pure Polyethylene fil 
> m. Low cost, transpare »xi 
proof. Ideal for protecting materials pot yp ban ame yg nt 
and doors. Won't rot or mildew, wath eo amin. in windows 
, unaffec 
ioe, rp resistant. Has many protective ee he hee ~~ 
- Available in a variety of widths, in 2, 4 and 6 mil weights’ 


ueniaare ne SISALKRAFT PRODUCTS INCLUDE; 
~~ Keenforced, waterproof building paper. 

COPPER ARMORED SISALKRAFT eae 
concealed flashing and waterproofing, 
SISALATION — Reflective 









SISALKRAFT 












— Electro sheet copper for 


insulation and vapor barrier. 


AMERICAN SISALKRA 
FT CORPORAT 
Chicago 6 + New York 17 + San painaiees © 
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| Vy A WEISER LOCK ON THE DOOR TELLS THE WORLD 

| | ee “HERE'S A BUILDER WHO USES THE FINEST MATERIALS 
You couldnt say it better if vou hung a ign on the front 


door For the high quality of Weiser Lock j readily 


recognized by prospective buyers and the conclusion | 

obvious if this builder uses the finest locks, he ha 

doubt used other quality materials throughout the house 
And prospective buyers will be impressed with the ricl 


rood-looking finishes of bras bror 7 chrome or ft ‘ WEISER 


WANEI SEF 1L.0C H_& 


WEISER COMPANY - rH GATE fp f 





for the 
finest quality... 
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CERTIGROOVE 
CEDAR SHAKES 


nuMBER@ @ Grave CERTI- SPLIT 


7° } ; 100% Lage grein 100% Heartwood 100% All Cleer 
’ Teese actoen pyeoved shibes have bees processed trom Handsplit Red todas Shakes 
CERTIGRADE CERTIGRADL Red Coder Steagies and ment a the quabty 
Hemme ements of Commerc Slandart (5008 95 for Rad Cobar 
Red inate’ Shabes os seed by US Dept of Commerce Wasmagion OC MUMBER 1 GRADE 
RED CEDAR SHINGLE BUREAU 
SHINGLES w Ponte ey? 








These shokes meet oll quelity requirements for 
hondsplit red coder shokes os esteblished by 


Reo CEDAR Seeeees BUREAU 


wasn vancouver @ 


eneiereny a “qomeseeies 900ngeen 6 § 00 090 610 
C1bee Comte a Sete 8 OireetOreT & Comme 
wopnneion Oe 


RED CEDAR SHINGLE BUREAU 


DEMAND LHESE LABELS 


Only red cedar shingles, machine-grooved shakes and handsplit shakes that have 
passed the strict Red Cedar Shingle Bureau inspection for grade may carry these 
labels. This inspection is a service that costs you nothing. Make certain 
you feature only the brands that offer you this extra measure of 
protection. Look for the labels under the bandstick or on 


the carton — Certigrade, Certigroove, Certi-Split. 





RED CEDAR SHINGLE BUREAU 


5510 White Building, Seattle 1, Wash. + 550 Burrard St., Vancouver 1, B.C 
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The 
First 
Style Change 


in more than 


20 years! 


HAGER new 


BAKED ENAMEL FINISH 


Here’s the smart “new Hager look’ in 
shelf brackets... Rich... Elegant... Modern 


Designed to carry your sales upward and onward! 





It’s Hager’s new Decorator Gray . . . the first style change 





in a shelf bracket in more than a score of years! 
Now smart eye appeal is skillfully blended into contemporary 
sales appeal! Hager Decorator Gray baked enamel finish 
complements the entire range of interior decorators 
contemporary colors—adds a new dimension to 
the rugged wrought steel durability which has always made 
Hager shelf brackets profitable to stock! Designed to permit 
full use of space between all shelves for easier, more 
compact storage. Hager shelf brackets in new Decorator Gray 
are sure to be one of your fastest sellers and 
better profit-makers/ Your regular supplier has complete 


stocks in 9 convenient size 


C. HAGER & SONS HINGE MANUFACTURING COMPANY $T. LOUIS 4, 
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have you 
inventoried | 
your future 


lately 


DO YOU KNOW that the lumber dealer’s share of the $160 million insulation 


market has shrunk from 63% to 42% in the past few years? 


DO YOU KNOW bow this affects your future, not only in the sale of insula- 


tion, but in the sale of other products you customarily handle? 


DO YOU KNOW what you can do about it? 


Today, lumber dealers face a most 


serious threat to their very survival. 


In the huge housing market, lumber 


dealers are being by-passed by manu- 


facturers who sell insulation and other 


building products directly to builders 


and applicators—leaving YOU out. 


Can anything be done about this? Is 
there a way to protect your profits— 
your future—in this critica) situation? 
We believe the answer is YES—if YOU, 
the dealer, will cooperate! 
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WHY WE HAVE FAITH IN YOU- 
THE LUMBER DEALER 


For 35 years, we, the Wood Conversion 
Company, makers of Balsam-Wool* 
Sealed Insulation, have protected you, 
the lumber dealer, with a firmly estab- 
lished policy: SOLD BY LUMBER 
DEALERS ONLY. 

Today, when insulation sales are slip- 
ping out of the dealer’s hands, we, too, 
could do as other insulation manufac- 
turers have done—by-pass the lumber 
dealer. 


V Is it a top-quality, nationally advertised product, 
tested and proved in millions of homes? BALSAM- 
WOOL is. 


Can you sell it under a money-back guarantee of 
satisfaction? BALSAM-WOOL offers you such 
a guarantee—the only one of its kind in the 
insulation business, and the most powerful 
sales tool a dealer ever had! 


Does the manufacturer extend your sales and 
profit range with companion products of superior 
quality? With BALSAM-WOOL insulation, you 
can sell famous Nu-Wood sheathing and 
Nu-Wood™ interior finish—products that 
multiply your sales opportunities! 


Does the manufacturer give you continuous help 
in selling through magazine advertising... direct 
mail,..newspaper advertising mats... publicity 
..- radio scripts...motion picture and slide films 


But to us, the answer to this is still 
NO. We have faith in the lumber dealer. 
We believe the lumber dealer still is our 
best customer — if the dealer will awaken 
to his role in the insulation business and 
promote and sell the products that are right- 
fully his alone. 

That is why we urge you, in your own 
best interests, to inventory your future 
NOW —to ask these questions about all 
the building products you handle: 


...dealer-contractor meetings? WOOD 
CONVERSION COMPANY does! 


Does the manufacturer provide you with fresh 
sales ideas—tested promotional methods and ma- 
terials—for use with your customers and pros- 
pective customers? WOOD CONVERSION 
COMPANY does this constantly —and today 
gives you a brand-new promotional pack- 
age that helps you find the business and 
cash in on it! 


Most important of all—is the product sold through 
the normal channels of distribution and under a 
uniform and non-discriminatory price policy? 
BALSAM-WOOL and NU-WOOD are sold un- 
der a long-standing policy that recognizes 
the value of orderly distribution on a uniform 
basis, and at a price that permits a fair profit 
for you. 


These questions hold the answers to YOUR future progress and profits. Ask them 
seriously —thoughtfully —then see the man who can give you real merchandise- 
moving ideas and help: your Wood Conversion Company representative. Wood 


Conversion Company, Dept. 120-86, First National Bank Building, St. Paul 1, Minn 


BALSAM-WOOL 


SOLD BY LUMBER DEALERS ONLY 


BuILDING Propucts MERCHANDISE! Circle No. 21 on Coupon, page 130. 





once it was G@ A few years ago practically all white cement went into a 


specialty product such as architectural concrete units, stucco, 


specialty item eee terrazzo, cement paint . . . these markets continue to increase 
plus widespread purchases by home-owners who want more 
attractive concrete than can be made with grey cement. 4nd 


* 
but NOW 1f the extra cost is so little on most jobs! 
Trinity White Cement is whitest in the bag... whitest in 


the mix . . . whitest in the completed job. It is a true portland 


* 
/ cement that meets all Federal and ASTM specifications. For 
ZS ad PY ad 8. literature and quotations write to 111 West Monroe St., Chi- 


cago. Offices at Dallas, Chattanooga, Tampa and Los Angeles. 








« 

@ 

TUM 1 
THE WHITEST WHITE CEMENT 


a 


DEALERS! 


! 
@ product of GENERAL PORTLAND CEMENT CO. ; : ag pane 
‘or your copy of this new 
i popular booklet for consumers, 


CHICAGO + DALLAS + CHATTANOOGA + TAMPA «© LOS ANGELES 
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These three Mack model B421S concrete mixers are part of the big San Mateo Feed & Fuel 
Company's fleet. Macks have helped set the pace for their growing operation since 1951 


compared to all other makes in our fleet... 


MACK’s performance and maintenance records 


were outstanding... that’s why we bought 


—R. C. Hughes, President 


35 more 


San Mateo, California 


Proof of performance is what Mr. R. C. Hughes, 
president of San Mateo Feed & Fuel Company, 
demanded before buying 35 new Macks—21 model 
B421S mixers, and 14 model B30P dumpers. 

“We relied on our records,” commented Mr. 
Hughes, ‘“‘when the time came to make a major 
decision for modernizing our fleet. The answer was 
clear...in our mixed fleet Macks were the stand- 
outs for fuel economy, low maintenance cost, and 
over-all earning capacity. 


San Mateo Feed & Fuel Company 


‘‘We bought our first six Macks in 1951, and 
added 14 more in 1952. Now, with the addition 
of 35 new units, our fleet contains 55 Macks. We 
consider our big investment in Macks an important 
factor in building increased profit into our rapidly 
growing business.” 

Get the facts on Macks before you buy another 
truck. See your Mack Branch or Distributor and 
find out how Mack can give you top performance 
and economy in every trucking operation 


MACK TRUCKS, INC., Plainfield, New Jersey. IN CANADA: Mack Trucks of Canada, Lid. 





it adds up eee ¢ “ It has everything to make learning easier. 


10 key keyboard for touch control 
There’s no simpler adding machine Two color tape for proof of accuracy 
to operate than the f Electrified multiplication 
Remington Rand All-Electric. # Direct subtraction 


Remington Bland 
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TWO MORE NEW, FAST- SELLERS 
IN THE Grant LINE! 


a 
| iain | 






































thenew Rocket GOOO ~ 


Sliding Door Hardware 
Reversible for doors %4” and 1%’’— allows lower inventory — 
new, easy vertical adjustment — new track design 


Grant Rocket 6000 is designed to make available 
many of the most important features of the finest 
sliding door hardware at a moderate price range. 
Specialized engineering staffs and manufacturing 
facilities have given this popular new line the dur- 


Rocket 6000 hardware is the last cost. Rocket 6000 
features—both single and double wheel types of 
carriers—self-lubricating nylon wheels—'%4” ver- 
tical adjustment without removing attachment 
screws—carries all standard thickness doors (%4” 


able, dependable operating qualities that distin- 
guish all Grant products. The installed cost of 


to 1%”)—track design prevents jumping. Write 
for detailed specification sheet. 


thenew Grant 300 
Drawer Siide 


The low installed cost of the 300 slide is within practical range of com 
petitive builders and designers of moderate-cost apartment, commercial 
and institutional construction. Nylon rollers—smooth, quiet, durable 


Only 2” space required at sides of drawer. Simple stop 





Full data, suggested applications in specification book——ask for a copy 


e + outstanding single source for 
r SLIDING HARDWARE 
the Grant Pulley and Hardware Corporation 


31-59 Whitestone Parkway, Flushing 54, N.Y. 
944 Long Beach Avenue, Los Angeles 21, Calif 


The Grant catalog 
contains :08 pages of 
full data on aliding 

hardware needed in 
building conatruction. 
Write for your free copy. 


Gront manufectures a full line of Sliding Door Hardware * Drawer Slides * Drapery Hordwore * Sheoves and Track * Accessory Hordwore * and the new Grant Folding Door 
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why stock 


12 to 20 oil stains 
when F IRZITE will serve for all 







a fact: instead of a large 


inventory of 12 to 20 prepared stains, 
you can supply almost any color stain desired 
on all woods, hard or soft, plywood or solid 
lumber, merely from your stock of Firzite® 
plus colors-in-oil. Imagine the difference in in- 
ventory, turnover, shelf room AND PROFIT! 


For dark shades, such as walnut, mahogany, 
oak and other dark colors, add colors-in-oil 





to Clear Firzite. 
.-.- and for a beautiful natural finish 


Jor light greys : astel shades, add s- 
For light greys and pastel shades, add colors releases coemtey <meta 


in-oil to White Firzite. (And for woodsy blond, 
pickled or wiped effect, White Firzite is simply 
great. ) 


Satinlac® accents and preserves the full natural grain 
and color of any wood, hard or soft, solid lumber or 
plywood. No undercoat required. No built-up look. 
Easy to brush or spray. Dries out of dust in 30 min- 


For the finish coats on stained effects utes; ready for next coat in 3 or 4 hours. 


obtained with Firzite, use Satinlac. 






Pints, quarts, 1 
and 5 gal. cans. 






=—— w= Oo @ 8 8 6 86088686 ee 6 8S 
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Nationally Advertised! 


Re-order now! 


UNITED STATES PLYWOOD CORPORATION 
Dept. AL 8-65, 55 West 44th Street, New York 36, N.Y. 
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Stock this steady profit line-up in 


ae 


GUTTERS that cost little, look beautiful, 
never rust, go up easily without soldering. Ogee 
embossed in 4”, 5”, 6” sizes; half-round in 5” and 
6” sizes. Light to handle for your take-home trade. 


FLASHING that works easy, looks good, 
can’t rust and costs less than any other rustproof 
material. .019” thickness. In 50” rolls, 14”, 20” and 
28” wide...in this handy, roll-out display carton. 


NAILS: that cannot rust or stain, need no 
deep-setting or puttying. Wide range of types and 
sizes each boxed in its own fully labelled display 
carton...silent salesmen on your counter. 


ROOFING AND SIDING 
48” wide Corrugated plain and embossed ~.019” 
thickness in 1%” and 2%" pitch—.024” in 22” pitch. 
Also 26” wide Corrugated and 5-V Crimp. 


See your supplier. Write for literature. Reynolds Metals 
Company, 2002 South Ninth Street, Louisville 1, Kentucky 
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...and the New Builder's Type 


REYNOLDS ALUMINUM REFLECTIVE INSULATION 
New lighter grade developed especially for pro- 
fessional use...aluminum foil bonded to 40 Ib. 


kraft paper. Foil one side and two sides, in 
rolls of 250 and 500 sq. ft., 25” and 36” wide. 








REYNOLDS 38 ALUMINUM 


BUILDING PRODUCTS 


See “FRONTIER,” Reynolds great dramatic series, Sundays, NBC-TV Network. 
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Dollar Bay 
Big Bay 
Connorville 


Marquette 


Bessemer Mass 
Ironwood 
Marenisco 


Sault Ste. Marie 
Newberry 
Phelps 


Iron Mountain 


Park Falls Wells 


Laona 


White Lobe. °F SMe 


Oconto 


Lumber Map 


FINE 
NORTHERN 
HARDWOODS 


Wausau 
Marshfield 


Neenah 


Milwaukee 


Grand Rapids 


FLOORING 
} 9 
Mere” 


Northern Woods have been recognized for high quality and dependable performance for 

over half a century. Today the mills of the Northern region are better ever 

to serve you with well-manufactured, accurately graded lumber and lumber products of 

oreo quality hardwoods. Consult the firms on this page for your requirements in Northern 
oods. 


“Copeland Lumber Co, . . «5 « + + + « Ghleago, IM, 


Mille—Marquette and Newberry, Michigan 
Sales Office —- CHICAGO — 228 N. La Salle &. 
Hardwoods. 

Pianing Mills and Dry Kilns. 


°F), W. Wells Lumber Co. re eee Menominee, Mich, 
Herd Maple and Oak Ficering. Strip. Herringbone, Biock patterns. 


Custem kiln drying. Upper gredes Hard Maple and Birch lumber, 





tMember Maple Flooring Mfrs. Assn. 
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*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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It's Bing Crosby... Zonolite...and you...teamed 

up to deliver you the biggest profit season in 

insulation history! Here's America’s favorite 

family man...telling 135 million Americans to 

BING CROSBY insulate...and to do it with ZONOLITE brand 
vermiculite! 14 top magazines for homeowners! 
“HIGH SOCIETY" 26 big ads! Your target is the ONE BILLION, 
In VistaVision TWO HUNDRED THOUSAND DOLLAR 

Color by Technicolor SALES POTENTIAL FOR HOME INSULA.- 
TION this fall and winter. Tie-in! Write today. 


— Tie-la— siren 


co-starring in M-G-M's 


with these FREE sales aids with the season’s hottest “7 < 


@ Campaign Bing-O newspaper mats featur- D 0 ae H T-¥O U ® S L L F Y Ae . . 
ing you, Crosby and Zonolite i INSULATION CAMPAIGN NI 
. 





, 


@ Campaign Bing-O counter cards. Get 


‘em up and keep ‘em up t : 8 
@ Campaign Bing-O window streamers aE ewh it | Oh me omen i se zoey.) (aeney OA 
a magnetic traffic-stopping device. 3 4  f- 
é) > 
@ Campaign Bing-O radio commercials > " hal ZONOLITE COMPANY, DEPT. AL 86 
Crosby talking in person on record Mpa” | 135 So. LaSalle Street, Chicago 3, Illinois 
for your store. Send me the Campaign Bing-O sales kit free. I'm tying in with this 


@ Campaign Bing-O billboards and publicity big national campeign Jocally 
releases. Cover all bases! Make this your 
BIG YEAR NAME 


@ Campaign Bing-O floor displa Bing 
Crosby life size singing the praises of your FIRM NAME 


' 
Zonolite product ADDRESS 
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Dutch Boy 
Diamond White Enamel 
keeps the kitchen bewitchin’ 


. 
~ © 


TEI 


“s 


was * 


oe 
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OND wuiTe ENAY 
Gum 


That's why this famous, 
non-yellowing interior white 


makes friends and repeat sales 


Diamond White Enamel 
doesn't turn yellow 
That’s what makes the big differ- 
ence to paint buyers: in satisfac- 
tion. That’s also what makes the 
big difference to paint dealers: in 
high-profit volume. 

That and other important cus- 


MOST HIGH GLOSS interior 
whites look white going on. 

But porcelain-like “Dutch Boy” 
Diamond White Enamel goes one 
better. 





It not only looks sparkling white 
off the brush. It also keeps its dis- 
tinctive ‘“‘Dutch Boy” blue-white 
color, its brilliant, tile-like “Dutch 
Boy” gloss. 


August 6 


tomer benefits like these... 
“Dutch Boy” Diamond White is 
easy to apply. It brushes freely, 
levels out evenly. 
Diamond White is high-hiding. It 
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High-Profit “Dutch Boy” Diamond White Enamel is the ideal high gloss 
finish for kitchens, bathrooms, all interior walls and woodwork. 


dries rapidly to a hard, tough, uni- 
form finish. 

Diamond White is always easy to 
clean. And repeated washings don’t 
perceptibly change its gloss, color, 
or durability. 

To dealers everywhere: 
High-profit Diamond White Ename! 
is only one of many “strings” to 
the ‘‘Dutch Boy” dealer’s big 
money-making “bow.” That’s why 
a “Dutch Boy” franchise is such a 
sure-fire profit-maker. 
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Made by the makers of “Dutch Boy” Paints 
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th 
Me 
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NATIONAL LEAD COMPANY 


General Offices: 111 Broadway, New York 6, N.Y 
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EDITORIAL 





Trends in Salesmen’s Compensation 


THIS issue we present a detailed re 
port on salesman’s compensation conducted 
by the American Lumberman this summer. 
See page 52 for complete details. Because 
an identical survey was made just three 
years ago, we are now able to sharply iden- 
tify certain trends in personnel administra- 
tion in this industry. 


One strong trend is the use of incentives 
in selling. In 1953 one dealer in six reported 
that he was operating salesmen on a salary 
and/or drawing account against a commis 
sion arrangement, Now this percentage has 
risen to 46%, or better than one out ot 
tnree, Another trend is to have a separate 
outside sales force, which works inside only 
during peak hours of store traffic. 


There is no marked increase in the num- 
ber ot contractor-salesmen employed by the 
average dealer, but the number of consumer, 
and combination consumer-contractor, sales- 
men has increased significantly. About 
33% of the dealers report that they are 
adding new salesmen to their organization 
this year as opposed to just 20% in 1953. 
in 1955 practically none of the dealers re- 
ported using contests and prizes to spur 
sales efforts. But enough were doing it this 
year to indicate a trend. 


More owner-managers and top executives 
are reserving the large volume contractor 
and industrial accounts for their personal 
handling, rather than assigning them to 
salesmen. As many as one dealer in five in 
1953 was penalizing his salesmen’s earnings 
for uncollectible accounts sold by the sales- 
man. This has dwindled to a very few in 
1956. Most dealers apparently have decided 
that it is a mistake to make salesmen re- 
sponsible for credits and collections. 


M ORE dealers report that they negoti 
ate lowered commissions with salesmen on 
“special” and competitively priced “deals.” 
At the same time the number of dealers who 
report “we do not cut prices” has grown 
from 17% to 25% of those responding. A 
considerable increase is evident in the num- 
ber of dealers who require only sales work 
from their salesmen. There seems to be a 
trend toward keeping salesmen outside the 
office calling on customers rather than hav- 
ing them doing office work which has noth- 
ing to do with selling. 


F RINGE benefits, bonuses and profit shar- 
ing are more than a trend it is an epi- 
demic! Bonuses and profit-sharing plans 
have not as yet jelled into a pattern — the 
procedures vary widely. A special article 
will be devoted to this part of the report at 
a later date. More than half the number of 
dealers who reported company-owned cars 
for their salesmen in 1953, now either lease 
cars for salesmen or require salesmen to 
own their own cars. 


The problem of how to handle the situa- 
tion where two salesmen on commission 
claim credit for the same sale, which in 1953 
represented a real hurdle to management 
in getting drawing-account-against-commis- 
sion plans established, has apparently been 
resolved in most cases by arbitration, or 
inducing the men to settle the matter be- 
tween themselves. A slight trend is indi- 
cated toward assigning exclusive territories 
to salesmen in residential and farming areas 

thus avoiding cross-hauling and confu- 
sion. There is also a noticeable trend in 
rotating sales people inside and outside of 
the store -— keeping them in for peak load 
hours, and sending them outside for crea- 
tive sales work in the hours of slow store 
sales. 


A MOST significant point developed was 
that 50% of the dealers in 1953 were dis- 
satisfied with their compensation plan. To- 
day the figure is one in three. A trend is 
evident toward pinning down to one indi- 
vidual the responsibility for sales manage- 
ment. (Where of necessity this is the gen- 
eral manager, he carries both titles). The 
number of companies who have a man using 
this title is one in three as compared with 
one in five three years ago. About 5% of 
the dealers reported compulsory retirement 
at 65. Today the number of dealers having 
such requirements has grown to 10% of 
those reporting. 


It is apparent that in the evolution of the 
modern retail lumber and building products 
establishment, management practices in the 
manpower area are more uniform today 
than they were three years ago. We invite 
comment on this research. 
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EVANS PRODUCTS COMPANY 
DEPT. S-8, PLYMOUTH, MICHIGAN 
PLANTS AT: Coos Bay, Gold Beach and Roseburg, Ore.; 
Vancouver, B.C. EVANS SALES OFFICES: Plymouth, Mich.; 
New York, N.Y.; Chicago, Ill.; Tampa, Fla.; Coos Boy, Ore. 


EVANS PRODUCTS COMPANY also pro- 
duces: Evanite hardboard; Evanite battery 


Hell hefp you... 


.. tie in with architects and builders 


.- profit from industrial 
construction programs 


.- sell to the home remodeling market 

.. meet the growing “do-it-yourself” demands 
.. cash in on new housing opportunities 

.. supply the profitable boat-building field 
Your independent plywood jobber can help you 

with all this and more. He’s equipped with a wealth 


of sales aids, plans, ideas, and experience. Deal with 
him today. Let him help you boost your sales! 


DFPA grade-marked 


for uniform quality 


separators; railroad loadin uipment; 
le and bus heaters at wands : EVANEER fl Evons is on associate member of the National Plywood Distributors Association 
R PLYWOOD EVANEER 1S A TRADEMARK OF THE EVANS PRODUCTS COMPANY 


systems; bicycles and velocipedes. 
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Special Report 





How Dealers Compensate Their Salesmen 


Returns from American Lumberman’s coast-to-coast survey 


of 1,000 firms reveals that: 


50% pay a salary and bonus 


20% have outside salesmen selling consumers exclusively 


6% pay straight commission 


8% lease cars for salesmen 


30% handle certain house accounts themselves 


Read the entire article for further important details. See how 


your compensation schedule compares. 


Early this summer American Lumberman sent 
questionnaires to 1,500 lumber dealers covering 


the union and Canada. Since dealers in every vol- 
ume category are represented, each reader should 
find figures with which he can logically compare his 
own practices. Where the figures are significant, 
the results of our 1953 survey on the same subject 


will be compared to the latest findings. This is the 


first of two articles on the subject. 


A 
ey / 


How Sales People Are Compensated 


One significant compensation policy quickly devel- 
oped in the returns. Individual dealers use more than 
one method of compensaitng their sales people, depend- 
ing on the type of selling they do. 


For example: 

a. 1 / 

2 0 50% of dealers report they pay 
wc ° 
jae some of their sales people a 


« 
i) f straight salary 
a 50% of them pay a salary and 


bonus 


y 
\y 
d 


36% of them pay a salary and/or 
drawing account and commis- 
sion 


6% have some sales people on 
straight commission 


40% reported more than one com- 
pensation plan for inside and 
outside sales people. 
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There is a marked increase over three years ago in 
the use by dealers of a commission schedule as a basis 
of compensation, even though the salesman has a salary 
or drawing account against which commissions are 
credited. 


These commission schedules vary from as little as 
1% on direct carload sales to as high as 15% on home 
improvement package sales of labor and material. 
These composite commission schedules look like this: 


For carloads shipped direct or 
delivered from siding.... 1 to 


For contractor sales from 
stock at contractor prices. 2 to 


For contractor sales at con- 
cessions from list prices.. 1 to 


For consumer sales (mate- 
rials only) at consumer 
prices 


For complete house packages 
and large remodeling jobs { 


For complete home improve- 
ment packages, garages, 
10 to 15 


Where the salary and commission or drawing account 
and commission were used as a basis of compensation, 
the weekly draw of the salesmen ranged from $50 to 
$100 with the greatest number in the $75 to $85 
bracket. 


Several dealers commented that any commissions 
that ran over 5% of the straight material sales on a 
job were added to the selling price of the job. (This 
would assure that the direct cost of selling would never 
exceed 5% of material sales.) 


A few dealers commented that where they sold end- 
use packages to consumers and the selling price 
included both labor and materials, they used the fore 
going compensation procedure cn such jobs: 


The jobs were figured at contractor material prices 
plus net cost of labor and supervision. A (25%) profit 
was added to this figure and the profit was split 40% 
to the salesman and 60% to the company. 


Types of Salesmen 


Some 80% of the reporting dealers have “inside” 
sales persons, who do not customarily do “outside” 
selling; 15% of the dealers have “outside” salesmen 
selling contractors only. (Almost invariably these are 
large city operators.) ; 20% of dealers have “outside” 
salesmen selling consumers only; 60% of dealers have 
“outside” salesmen who sell both contractors and con- 
sumers. Comments indicated that these salesmen often 
fill in as store sales people during the busiest hours in 
the week. 

About 10% of the readers reported they assign ex- 
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clusive territories to salesmen; 90% do not; 15% of 
the dealers assign an exclusive list of customers to 
their salesmen. 


How Commissions Are Paid 


The predominant practice is to credit commissions 
when the order is accepted and the credit approved. 
Commissions become payable customarily at the time 
delivery is started and are usually paid at the first 
regular payday thereafter. Less than 5% of dealers 
pay commissions on only that part of the job which 
has been delivered in a current month. Some 10% of 
dealers report they pay commissions only after the job 
is completed and the account collected. 


Salesmen Penalized 


Only 6°% of the dealers report that they penalize 
salesmen on uncollectible accounts they have sold; 94% 
do not 


Some 25% of the dealers penalize salesmen for cut 
price business. (The customary penalty is to reduce 
the commission rate.) Here are some dealer comments 
on this point: Manager must okay every price conces- 
sion. We do not cut prices (25% of dealers). When 
discussing price concessions we negotiate commission 
rate with salesmen. Reduce commission in proportion 
to our lowered net profit. Any cut price business is not 
counted as part of salesman’s quota. 


Automobile Expense 


Company-owned cars are provided for their sales 
men by 36% of the companies, (This is down from 
80% three years ago). A total of 8% of the reporting 
companies lease cars for their salesmen compared with 
none in 1953. Salesmen are required to own their own 
cars by 54% of the companies; most companies com 
pensate the salesman $50-$80 per month and 5¢ to &¢ 
per mile for use of his own car. A considerable num 
ber of dealers report that they allow 8¢ per mile with 
‘s deducted from the gross amount for personal use 
of the car. It should be noted that in almost every case 
both compensation and expense allowances reflected 
the lower living costs in the smaller towns and rural 
communities 


Other Salesmen's Expenses 


A total of 65% of dealers pay their salesmen out of 
pocket expenses (exactly the same figure as 1953) and 
15% do not. The other 20% give qualified answers 
such as “within reason,” “when justified,” “must ap 


prove,” “watched closely,” etc 


Other Work Than Selling 


Fewer dealers (70%) 
require other than sell- ’ 
ing work of salesmen 
than in 1953 (85%). 
Some 70% of the dealers & 
require other work of @ 
their salesmen than sell- 
ing. These jobs include (& 
collections, housekeep- 
ing, stockkeeping, draft- 
ing, office work, buying, 
pricing, construction su- 
pervision, billing, tele- 
phone relief, displays, 
yard and warehouse 
work and taking inven 
tory. 


, 


(continued on next page) 
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House Accounts 


Certain accounts are handled exclusively by manage- 
ment in the case of 30% of the dealers, up 23% from 
1953. Salesmen get no credit on these accounts, which 
are generally large volume contractors and industrial 


buyers. 


Contested Sales 


One-third of the dealers are still unsatisfied with 
their compensation plan and would make changes if 
they could be sure of better results. Some 30% of the 
dealers are now planning changes in their compensa- 
tion plans and most of them will talk over these changes 
with their salesmen before making them. 

Less than 5% of the dealers have physical examina- 


tions for their employes, but 10% of the reporting 
dealers now have compulsory retirement plans at age 
65. 


One-third of the dealers reporting have a man on 
the payroll who carries the title of sales manager (20% 
in 1953). Of those answering “yes” to this question, 
75% use either salary and bonus or salary and profit 
sharing as a basis of compensating their sales manage- 
ment. (25% use straight salary.) 


Added Salesmen 


Dealers planning to add salesmen to their staffs this 
year totaled 335%, up 20% from 1953. Of those who 
plan to add salesmen, 35% stated they were planning 
to add more than one! 





WHAT SALESMEN EARN AND WHAT THEY PRODUCE 


Outside Salesmen Selling 
Contractors Only 


Monthly Monthly % on Sales 
Earnings Sales Volume 
Lowest earnings $300 $ 6,000 6.0 
Highest earnings 900 30,000 3.0 
Average of all outside 
salesmen selling con- 
tractors only 460 14,800 3.0 
Note: This type of salesman is almost ex lusively confined to big 
ity markets and their suburbs 


Outside Salesmen Selling 
Consumers Only 


Lowest earnings 260 3,000 8.6 
Highest earnings 800 25,000 3.2 
Average of all outside 

salesmen selling con- 

sumers only : 446 8,630 5.1 
Note: Material Sales only. Commissions added for package se!! 


ing include labor. 


Outside Salesmen Selling Both 
Contractors and Consumers 


Lowest earnings 250 

Highest earnings . 600 

Average of all outside 
salesmen selling both 


contractors and con- 
sumers 404 


4,000 6.2 
25,000 2.4 
10,200 4.0 





What are the compensation rates for inside 
sales people who do not customarily sell out- 
side the store? 


These were divided by volume groups: 


Dealers 
with less 
than $250,000. Over 
$250,000 $750,000 $750,000 


annual annval annval 
volume volume volume 
Average monthly earnings. $ 322.50 $ 346 $ 340 
Average monthly sales 4,980.00 5,830 8,010 
Direct sales cost */, 6.4 5.9 4\/, 
Average monthly earnings all inside salesmen. $ 335 per month 
Average sales per month all inside salesmen 6,460 
Average %/, on sales cost of inside sales work 5.2%, 
Dealers 
with Dealers Dealers 
less with with 
than $250,000- $750,000 
$250,000 $750,000 ormore General 
volume volume volume Average 
Average delivery 
radius 26'/) miles 30 miles 38!/, miles 30!/, miles* 
High radius...100 miles [50 miles 200 miles Delivery 
Low radius 5 miles Bmiles 10 miles Radius 
*This figure uf five miles fre m 1953. 
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For yards with less than 
$250,000 annual volume 


Annual Sales Annual Sales 


per sales person per employe 
Average . .$31,500 $ 61,000 
High a the group 42,000 150,000 
Low for the group . 15,625 20,000 
For yards with $250-750,000 
volume 
Average 35,700 113,000 
High for the group 60,000 300,000 
Low for the group 18,500 35,600 
For yards with $750,000 
or more volume 
Average 37,000 167,000 
High too the group 81,000 500,000 
Low for the group 20,000 42,600 
Yards with mills 
Average 23,800 
Line yards average 29,900 90,000 
Average for all reporting 
dealers 33,800° 115,000* 
*Up about 10% from 1953. 
COMING 


In a subsequent article, we will report on dealer 
management policies and practices in the areas of 
(1) fringe benefits; (2) profit sharing, and (3) 
wages to other than sales employes. 
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“Even our ceiling shows a profit 
with our Moe Light display” 


MR. PAUL BARKER, BARKER-LUBIN COMPANY 
300 North 9th Street, Springfield, lil. 


“You can see by this photograph that we keep 
on our toes catering to the many needs of the 
people in our community. We carry a big stock, 
and every bit of space has to earn its way in 

' profits. Putting our ceiling to work was a new idea, 
but it paid-off so well that we put up a second 
Moe Light Ceiling Display and even used a 
Moe Wall Display on one of the supporting posts.” 


Pau. BARKER 


(er Deer 
| ere eee. 
M-5060 CEILING MERCHANDISER (Size 6’ x 4’) A” —s RECESSED BOX, M-6090 DISPLAY DEAL (9 x x19 
You get 21 beautiful fixtures Dealer Cost $108.95" = | Js You get 12 recessed fixtures....... Dealer Cost $108.96" 
You get this attractive Display Board.. For only 30.96 ‘ _ You get Display Geard.............. Foronly 20.96 
Total Cost to you. All fixtures and Board ‘ Total Cost te You.. All fixtures and Beard... $198.90" 
Retail value of 21 fixtures.................... 9062.76" Retail velue of 12 fixtures.....................$10208" 


FREE FIXTURES OFFSET COST OF BOARD . =" FL, Free FIxTunes OFFSET cost OF BOARD 

You got: 1 M-1202, 32/22W Polished Copper instant Start | 7) mmr) © | You got: 1 M-6520—Two-light, 20 Watt fluorescent with 

Circline and 1 M-1015, Frosted Glass Fixture - ; Aiba-Lite glass and 1 M4-5606 75 Watt with Albe- 
Retail Value, $32.10 | oS | eden. Retall Value, $33.10" 


OT ee ee ee ee ee ee ee Oe ee Oe 
Free Merchandising Sales-Helps are included. Rail ’ 
Freight PREPAID on all fixtures and Display Unit. ] THOMAS INDUSTRIES INC 


*Pri ightly Hi West. Moe Light Division, Dept. Al-6 
nthe adh raat cede ae 410 S$. Third Street, Lovieville 2, Ky 


[-] Send full information and description of Moe Light 


THOMAS INDUSTRIES INC. ~ Disploy Deals 


["] Please have a Representative call me. 
Originators of MOE Zeer Inspiration-Lighting 


OIVIiSton 











Executive Offices—410 S$. 3rd St., Louisville 2, Ky. 
@ in Canada: 140! The Queensway, Toronto 14, Onterio, Cenaede 
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W. H. MILLER, 98-year-old lumber dealer at his rolltop desk, points to a picture of a river packet, 
the main form of transportation in the Ohio Valley when his yard was established in 1886. 


Still Going Strong at 98 


Nation’s oldest active lumber dealer has headed 


same Indiana firm for 70 years. 


Old lumbermen, unlike old sol 
diers, don’t fade away, and a visit 
with W. H. Miller, who in his late 
90's qualifies as the oldest active 
lumber dealer in the nation, proves 


{ 

Miller, who is 98 this month, 
shows up daily at the office of W. H 
Miller & Sons’Lumber Co. to han 
dle some of the paper work of the 
70-year-old Madison, Ind., firm he 
founded in 1886. His son, Dean, 
now handles the details of manag 
ing the firm’s yard and planing mill 

A subscriber to American Lum 
berman for 66 years, Miller still 
thumbs through the magazine be 
fore passing it along to his son and 
his three employed in 
the yard 


grandsons 


“T read my first copy of American 
Lumberman when I was in business 
about three years and found it help 
ful in getting me started,” Miller 
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said, “and I’ve been reading it ever 
since because it’s a good source of 
ideas on lumberyard management.” 


Former riverboat man. Madi- 
son, the second oldest city in Indi- 
ana, was once the queen city of the 
Ohio river and many of the famous 
fast river packets were built there 


As an engineer on one of these 
packets, Miller visited Madison 
many times and liked the town. 


When he decided to settle down, he 
founded the W. H. Miller Lumber 
Co. in Madison in 1886. In 1906, 
he formed a partnership with his 
sons, Earl and Dean and J. C. Miller 
of Cleveland. 

When Miller went into the lumber 
business, rough pine 2x4s in 10’ to 
20’ lengths sold for $16 a thousand 
at Hannibal, Mo. Common boards 
in 10’ to 20’ lengths sold for $13.50 
a thousand for No. 1 grade. There 
were no grading rules at the time 


Auqust 6 


and there was a movement under 
way to set up national standards 
for hardwood grading. 

Lumber was air dried and piled 
manually. Studebaker in South 
Bend was the leading manufacturer 


of lumber carts and wagons. Dur 
ing the winter sleds were used 
for delivering building materials 


around town. 


Labor unrest. In 1886, there 
was unrest in the building trades 
and a demand for an eight-hour 
day instead of the traditional 12. 
Laborers’ wages of $1 a day were 
considered adequate. Mill hands 
received $1.35 to $1.75 a day and 
a good millwright could make as 
much as $4 daily. 


Homes lacked conveniences. 
Aside from ornate decorations and 
space, the homes of the 90’s had 
little else. There was no electricity 
and central heating and inside 
plumbing was unheard of 

These homes were built by fram- 
ers—a term reserved for men who 
could lay out and precut timbers 
and connections on the ground 

Through his 70 years in the lum 
ber business, the sprightly Miller 
has seen the transition of home 
building into an industry and wit 
nessed the floor of new building 
materials which have made homes 
more comfortable and easier to 


build. 
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lw BURLINGTON’S ROLLING WITH WALLBOARD 


More Gold Bond Gypsum Wallboard to meet customer’s needs 


The Gold Bond Gypsum Wallboard your 

builder customers will build with today the Gold 
Bond Gypsum Wallboard their customers will 

live with tomorrow... that's what is rolling oft 
the production lines at National Gypsum’s 

new Burlington, N. J., plant right now. 


This plant, one of the most modern in America, 

is National Gypsum’s 38th and is another planned 
step in the company’s five-year, $95,000,000 
expansion program. Burlington now supplies the 
growing Delaware Valley, U.S.A. trading area. 


This means relief for other Gold Bond plants...more 


Gypsum Wallboard for dealers and builders all 


along the line. 


Gold Bond's top quality Gypsum Wallboard 

— sold through you — built the demand that built 
the Burlington plant. This same high quality 
board will continue to be produced at this new 
plant. For the full story on how Gold Bond 
Gypsum Wallboard ties in with the building plans 
for a growing America — and how it can tie in 

with the wallboard needs of your own customers, 
write us today, National Gypsum Company, 
Buffalo 2, N. Y. 


GYPSUM WALLBOARD PRODUCTS 


BuILpING Propucts MERCHANDISER 



































Gold Bond 


NATIONAL oyrsum ‘COMPANY BUILDING PRODUCTS 
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Stop “Guesstimating” the Job! 


Only by estimating area and per- 
imeter costs can you realize your full 
profit on materials and labor. Here’s 
how it works. 


By James P,. Adams* 


In a recent visit to a lumberyard, I was about to 
explain my method of estimating building material 
costs and had made a sketch of a 24’ x 86’ floor plan 
for illustration. The manager and estimator were 
listening, when suddenly the latter picked up a pencil, 
did a little quick figuring and presented me with the 
figures. 


“There is the cost of our materials for that house, 
you don’t have to go any further!” he said. Both men 
had a very self-satisfied look on their face, presumably 
thinking that they had let me in on their own special 
way of doing it. The estimator said, “$3.50 per square 
root, that’s all there is to it.” I asked him if he used 
different prices per square foot for varying shapes, 
such as the long, narrow ranch type or a cut-up job. 


“What for?” he asked. “You work on the area so 
the shape does not make any difference!” He opened 
a stock plan book with all the square foot areas so 
conveniently figured out and designated as “Estimat- 
ing Data.” 


“Any of these one floor jobs are all right at $3.50, 
as long as there isn’t a lot of special millwork,” he 
declared. 


Estimate accurately. Because I have to be pre- 
pared with actual cost data in my business, I too, did 
a little figuring. I used actual area and perimeter 
costs and applied them to the conventional rectangu- 
lar dwelling, the long, narrow ranch type and the 
cut-up job. I think I ruined their day when they 
realized how wrong they were. They admitted they 
had never analyzed a completed job to see how it 
came out at their $3.50 per square foot, but they did 
realize that here was the answer to a good many un- 
paid balances on their books! 


This case is not an isolated one by any means. 
I find them everywhere. Because it is so dangerous 
and can turn a rightful profit into an unpaid account, 
I am offering the following explanation to help retail 


James P. Adams 





*Mr. Adams has talked on estimating before many retail lumber dealer 
audiences. He is the author of “The Adams Differential Method of Esti 
mating 
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lumber dealers get the reasonable profit to which 
they are entitled. To illustrate: Consider these two 
dwellings: 


#1 A conventional rectangular job. 


#2 A modern ranch type. 


This dwelling has an area of 
1,200 square feet and a perimeter 
of 140 linear feet. Suppose the total! 
material cost for this dwelling is 
$3,840. We divide the cost by 1,200 
and find that the material cost is 
$3.20 per square foot. 


This dwelling has an area of 
1,200 square feet and a perimeter 
of 160 linear feet. Note that the 
areas of the two dwellings are 
equal, but the perimeter of dwell- 
ing #2 has increased 20 linear feet. 

If we used the same $3.20 per 
square foot for dwelling #2, here 
is what is NOT included in our 
cost! One entire side of the dwell- 
ing, footing to top plate has been 
left off. 

Why? Because we only had 140 linear feet of per- 
imeter materials to start with and on the #2 job it is 
just enough for the front, back and one side. While 
on the area materials for floor, ceiling and roof, we 
have enough because the areas of both dwellings are 
equal. 

The perimeter materials, footing to cornice, will 
not stretch to cover the side of the ranch type left 
open, neither will the dollars ‘“guesstimated” the 
square-foot-way stretch to buy the materials for the 
open side. 

The result? More money has to be provided to buy 
the materials necessary to “close it in,” which means 
a loss to someone and traditionally, the retail build- 
ing materials dealer is the one who waits until new 
money is provided, if ever! Let’s not forget that the 
last dollars collected are your profit dollars. 

So far we have considered dwellings with equal 
areas and varying perimeters. Now, let’s take a look 
at those with equal perimeters and varying areas, and 
keep in mind that estimating on the basis of the 
square foot area is highly inaccurate and often 
dangerous. 

This #3 dwelling has an area of 
1,040 square feet and a perimeter 


~— 1 + 





of 132 linear feet. Suppose the ma- es ] 
terial cost is $3,536, we divide it wapoa ae’ 
by 1,040 and find that the material | 











cost is $3.40 per square foot. 

This #4 dwelling has an area of 
760 square feet and a perimeter of 
132 linear feet. Note that the per- 
imeter of both jobs is equal, but 
the area of #4 has decreased 280 
square feet. At the same $3.40 per 
square foot, this is @ decrease of 
$952 of material cost in comparison 
to the #8 dwelling. Using the same material prices 

(continued on page 113) 
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HERE: S THE COMEINATION that’s making 
QDEWALL NEWS... and SALES! 


The 
Johns-Manville 
COLORBESTOS SHINGLE 


with pleasing color— texture — 


applied over 
Johns-Manville 
SHINGLE BACKER 


adds deep, rich-looking 
horizontal shadows, extra 
insulation, greater strength... 








result— 


EXCITINIG 
SIDEWALL 
BEAUTY for 
NEW HOMES 
and OLD... 


Colorbestos® Shingles are fireproof, rot- 
proof, permanent as stone .. . never 
need paint to preserve them. New large 
size means fewer pieces to handle— 
saves time and money on the job by 
making installation easier, faster than 
ever before. 

For full information on J-M Color- 
bestos Shingles and the J-M Shingle 
Backer write Johns-Manville, Box 158, 
Department AL, New York, N. Y 





Johns-Manville 
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How to Build 





Low-cost revolving unit 
keeps impulse items on the 
move, says California dealer. 


Costing about $20 to build, a 
dramatic, animated display is sell 
ing many small items for the Build- 
ers Emporium, Van Nuys, Calif. 

Even difficult to display items, 
such as weatherproof floodlight 
lamps retailing at $1.85, move at 
the rate of 500 a month when mer 
chandised with the animated dis- 
play. The display has helped sell 
$2,000 worth of electric light bulbs 
a month. 

Built under the direction of Bill 
Haber, Builders Emporium uses the 
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CIRCULAR BASE, cut from 
the center of the plywood 
square, is used for the display 
base. Outer section becomes 
the verical display surface. 


PLYWOOD BASE is fastened 
to the turntable drive by Bill 
Haber, who designed the fix- 


ture. 





DISPLAY IS SET IN MOTION by Ray 
Sloan, head of the firm's electrical depart- 
ment, Light and movement dramatize light 
bulbs into impulse items. 


An Animated Display 


garden 
acces- 
other 


merchandise 
tools, kitchen 
measures and 


displays to 
seeds, hand 
sories, tape 
small items. 


Easy to Make 


The display is simple to make. 
Materials required are a two-foot- 
square piece of plywood, a drive 
motor, fasteners, some wood scraps 
and the necessary electrical sockets 
and wire. 

A circle about 18” in diameter is 
cut in the half-inch fir plywood. 
Both parts of the plywood are used 
to build the display. The center 
circle is fastened to the drive motor 
to form the base. The outer part, 
or “picture frame”, is fastened per- 


pendicular to the base. To provide 
a solid holding surface, a diagonal 
cut is made across the corner to 
be fastened to the base. Small 
blocks are used to hold this piece 
upright and rigid. 

This outer ring, used to display 
merchandise can be left natural, 
painted or decorated with colored 
paper or aluminum foil. When used 
to display light bulbs, two electrical 
supply cords are required: one to 
energize the drive motor, the other 
for the light bulbs. 


For information where the turn- 
table motors may be purchased 
write American Lumberman, 139 
N. Clark St., Chicago 2, IU. 
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Dealers everywhere report booming sales with 


NEW (ACME) puaune SLIDING 


“Better get more DOOR HARDWARE — And with Only Half 


the Usual Inventory! 


Ask your jobber or Acme salesman for full 
DUAT INE particulars on this outstanding success story. 
7 ACME DUALINE k 
~ Featuring Interchange 
just sold able Hangers for %” and 1%” doors — Fits 


TWO different door thicknesses with Just 


” 
another order! ONE Size Set — Cuts inventory needs in 
half* 


LOW HEADROOM — Only 14” required be- 


tween door and header. 


SOLID ALUMINUM JUMP-PROOF TRACK 
~ High strength extruded aluminum pro- 
vides smooth, straight, rustproof surface for 
extra quiet, fingertip operation. 


I mlell,|emelele)-, ‘” EASY INSTALLATION — Doors lift in or out 


of track without removing hangers. 
HARDWARE 


NYLON WHEELS — Permanentiy lubricated 


for quiet, efficient, life-time service. 


SIDE MOUNT HANGERS are adjustable; 


made of zinc lusteron plated steel. 


Ni alas | ei’ =] NO. 110 ADJUSTABLE NYLON FLOOR 
GUIDE — included with each packaged set, 


FREE! Get your self-service 
display stand now! Ask 
your jobber or Acme 
salesman for details 


Acme DUALINE By-Passing Door Hardware Maximum Door Weight 60 Ibs 


Get full details from your jobber. Ask him about Sales Displays, or write... 


ro. ACME APPLIANCE MANUFACTURING CO. 


@® 35 SOUTH RAYMOND AVE. © PASADENA 1, CALIF. @ 1956 Acme Appliance Manufacturing Co 
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@: 
pS 
Fine timber, modern equipment, 
and ‘know how’ combine to make 


Ellingson Lumber 100% depend- 
able. 


Tell us your needs. 


ELLINGSON 


LUMBER COMPANY 


Klamath Falls, 
Oregon 
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MEW LAYOUT includes 57x43’ display area; 21'x43' office area and 21'x43' space for rear 


shop. Store has half basement. Note parking facilities. 





LUMBER STORAGE area with 160'x66' clear-span warehouse in the background, This is one 
of company’s 34 retail outlets in New England area. 


Grand Opening Sales Total $5,000 


**Sell all the time’”’ is the unwritten motto of this New 


England firm. 


Visitors bought $5,000 worth of 
pickup items during the three-day 
grand opening of the new Dia- 
mond Match Co. store in Glenbrook, 
Conn., a few weeks ago. 


Sales rung up over the three- 
day span paid the entire cost of 
the promotion, says manager E. P. 
Woodman. The 15 manufacturers’ 
representatives, who manned dis- 
play booths, actually sold most of 
the items, giving the company’s 
20 employes time to show the 2,000 
visitors around the new layout. 


The new showroom, warehouse 
and yard is located across from a 
busy commuter railway station. 
The air-conditioned building (43’ 
x101') cost about $70,000. 


August 6, 


The Diamond Match Co. op- 
erates 34 retail yards, two whole- 
sale yards and several manufac 
turing plants in New England. 
Officers are Robert G. Fairburn, 
president; A. D. Hall, vice-presi- 
dent; A. G. Hanson, general man 
ager, New England division; J. A. 
Nadeau, Connecticut district man- 
ager; Paul L. Doldt, sales promo 
tion and advertising manager; 
R. J. Gibbons, sales and merchan- 
dising manager, New England di- 
vision; F. H. Hall, assistant mer- 
chandising manager. 

Besides Weodman, the Glen- 
brook yard executives are J. D. 
Casale, assistant manager and 
Graham Smith, in charge of retail 
sales. 
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Why it’s the finest hammer ever made 
HERE'S WHY: 


@ TEMPERED RIM MINIMIZES CHIPPING 


STEELMASTER 


(ren; 
HOTANLEY) 





An exclusive Stanley feature! Rim of 
striking face is induction tempered to 
minimize chipping. 

@ LOCKED-ON HEAD 
The head is permanently locked to the _ 





handle; it will never come loose. 


@ CHROME ALLOY HANDLE 
Special chrome alloy steel handle will 





not break! It flexes a little, it absorbs 
vibration, but it will not break. Chrome 
plating prevents rust. 

@ CONTOURED GRIP 
Good-to-the-hand neoprene forms a 
non-slip, cushioned grip. It Won't MAP eeceeeee,, 
either, so the butt end can be used to tap 
work into place. 


AND it’s made by STANLEY — The Too! Box of the World 
——— 





Why it’s a good deal for you 


HERE’S WHY: 
Stanley STEELMASTER is available now in these 5 models 


WITH CURVED CLAW 
ST 1 20 oz. $4.95 List 
ST1% 1602. 4.69 List 
ST 2 13 0z. 4.69 List 


ST IA 


THIS IS YOUR GOOD DEAL — Order Unit 
ST6 which consists of 4 No.ST 1-1/2, | 
No.ST 2 and | No.St 1-1/2A and the mer- 
chandiser shown here is shipped with your 
order absolutely FREE! Your cost — 
$18.67, and the hammers retail $28.14. 


ST 1"“%XA 16 o72. 


WITH RIPPING CLAW 
20 oz. $4.95 List 


4.69 List 


\\ at 
AND for a limited time as a special 
introductory offer you can give every 
Stanley STEELMASTER customer one of 
the handy leather hammer holsters 
which will be supplied free with each 
STEELMASTER you order, 





Why your customers will ask for it 


HERE'S WHY: 
magazines that your customers read. Like these — 


SAT EVE POST 
POPULAR SCIENCE 
POPULAR MECHANICS 
MECHANIX ILLUS 
HOMECRAFT 
HOMECRAFTSMAN 


every ad talks about. 


BuImLpInGc Propucts MERCHANDISER 


Stanley STEELMASTER is being nation- 
ally and dramatically advertised as ‘the 
finest hammer ever made”’ in consumer 


AND because the free hammer 
holster is a popular extra that 


The Stanley STEELMASTER is the 
finest hammer ever made. You have 
all the “whys”. Be wise and stock up 
early. See your wholesaler now. For 
mats, stuffers, other dealer helps, full 
details, etc., write Stanley Tools, 12% 
Elm St., New Britain, Conn. 


STANLEY 


The Tool Box of the World 
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How to Establish a Sound Credit Policy 


Pointers from an expert, who tells you what to 


do and what not to do to build program that works. 


Richard Sanzo 
In modern business, credit is an nals of poor management. Here 
important sales tool. Without it, are the pitfalls: 
you can’t do business. The more 1. Inability to keep expenses, 
credit you grant, the larger your —inejuding officers’ salaries in line 
sales volume. But there are limi with prevailing material costs, 


By RICHARD SANZO tations which call for sound man profit margins and prices. 
agement principles. Before dis . Regained : af 
Dun & Bradstreet, Inc. cussing good management prin- 2. Unwillingness or inability to 


New York City ciples, let’s look at the danger sig- retain a percentage of earnings 
for future growth and contin- 


gencies. 


3. Maintenance of inventories 
Failures Among out of proportion to sales and 
he All U.S; Beotmooeee working capital. 
We. of eras jenotrwcts " Liab 4. Making excessive invest- 
Unite Constructed 50-198 500 ments in fixed assets like real 
niet ame ae ig : estate, machinery, buildings, fur- 
niture and fixtures. 


: ore ny ae 5. Incurring top-heavy debts, 

seis eal 19,779 (198 which interfere with clear busi- 
General Building Comore ness judgment and often lead to 
Biner Contractor’ s 7,47) am : missed discounts. 


the 
etruc 
. 


6. Granting large amounts of 
credit to questionable risks. 


7. Extension of heavy loans to 
officers or making excessive in- 
vestments and loans to related 
companies or businesses. 


Failures increasing. Unsound 
credit management has led to an 
increasing number of business 


eneral Buildin 


(continued on page 66) 
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ALBERTA 
FOREST 
PRODUCTS 
ASSN 


The Ideal Lumber for Homes 


WESTERN WHITE SPRUCE—‘s the modern 
choice for homes of distinctive beauty ... built for 
family comfort and convenience. Check these reasons 
why builders all across the country are specifying 
WESTERN WHITE SPRUCE for all their construction 


needs. 


VERSATILE— Ideal for ALL building uses including 
sheathing, siding, studding, joists, flooring, rafters and 
cupboards. Available in 5 popular grades. 


DURABLE—tTime and the elements have little effect 
on homes built with WESTERN WHITE SPRUCE. This 
assures exceptional satisiaction and many years of 
enduring beauty. 






PRODUCTS 


Association 


CANADA PERMANENT BUILDING 
10126 - 100 ST., EDMONTON, ALBERTA, CANADA 


BuILDING Propucts MERCHANDISER 





ALBERTA FOREST 


TAKES FINISHES BEAUTIFULLY— Smooth, 
even-textured surface takes paints, enamels, varnishes— 
all finishes beautifully. And they last for years, reducing 


maintenance costs, 


EASY TO HANDLE— Light in weight, yet strong 
as steel ... a pleasure to work with. Easy to saw and 
to nail—clean, dry, free from resin. Makes building 


faster, simpler. 


ATTRACTIVE— White, bright and of uniform color, 


provides a pleasing appearance for every purpose. 


WESTERN WHITE SPRUCE— may be ordered 
in straight or mixed cars. Supplies available for fast 
delivery to the United States. 


SHOWING THE USES OF 


Name 


Address —.___ 


PLEASE SEND ME FREE BOOKLET 


WESTERN WHITE SPRUCE 















Circle No. 36 on Coupon, page 130. 
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SOUND CREDIT POLICY 


(begins on page 65) 





failures. In 1952, there were 7,611 
failures; in 1953, there were 8,- 
862. In 1954, there were 11,086 
and 1955 showed a slight decrease 
with 10,969. 

Why should there be almost as 
many failures in 1955 as in the 
1954 recession? And why were 
failures almost 14% higher than 
in 19537 Basically these can be 
laid to two factors: price cycles 
and competition. 

When prices rise, marginal 
business concerns reap unantici- 


Guideposts to a Good 
Credit Policy 


Before formulating a credit 
policy, the retail building ma- 
terials dealer must consider 
these points: 


—How much credit can | af- 
ford to risk with any one 
customer in relation to 
capital and volume of 
ness? 


—Whaet classes of customers 
do | want to go after? 


pated profits which cushion poor 
management practices and en 
courage their continuance. When 
prices sag, marginal concerns take 
unexpected losses and reduced 
profit margins. 


Rough competition. Another 
cause of business failures is stiff 
competition. As industries ex- 
panded during the postwar pe- 
riod, they created pressures for 
more markets. Under these condi- 
tions, the customer is king and 
exerts pressure for lower prices. 
On the other hand, business costs 

~wages, pensions and other 
fringe benefits —- increased every 
year and put the squeeze on in- 
efficient business. 


Competition also increased as 
new dealers set up a business. In 
the process of getting a foothold 
these dealers were willing to take 
a small profit to get started. 


For example, a man in his 
thirties opened a yard in the 
northeastern section of the coun- 
try in 1952. In the first six months 
sales were over $250,000. In 1954, 
his yard grossed $11, million. 

His most recent operating figure 
showed a subnormal 17% gross 
profit and a net of a little over 

%. His present capital is below 
$100,000. This means to get sales 
volume he has to turn his stock 
over 16 times a year. 

To do this with his current as- 
sets of $400,000 and current debts 
of $340,000, he has to secure fi- 
nancing against accounts receiv- 
able. Such financing costs are 
high. 

This type financing may have a 
promising future, but the obvious 
undercutting of gross profit mar- 
gins to make sales doesn’t reflect 
sound business management. 


The new competition is tough, 
but vulnerable. The November, 
1955 business statistics show that 
61% of the businesses that failed 
that month had opened during the 
past five years. 


Competition will be tougher in 
the construction industry this 
year. A recent survey showed that 
while 52% of the building contrac- 
tors expected to do more business 
and 70% expected to pay more for 
materials and labor, only 20% felt 
they will have to bid at higher 
prices. 

For better or worse, competi- 
tion is here to stay and it’s getting 
rougher. New competition has 
created problems, but it also has 
brought new vigor and ideas into 
business. Best of all, it makes the 
old timers figure out new ways to 


meet competition. Take a look at 
what it’s done for the lumberyard. 
A few years ago the lumberyard 
was just that—a yard stacked 
with lumber. 

Today the yard includes an at- 
tractive suburban building mate 
rials store. Bookkeeping and in- 
voicing records systems are on a 
par with any other retail business. 

On the darker side. competition 
is taking its toll. Reports from 
many yards having trouble meet- 
ing their bills frequently indicate 
an underlying difficulty of slow 
collections. 

This isn’t surprising. Various 
studies by retail lumbermen’s as- 
sociations showed an increase in 
average days accounts receivable 
outstanding during the past three 
years. 


Credit is vital. There's nothing 
alarming about the present credi 
picture. What should be empha 
sized is that credit as a business 
problem calls for better manage- 
ment, judgment and control rather 
than widespread restrictions. Let’s 
consider some of the general prin- 
ciples and approaches to the 
credit situation: 


1. Credit always involves risk. 
Prepare for it. Credit losses have 
been so small in the building 
trades that some dealers have lost 
sight of the fact there can be risks 
and losses involved. 


A New York building materials 
firm recently had two losses total- 
ing $17,000 within one month and 
the officials were quite perplexed 
about it. One of the losses was 
caused by a New Jersey builder, 
who had been erecting homes for 
15 years. He hadn't furnished a 
financial statement recently and 
outwardly he looked in good finan- 
cial shape. The other loss was 
caused by a general contractor, 
who did several million dollars’ 
business annually. He took some 
heavy losses on a factory job and 
went broke. 


This can happen in any business 
enterprise. Risk is inevitable, but 
let’s distinguish between a blind 
risk and a calculated one. A blind 
risk is one taken without a study 
of the hazards and proper offset- 
ting precautions. This is pure 
gambling and some yards do just 
that. They go all out to get vol- 
ume business and learn it’s a short 
cut to insolvency. 


The alternative is the calculated 
risk. This step is taken only after 
studying all possible hazards. To 
figure these hazards requires facts 
and judgment in evaluating them 
—how much capital to venture, 
how long can you wait for the 
money and what safeguards and 
precautions to set up in advance. 

Some losses are inevitable and 


(Continued on page 70) 
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all the cost... 


she saves 
half the time... 
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Ualionals adding machine... 


Live keyboard* with keytouch adjustable to each operator! 





Saves up to 50% hand motion—and 
effort! Never before have so many time- 
and-effort-saving features been placed 
onan adding machine. 

Every key operates the motor! So you 
can now forget the motor bar! No more 
back-and-forth hand motion from keys 
to motor bar. Think of the time and 
effort this saves. 

Keyboard is instantly adjustable to 
each operator’s touch! No wonder oper- 
ators are so enthusiastic about it. They 
do their work faster—with up to 50% 


less effort. New operating advantages, 
quietness, beauty. 

“Live Keysoarp”’ with Adjustable 
Key-touch plus 8 other time-saving 
features combined only on the National 
Adding Machine: Automatic Clear 
Signal . . . Subtractions in red... 
Automatic Credit Balance in red. . . 
Automatic space-up of tape when total 
prints . . . Large Answer Dials . 
Easy-touch Key Action . . . Full-Visible 
Keyboard with Automatic Ciphers . . . 
Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, varron 9,010 
989 OFFICES IN 94 COUNTRIES 


Burtp1Inc Propucts MERCHANDISER 
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A National Adding Machine pays 
for itself with the time-and-effort 
it saves, then continues savings as 
yearly profit. One hour a day saved 
with this new National will, in the 
average office, repay 100% a year 
on the investment. See a demon 
stration, today, on your own work. 
Call the nearest National branch 


office or National dealer. 


*TRAOE MARK NEO. U6. PAT. OFF. 
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St, fe You can’t see the Lif-T-Lox balance until you lift 
rn out an R.O.W sash. But you certainly can feel it 
with ms. take the work out of raising and lowering windows. 


Gi iF © LOX. Yet, Lif-T-Lox does not interfere with immediate 
\ wineow sacance removal or with the pressure-tight weather seal. 
It works independently and automatically. 


R-O-W and Lif-T-Loa are the registered 
trade-marks of the R-O-W Bales Company 


R-O-+W SALES COMPANY - 1371 ACADEMY + FERNDALE 20, MICHIGAN 
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OF SUPPORT- 





Even before the Lif-T-Lox improvement, R.O.W 
removable wood windows were the world’s favorite. 


The modern convenience of removable sash elimi- 
nates more than half the work of washing or paint- 
ing windows. That’s why millions of American 
women insist on homes with R.O.W windows. 


R-O-W SALES COMPANY - 1371 ACADEMY + FERNDALE 20, MICHIGAN 
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SOUND CREDIT POLICY 
(hegins on page 64) 





can’t be avoided. But risks can be 
minimized with care and common 
sense. 

2. Formulate a firm, sensible 
credit policy tailored to your busi- 
ness. The lack of a carefully con- 
sidered policy is one of the major 
weaknesses of too many firms. 
There’s nothing complicated about 
forming a policy. First decide the 
type customers you're going after, 
how much credit you can afford to 
extend and who in your organiza- 
tion will keep on top of the prob- 
lems as they develop. Then set up 
a formula to decide who will get 
credit through a system of facts 
on hand in credit files. 

3. Investigate before trouble 
starts, not after it happens. You 
should keep an accurate credit 
account of your important cus 
tomers. 

The foundation of this file is a 
good credit report supplemented 
by occasional checks with other 
suppliers and a check on develop- 
ments since the report was issued. 

If the account is important 
enough, there should be periodical 
checks with the customer’s bank- 


er. If there is any doubt about 
extending credit a frank discus 
sion with the account may clear 
up doubts and help you make a 
decision. 

The point is there are plenty of 
warnings for the businessman 
in enough time to protect his in- 
terest. There are times when the 
best way to get an understanding 
of a customer’s problem is to ask 
him for a financial statement, 
especially if this statement isn’t 
available in his credit file. 

There seems to be a latent fear 
among some building materials 
dealers about asking their cus 
tomers for figures. When these 
same customers go to a bank, they 
are asked for a financial statement 
before they are granted unsecured 
credit. If the banker has to be 
fussy about protecting other peo 
ple’s money, why shouldn’t the 
lumber dealer be careful about 
protecting his own? 

Granting credit is a matter of 
confidence and judgment, both 
based on understanding. Investi 
gate and get the facts to help you 
understand the situation. This 
leads to the final step in the ap 
proach to credit. 

4. Be sure your staff is trained 
to do the job. In your business, 
probably the administration of 





credit may not be a full-time job, 
but it’s definitely a management 
responsibility. There are two ways 
of handling credit administration: 
delegate the authority or do it 
yourself. 

When your credit business has 
a sufficient volume to be a full- 
time job then you need a special- 
ist. There are no short cuts for 
giving credit the attention it re- 
quires. There is no mystery about 
granting credit. If a customer 
knows his business, has a good 
reputation, adequate capital and 
makes at least a little money and 
pays his bills, he’s entitled to 


credit. This information plus a 
little shrewdness in appraising 
human nature will provide ade 


quate equipment to get the job 
done. 

Some training materials will be 
required for your staff. Fortun- 
ately, there’s a wealth of these 
available. Issued by the National 
Association of Credit Men and 
Dun & Bradstreet, various book- 
lets cover ail points of credit an- 
alysis, credits and collections. 


Another form of credit comes 
from rubbing elbows with others 
in the industry and practical 
everyday experience. But the main 
thing is an awareness in the or- 
ganization that credit is important. 
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THE LUMBERMAN'S ACTUARY 
John W., Barry $16.50 


In one book, here are answers to almost 
any estimating problem you may have. 
Use its tables to compute lumber feet 
and price per piece or by the thousand, 
discounts, areas, wages, pricing units 
of shingles and waliboard, mouldings, 
other building materials. Most compre- 
hensive edition ever: now 560 pages; 
top dollar page revised upward to $400 
per M, with starting unit price of $20. 
Easy and quick to use: cut-in index tabs 
give instant reference to any page; 
cover is durable fabricoid with stitched 
binding to lie flat; convenient 5%° x 
84" in size. 


HANDY LUMBER CALCULATOR 
50c 


A useful pocket size manual including 
a lumber calculator for standard sizes, 
log rules, estimated weights of lumber 
and useful miscellaneous lumber tabu- 
lations. 
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WOOD INDUSTRIES DICTIONARY 


CYCLOPEDIA OF BUILDING 


TERMS 
Compiled by American Lumberman. 50c 


Nelson C. Brown $1.50 


Here in one source is a concise, com- 
prehensive explanation of the indus- 
try's terminology. Over 1500 terms and 
definitions, and over 300 abbreviations 
make it a valuable reference. 


Useful to newcomers in the industry 
and experienced personne! alike. A 
handy reference to: over 1,000 building 
terms, charts and tables; fundamentals 
of light construction; legal terms con- 
nected with the building field., 
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AMERICAN LUMBERMAN, INC, 139 NO. CLARK 8T., CHICAGO 2, ILL 
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| | The Lumberman’'s Actuary Wood Industries Dict j | 
| ] Handy Lumber Calculator Cyclopedia of Building Tern | 
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Builder Donald W. Johnaton, Peoria, Ill., chose Fotnoon 
to separate kitchen and dinette attractively 


Sell the door the builders buy! 


Builders favor folding doors because they sell houses 
faster. But builders like Donald W. Johnston of Peoria, 
Illinois, have still another reason for specifying folding 
doors by Holcomb & Hoke. These are the doors that 
operate easiest—with 61% less hinge friction . . . and 
look better—with exclusive cornice for a “‘finished”’ look. 
Home-makers know and prefer these doors. For the 
builder they make houses sell faster. For you, as a dealer, 
they are assurance of fast, easy sales, and steady, high 
ticket profits. Look up your Foldoor Distributor —under 
“Doors” in the yellow pages. Find out the full “profitun- 


ity”’ offered you by Holcomb & Hoke’s complete line of 


fabric-covered folding doors. Only line with three separate 
price ranges to sell all the market—all the time! 


INSTALLING DISTRIBUTORS IN ALL PRINCIPAL CITIES 
In Canada: FOLDOOR OF CANADA, Montreal 26, Quebec 


HOLCOMB & HOKE 


FOLD OOR 


THE SMARTES THING IN DOOR 


HOLCOMB & HOKE MFG. CO., ING 
1545 Van Buren St. 
Indianapolis, Indiana 


Please send full details on FoOLDOoR 


NAME 


ADDRESS 


BurLpinc Propucts MERCHANDISER Circle No. 42 on Coupon, page 130. 
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tuILHOLD @ 


GLU 


Mi rh hyoflry : 


The ONLY line that 

has the type and 

package for ALL 
your trade 


Handy sizes in re-fill 
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glue guns 4 
hold glue is the 
best merchan- 
Wilhold white glue 
is available in jars 


Easy to use 
squeeze bottles 
in 2, 4, 7 and fiw 
1702. sizes. Wil- ny = 
Blan te 
pee 
disedand fastest (Ge en 
moving line. « 6S 
Pails and Drums for produc- 
tion shop economy 
from 40z.to 1 gallon, 
"=" and five gallon pails 
jand drums for reserve 
shop supply. 


There’s a Wilhold glue for 
every need 


Wilhold glues in- 
+ clude: White glue, 
* Waterproof, Con- 


+ tax,Re-Stik Cement, 

* Builders Adhesive ea 
and Concrete Ad- so 

“ hesive. Assorted in 

¢ one shipment. 
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Big sales potential in 
Concrete Adhesive 


for painting over cement and mas- 
onry...for finishing, resurfacing and 
patching concrete 
-».& bonding 
course for plaster. 


8. 


Write for free samples, catalog 
sheets and the names of jobbers 
who can service you. 


* 
¥ 
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WILHOLD 

PRODUCTS 

WILHOLD PRODUCTS CO. 
Chicago 44, Illinois 
Los Angeles 31, Calif. 
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Ad. #1008 
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- SAAN Scala 


Courtesy International Harvester Co 


LIGHT TRACTORS and low trailers replace old, hand-drawn carts 


to cut order assembly time in half, 


Peewee Tractors 
Slice Order-Filling Time 50% 


Replacing its old high-wheel yard carts with 


light tractors and easy-to-load trailers, this Cali- 


fornia yard is giving faster service with less effort. 


Using special, low trailers, War- 
ington Lumber Co., Garden Grove, 
Calif., has sliced its order assem 
bly and loading operations in half. 
With three trailers and _ three 
small tractors, six men now do as 
much work as 12 did previously. 

Before mechanizing its mate- 
rials handling operation, the 
southern California yard filled its 
orders the old-fashioned way: 
men pushed or pulled high 
wheeled carts loaded with lumber 
to an assembly area, where the 
entire order was stacked ready for 
loading. This method required a 
dozen men and six carts. 

Now the small tractors scurry 
about the yard as drivers and as- 
sistants fill orders efficiently. 
Generally, up to 4,000 feet of lum- 
ber is carried on each trailer. 
When loaded, the low trailer is 
towed to the out-going dock and 
unloaded with a fork lift. 

Trailers are low for easy load- 
ing and braced for heavy loads. 
The end is designed so fork lifts 
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can slide under the load without 
any special blocking. Trailers are 
equipped with 10-ply commercial 
tires. 

Manager Dick Swank 
perintendent George 
were so enthusiastic about the 
first tractor-trailer combination 
that they immediately ordered two 
more. 

The yard crew is also enthusias- 
tic about the new system. They 
can fill orders in half the time 
without having to shove heavy 
loads around the yard, conse- 
quently, they’re not nearly as 
tired as they used to be after a 
day’s work. 

Under the old system, it took an 
average of seven loads to fill an 
order for a complete home pack- 
age. Now, using the trailer-trac- 
tor combination, the entire house 
order can be put on two or three 
loads. And orders are filled in 
record time to maintain the firm’s 
reputation for fast service to 
builders. 


and su 
Cudworth 
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HOW TO RING UP PROFIT 
IN AN ATTIC! 












































Help people gain needed living space 
with Gold Bond Insulation Plank and Tile 


Families everywhere are growing at a record rate. Many Inquiries from your territory are referred right to you 


right in your area — want to add an extra bedroom, when you carry the Gold Bond Insulation Board line 


play room or nursery. Thousands have asked us for the line that has /ots of sales appeal! 
our free plans on how to build the attic room shown ; 
; Planks and Tiles come in bright ivory or a random 

above, and requests are still coming in: 
assortment of four handsome pastel shades. Easy to 


Convert these desires into profits by stocking the Gold install, chey add beauty, insulation and restful quiet to 


Bond Insulation Board products your prospects see 
advertised so attractively in magazines like American writ 
Home, Household, Popular Mechanics and others Buffalo 2, New York 


any room. Call your Gold Bond Representative, Or 


to National Gypsum Company Dept AL-86 


INSULATION BOARD PRODUCTS 


Gold Bond 


BUILDING PRODUCTS 


b NATIONAL GYPSUM COMPANY 
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J. W. DAVIES, left, shows contractor Wade 
Pattee the merits of the self-selection sys- 
tem. Rack content is identified near Davies’ 
hand. 


HELP YOURSELF, Mr. Customer,” says warehouseman Bill Heckman as he 
points to listing of moldings and their lineal foot prices on end of rack. 


Warehouse Becomes Self-Service Mart 


owner trade has increased substan- 


How an Oregon dealer built special bins for customer tially 


self-selection. Result: overhead down, sales up. At the same time, Davies is han- 


A potentially better net profit 
is the result of self-selection meth 
ods in the warehouse of Davies 
Lumber & Hardware Co., Oak 
Grove, Ore 

Owner-manager J. W. Davies re- 
arranged his warehouse stock and 
built special bins. This has helped 
buyers select their purchases and 
serve themselves. This, in turn, 
has increased his gross sales. At 
the same time his overhead costs 
are less. 

The self-selection principle has 
been applied in an area, where it 
seldom has been found previously: 
the warehouse. Customers are in- 
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dling an increase volume of busi- 
ness with one less man than he 
employed in his warehouse a year 


vited to pick out their own lumber, ago. 

molding, panels, cedar shingles, “Yes, one warehouseman quit 
hardwood flooring and sacks of ce last winter,” Davies said, “but so 
ment. well have our self-selection meth- 


“This year,” said Davies, “we ods worked that we haven’t had to 


have a bigger total volume of busi- hire a replacement for him.” 
ness than we had a year ago de- = ¢ 
spite the fact that our contractor m0 for oe a posi he 
business is a smaller percentage of Javies WEsenouss HES CRED ed 
him to create the self-service fea- 


our total sales last year.” ace : 
. ture. Within this warehouse lay- 
Davies said that while contractor 
out he has set up storage bins and 


sales made up about 40% of his total : “ 
P ye oe racks of special design. The cus 


volume a year ago, this year his : . . 
contractor business is about 25% of tomer can drive his car alongside 


the total. This doesn’t mean that practically any material. He can 
his contractor sales are that much see the bin where his purchase is 
less; they aren't. Instead, his home awaiting him and he can see the 
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WELL LIGHTED for best appearance of products, this is Davies’ self-selection department. 


Customer can pull up alongside needed items. Blackboards list prices. 


prices—all plainly marked. It’s 
only a step or two to carry a sack 
of cement, plywood panels and 
fence boards to a waiting car. 

If a warehouseman is available 
the customer has help in loading 
his car, but on a busy Saturday 
morning most. customers wait on 
themselves and load their own 
cars. 

If the customer knows where to 
look for a piece of lumber,” Davies 
said, “he would prefer to serve 
himself. So we have made it easy 
for the buyer to locate the items 
he needs. If he wants molding or 
fence boards, for example, we tell 
him, ‘They’re right over there by 
the green wall.’ 


“Next, we mark our prices in 
chalk on black-printed hardboard 
panels nailed to the ends of our 
racks. We also mark each bin with 
the name of the item stocked 
there. This is because many home 
owner buyers know what they 
want, but don’t know what to call 
gd 


Molding rack. Davies’ mold- 
ing rack is an unusual design, 
which naturally pushes the short 
pieces, but also makes long pieces 
available if the buyer wants them. 
Shorts and longs of the same item 
are kept near each. And so active 
is the demand for shorts in mold- 
ings of various patterns that often 
it is necessary to cut up longer 
lengths to produce shorts! Self 
service racks for boards provide 
stand-up storage for pieces up to 
12 feet long. If longer pieces are 
required, then the warehouse man 
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gets them from a non-self service 
area of the warehouse. 

Bundles of hardwood flooring 
are already packaged for self-serv- 
ice so there is no problem with 
them. The same is true of cedar 
shingles, sacks of cement or dry 
concrete or plaster mix. All of 
these items are located handy to 
the driveway so that a customer 
‘an find them and load easily. 

Less than full-size plywood pan 
els are kept in a specially made 
bin across the driveway from the 
self service lumber racks and ad 
jacent to office and store. When 
Davies’ yardmen aren’t busy, they 
rip 4x8-foot panels of shop grade 
plywood, creating 2x2 up to 2x8- 
foot pieces. These cut pieces are 
in %-inch, %-inch and %-inch 
stock. In the cut-down sizes, Da 
vies gets three cents per foot more 
than in the 4x8-foot sizes, without 
any price resistance 


Two product categories. Da 
vies said he mentally divides into 
two groups the products which any 


lumber dealer carries in stock: 
first are the service items like di 
mension lumber, fence boards, 
molding and the like. Second are 
the sales items—insulation, paint 
and various other decorative items 
for example. 

Service items according to Da- 
vies’ definition, are basic construc 
tion materials which would not be 
bought if building were not going 
on: the sales items are those on 
which the customer can use or not 
without halting the building—the 
items on which creative salesman 
ship is important 





CLEAR BOARDS up to !2 feet long are 
stocked in these bins to make self-selection 
easy. Floor under rack slopes 30 degrees 
backward to keep stock orderly 


ree 
ae > pr eae 


— — 


SMALL PANELS are pieced in this spe- 
cial bin, with each shelf marked for the 
size, Panels are ripped from 4x85 by ware 
houseman Hackman, 


“One of the retail lumber deal- 
er’s big problems,” said Davies, “is 
that handling our service items 
like lumber, cement and nails takes 
all of our time. We don’t have 
time to sell other materials, which 
people may not be planning to buy 
when they come in 


“Aa I see it, the salvation of the 
lumber dealer's profits is to get the 
service items so they take as little 
of our time as possible. That's 
what we've tried to do in our self 
service setup 


“To prove the value of this type 
of operation,” Davies concluded, 
“all you have to do is to look at 
our total sales figures, overhead 
and net profit. All three are bet 
ter than a year ago.” 


75 





Bring Power Tool Fame and 
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see it illustrated in SKIL 
national advertising! 
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Fortune to Your Store 


> ae ready to tie-in 


your store as power tool 
headquarters! 


pe promoted in 


dealer ad mats available 
to you! 


y.. features the four 


me<t popular Builders 
Towis in the entire SKIL 
line! 


. 


Best Selling Genuine SKIL Power Tools Featured in Display! 


\>) 
6” Model 
526 Saw 
Price, $49.95 


Famous SKIL professional fea- 
tures! Cuts 2” dressed lumber, rips 
1” lumber, bevel-cuts 1-7/16" at 45°. 


10-Piece Model 
587 Drill Kit 
Price, $29.95 


i 


Contains popular SKIL \” Drill 
with geared chuck, set of 3 twist 
drills, and other accessories. 


BUILDERS ( LINE 


Products of SKIL Corporation 
formerly SKILSAW, Inc 


Factory Branches in ALL Leading Cities 
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Famous-name tools... Plus free selling aids 
.»-Plus dealer ad allowances! 


SKIL offers you the strongest dealer tie-in promotion ever offered in the 
power tool industry! It’s designed to help you sell famous-name SKIL 
Power Tools, faster than ever before! This new, compact 20° wide, 28” 
high display is offered to you free! Just one low-cost inventory of 4 SKIL 
Tools identifies your store as power tool headquarters in your community. 

National SKIL ads tell your customers to look for the Tool Center 
Display . . . SKIL helps you tie-in your store with free dealer ad allowances 
... plus many other free selling helps! Now, during this great SKIL 
promotion, is the time to sell finest-quality, best-known SKIL Power 
Tools—backed by the famous manufacturer who is doing something for 
you to protect your profits! Take advantage of this opportunity now! 


64" Model 
552 Sew 
Price, $64.95 


Versatile, powerful, easy to han 
die. Cuts dressed 2 x 4's—even at 
45° bevel Weighs only 11 Ibs.! 


Model 592 
Orbital Sander 
Price, $49.95 


Takes the work out of sanding! 
Gives faster, smoother work with- 
out swirl or gouge marks! 


Let this power-packed SKIL promotion build your profits! 
OR CONTACT YOUR WHOLESALER SALESMAN — TODAY! 
SKIL Corporation, Dept. AL-86 


5033 Elston Avenue, Chicago 30, Illinois 
in Canada: 3601 Dundas St. West, Toronto 9, Ontario 


([] Rush me SKIL Tool Center Display No. 18190, together with complete selling helps, 
immediately! Bill me through wholesaler indicated below 


(] Please have salesman call on me 


My wholesaler’s name 
My nome__ 
Street___ 


ccna 


meee eae 


YOUR PROFIT— ‘61.09 
YOUR COST—ONLY 4133.71 


PLUS big dealer ad allowances for each “Tool 
Center” order. 


PLUS additional dealer ad allowances for each 
order of SKIL back-up stock! Tools only—at 
dealer cost. 


FREE! Newspaper ad mats in a variety of 
sizes, with Fall and Christmas themes! 


FREE! Window streamers and suggested radio 
and television announcements! 


FREE! Six 32-page do-it-yourself booklets! 


PLUS powerful SKIL national advertising that 
pre-sells hobbyists, homeshoppers, beginners and 
professionals for you! 


SS Se se ee see see sal 
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Mr. Distributor 
LET PATIO MAGIC WORK 
ITS MAGIC FOR YOU. TOO! 


elit 
Magie 


ALUMINUM SLIDING GLASS DOORS 


DARYL PRODUCTS CORP 
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Are You Liable for Your 
Sales Contracts? 


The first article in this series ap- 
peared in a special Management 
Primer section in the June 11th 
issue on page 56. This first article 
defined the rights and obligations 
governing your sales transactions 


Part Il 


Remedies for Breach of Warranty. 


The buyer of your lumber and 
building products has certain al- 
ternative remedies against the seller 
in case of breach of warranty. 

For instance, the buyer may ac- 
cept the goods and when the seller 
sues set-up against him the breach 
of warranty by way of recoupment 
in diminution or extinction of the 
purchase price, or, 
and take affirmative action against 
the seller by maintaining an action 
against him for damages for breach 
of warranty, or, 

He may refuse to accept the 
goods, if the property has not passed 
to him, and maintain an action 
against the seller for damages for 
breach of warranty, or, 

He may rescind the contract to 
sell or the sale and refuse to receive 
the goods, or if the goods have al- 
ready been received, return them or 
offer to return them to the seller 
and recover the price or any part 
which has been paid. 


When Does Title Pass? 


In brief, the law provides that, 
where there is a contract to sell spe 
cific or ascertained goods, the prop- 
erty in them is transferred to the 
buyer at such times as the parties 
to the contract intend it to be trans 
ferred. 

As an aid in determining the in- 
tentions of the parties the law pro- 
vides that, for the purpose of as- 
certaining the intentions of the 
parties regard shall be given to the 
terms of the contract, the conduct 
of the parties, usages of trade, and 
the circumstances of the case 


Unpaid Seller 


What course of action can you as 
seller take if you sell some of your 
lumber and building products and 
the buyer refuses to make payment 
thereof ? 

The answer to that all-important 
question is this: The seller of goods 
is deemed to be an unpaid seller (a) 
when the whole of the price has 
not been paid or tendered, (b) when 
a bill of exchange or other nego 
tiable instrument has been received 
as conditional payment and the 
condition on which it was received 
has been broken by reason of the 
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dishonor of the instrument, the in- 
solvency of the buyer or otherwise 


What is Stoppage in Transit? 


Can a manufacturer or dealer of 
lumber and building products stop 
shipment of its products in transit? 

The law provides that, goods are 
in transit from the time when they 
are delivered to a carrier by land or 
water, or other bailee for the pur- 
pose of transmission to the buyer, 
until the buyer, or his agent in that 
behalf, takes delivery of them from 
such carriers or other bailee; if the 
goods are rejected by the buyer, and 
the carrier or other bailee continues 
in possession of them, even if the 
seller has refused to receive them 
back. 

However, goods are no longer in 
transit if the buyer, or his agent in 
that behalf obtains delivery of the 
goods before their arrival at the 
appointed destination; and, if, after 
the arrival of the goods at the ap- 
pointed destination, the carrier or 
other bailee acknowledged to the 
buyer or his agent that he holds the 
goods on his behalf and continues 
in possession of them as bailee for 
the buyer or his agent 


Other Pointers 


Obviously, the seller of lumber 
and building products must deliver 
and the buyer must accept the goods 
to effect a sale, in accordance with 
the terms of the contract. The place, 
time and manner of delivery de 
pends upon the parties involved. If, 
however, there is a delivery of 
wrong quantity, the buyer may re 
ject same. 

A general rule is that a buyer of 
your lumber and building products 
has a right to inspect and examine 
the goods when delivered to him 

A buyer is held to have accepted 
the goods if they are tendered to 
him and he intimates to the seller 
that he has accepted them, or, if the 
goods have been delivered to him 
If the seller is ready and willing to 
deliver the goods, and the buyer 
does not accept delivery within a 
reasonable time, and of course, in 
accordance with the terms of the 
contract, the buyer may be liable for 
reasonable charge for the care and 
custody of the goods. 

Finally, know what a contract is 
Your sales stand or fall by this 
knowledge. Protect yourself by 
knowing your legal rights or liabil- 
ities. Have one unbreakable rule 
about the law—when in doubt find 
out! 


1956, AMERICAN LUMBERMAN AND 








MOmMasore 
@VvUatiry 
S’TANBARBSs 


he‘all-weather window" 








already inits frame ~ 


..-the first pre-framed glass-louvered jalousie! 


Nova again leads the field with its top-quality Nova down), are made as well as modern engineering tech 
Jalousie, already installed in a wood window frame, ready niques and materials can make them. They are priced 
to place in the opening. In new construction or in the slightly higher, but you have the satisfaction of getting 
replacement of old-fashioned windows, this means impor- the best and——in the long run-——the most economical 


vows 

tant savings in installation costs. The new 68 page Nova Handbook gives the know-how on 
Here, for the first time, jalousies fit standard window every type of jalousie. Details of construction are fully 
openings. You get a complete package — including the illustrated. There are instructions on how to figure sizes 
jalousie, glass, screen and wooden frame — all contained of individual windows, as well as on how w build com 
in a special crushproof carton for safe delivery. The #1 plete porch enclosures—-with the new levellers that 
White Pine frame has filler pieces on the inside. If che automatically take care of out-of-level porch floors. The 
jalousie is used with dry-wall construction, simply pull the Handbook tells how to eliminate wood bulkheads and 
four filler strips off —if with plaster, plumb up walls—and describes Nova Wood Jalousie Doors 

leave them on and the All-Aluminum combination screen and storm doors 


Nova Jalousies dignify and beautify the Send for your copy of the new Nova Handbook today. In 

low-cost house and are naturally “at home” this building manual you also get complete information on 

in any residence. With Nova you get top how to waterproof basements or treat brick and masonry 

quality. Jalousies generally are made to mect surfaces — on Novafold Plastic Folding Doors —- on Nova 

NATIONAL price competition—which necessarily causes Shakes and on the new 4’ Novapanel, for quick appli 
HOUSING some sacrifices in quality. Nova Jalousies, cation of cedar shakes. There is no cost or obligation 


CENTER K 
wasninctow.oc. Whether pre-framed or KD (knocked Kindly address your inquiry to Department H-10 


N —— Ds why owned whiny 


c 
TRENTON 3, N. J. of Homasote Company 
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CLOSET FIXTURES, popular household 
hardware items, are shown in use at the 


Elgin (ill.) Lumber & Supply Co. 


Women like the dozens of small 
items in this department; men see them 
and start a major project. Here’s how to 


appeal to both sexes. 


For those plus sales 





Photo Knape & Vogt Mfg 





GOOD DISPLAY stimulates sales. This island was 
built from blueprints available from American Lum 
berman. The price-marked channels for each item en 


courages self-service 


Ways to Push Household Hardware 


Looking for plus sales? Who isn’t? 


Then why not spend the next 10 minutes think- 
ing about one angle of your hardware line that 
offers plenty of profit. 

Namely, household hardware. This category 
of hardware includes dozens of items ranging 
from screws and bolts to kitchen storage gadgets 
Most of these items are small enough to slip into 
the consumer’s pocket. They’re self-service for 
the most part and require little salesmanship. 


Just about every dealer is interested in build- 
ing women’s traffic and most women are custom- 
ers for household hardware. They want a set of 
modern, new pulls for their kitchen cabinet, a 
few items of furniture trim and some of the 
kitchen “work savers” like disappearing towel 
racks, pop-up refuse units and metal utility 
shelves for soaps and cleaners. 





Display. What are the best store areas to show 
off small hardware items? Some manufacturers 
recommend displays near the cash register and 
checkout counter since small hardware items fre 
quently lead to impulse sales. Another excellent 
location is near the paint department. Proximity 
of hardware to the paint section not only serves 
as a reminder of items the customer intended to 
buy, but also suggests remodeling projects 


NEW FIXTURE, which can be used to 
merchandise bagged items, is now avail 
able. it consists of a 20" x 24" perforated 
board, two easel mounts and I! hooks. 
It can be used on the wall or counter. 
Board, easels and hooks are furnished 
free with an initial order for one box 
each of the bagged fixtures 





Photea Washington St Product 


More progress has been made in packaging 
hardware in recent years than any other product 
Many small hardware items have moved from 
loose goods displayed in open bins to wire pronged 
merchandisers and individual slide boxes with 
acetate covers, which permit the customer to in 


(continued on page 84) 
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“STORAGE IN MOTION” is the name 
of this display featuring lazy susan hard 
ware, mixer shelf hardware, revolving 
corner units, fruit and vegetable bins, 
metal food drawers and revolving corner 
units. The perforated hardboard back per 
mits the display of hanging hardware 
packages. 
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TENEX interior | 
decorative Wafer 
Panels - another | 
“Qualitized’’ | 
Pack River | 


Forest Product 


RIVER 


® TREE FARM PRODUCTS 


P.O. BOX 1452 SPOKANE, WASHINGTON 
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Krom foundation to rook— 


is your best source of supply for 




















SELF-CASING 






o 
cf 


Aa 
‘ o* 

\\ PATENTED! 
Simply snap 
flange to 
desired 
position 


Quickly Adjustable for either 
Flush or Self-Casing Installation 


CUTS YOUR INVENTORY IN HALF! 
AVOIDS SHIPPING ERRORS 


You can no longer send the wrong type 

of louver out on the job. All aluminum 

construction, including 8-mesh screen. 

Seven sizes—8” x 8” to 24” x 30”, 
U.S. Patent No. 2,752,844 


Also Adjustable Foundation Grilles 
with sheet-aluminum back plate, stand- 
ard foundation grilles, cornice and slant 
roof ventilators, adjustable triangular 
louvers and many other top-quality 
building needs at low prices. 

















HARRIS products are sold to retail dealers 
only. Write for complete catalog and prices. 

Dept. A3, 200 E. Long St. 
HARRIS, Inc. Gian 15, Ohie 


Circle No. 45 on Coupon, page 130. 
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HANDY MERCHANDISER, double 
faced, shows dozens of hardware items 
within a limited space. Mobility of the 
display is an added feature. This pic- 
ture was taken in the P. D. Thibert Lum- 
ber Co. store, Springfield, Mass. 





HOW TO SELL HARDWARE 


(begins on page 81) 





spect the merchandise without tearing open an 
envelope and scattering the contents. Directions 
on the back of these slide boxes frequently include 
installation instructions and suggested uses. 


Free layout. To encourage effective displays, 
some manufacturers are offering fast-selling, 
well-balanced assortments of cabinet hardware 
with a free counter layout. A complete floor 
unit, display panels and display boards are also 
available free with specific assortments purchased 
by the dealer. Packaged hardware not only saves 
about 65% of the display area allotted to old- 
fashioned envelope packaging but creates a neat, 
effective sales unit that speeds up shopping and 
attracts women customers. 


A household hardware merchandiser offered by 
one manufacturer will hold a complete hardware 
department featuring 57 popular items. The mass 
impact of a diversified line of quality items sells 
household hardware through the selective proc- 
ess. The dealer only has to replace the carded 
stock when he is flagged by red “sold-out” cards, 
exposed when the last product card leaves the 
wire prongs. Since items are hung on both sides 
of the merchandiser, impulse buyers are attracted 
going and coming. 


Plastic skin containers and plastic bags are 
also used to secure complete visibility of the prod- 
uct. Plastic skin has the advantage of holding 
the screw tightly against the product in the case 


(Continued on page 112) 
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A fireplace built according to Donley plans and 
using Donley component parts will provide 


bag dependable performance everytime. This is the 
Tie. reason you... as a dealer . . . will realize 
more business and greater profits when you sell 


YO U ' Donley Fireplaces. 
CUS) , Donley Fireplace Parts are fabricated of heavy 
RS bd cast-iron or special rust-resistant steel (guaranteed 


permanently against failure), These units are 


available for a wide range of fireplace sizes (up 
to 8 feet in width) and they include The Donley 
[ Heatsaver Fireplace (a warm air circulating unit). 
Plans available from Donley include a variety of 


traditional fireplaces as well as those of contem- 
porary and modern design. You protect profits 
j ... you avoid kickbacks and problems . . . and 


you become a dealer in “fireplace satisfaction” 
F for your customers everytime when you serve 


successful Donley fireplaces. 


wg P; 


BROTHERS COMPANY 


13928 Miles Avenue, Cleveland 5, Ohio 


Donley Brothers Company 

13928 Miles Avenue 

Cleveland 5, Ohio 

Gentlemen: Please send me full information on 
Donley Products 


Nome 


Compeny - 
Send coupon for com- 
plete information. Learn Address 
how you can profit by 
selling Donley Quvality 
Products 
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DENISTON — 


“LEAD-SEAL” NAILS 
are engineered 
to stop roof leaks! 


It may seem odd to picture 
a group-of engineers busy 
engineering such an item as a 
roofing nail, But it became 
necessary as complaints 
developed from farmers on 
damaged stored crops, equipment 
and machinery caused by leaks 
around ordinary roofing nails 





“LEAD-SEAL 


Se Deniston engineered a 
roofing nail specifically for any 
type metal roofing 
“lead-seal,” triple-lock and 
drive screw shank. Now, 
when the hammer strikes 
the nail, the “bump” 
and the lead are forced 
through the sheet, the 
sheet aprings back over 
the “bump” —this solidly 
locks together the nail, 
lead and sheet. Result: a 
permanent seal through 
which no moisture can 
penetrate. Deniston 
“Lead-Seal"” Roofing Nails 
will not leak in any kind of 
weather and will outlast 
any kind of roof 


TRIPLE 
LOCK 


- 
DRIVE SCREW 
SHANK 


furnished 
in Ring 
Shonk and 
Straight 
Shonk 


You won't find a bad 
Deniston nail in a carton as 
they are manufactured under 
rigid specifications from raw 
material to the finished nail. 
All Deniston nails can now 
be shipped in either 50 Ib 
or 100 Ib. sturdy 3-ply cor 
rugated color-board cartons with hand grips for easy handling. 


With customer satisfaction so important to your profits, it 
will pay you to investigate the full details on the unusual 
advantages of Deniston “‘Lead-Seal”’ Roofing Nails. Ask your 
jobber or write to us direct for descriptive circulars and com- 
plete price information . . . no obligation 


THE DENISTON COMPANY 


49th & South Western Avenue 
Chicago 9, Illinois 





IN CANADA 
EASTERN STEEL PRODUCTS CO., LTD. 
PRESTON, ONTARIO 
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HEAVY FIRE LOSS was suffered by this Wisconsin dealer. Im- 
portant records should be protected by safe bearing Underwriters’ 
Laboratories’ "A" label. 


Protect Your Records 
Against Fire 


Protecting your valuable records against fire is 
vitally important. 

Four out of every 10 firms which lost their records 
by fire fail to reopen their doors, according to Edwin 
H. Mosler, Jr., president of the Mosler Safe Co. And 
one out of every 14 retail lumber dealers will be 
damaged by fire in 1956, adds Mosler, who has made 
a study of the latest industry figures. 

Insurance companies require proof of loss to collect 
for fire damage and proof of loss is almost impossible 
without records. Loss of accounts receivable records 
could mean disaster for many dealers. 

“The best way to preserve records in case of a 
serious fire,” advises Mosler, “is to use a safe bearing 
the Underwriters’ Laboratories “A” label. This guaran- 
tees protection from heat up to 2,000 degrees fahren- 
heit for four hours and longer.” 

Mosler claims that 70% of the record safes in use 
by the industry today do not bear the label of the 
independent Underwriters’ Laboratories. 

A 20-page brochure entitled, “What Every Lumber 
Dealer Should Know About Office Safes,” has tips on 
record protection and outlines correct procedure for 
cash protection. A free copy may be secured by writ- 
ing Mosler Safe Co., 320 Fifth Ave., New York 1, N.Y. 
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RELATED SELLING CONTEST 


and the prize is worthwhile: 


@ a round-trip ticket to the big NRLDA exposition 
at Chicago, Dec. 10-13. 

@ $100 for your expenses. 

@ a certificate as a “Master of Creative Selling.” 


It’s easy to enter: 


Just send Art Hood your best examples of profitable 
| related selling. Turn to the editorial page in this issue 
| for details. 

Contest Closes November 1 


BEHRENS 1A. LAR 
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DO-IT-YOURSELF RENTAL MACHINES BUILD BIG PROFITS FROM: 


RENTAL FEES — The tremendous demand for these 


popular do-it-yourself work-savers give you dollars for dimes. 
ous SAE | In no time at all your Clarke rental machines pay 


Fastest cutting : 
machine in the for themselves in rental fees alone. 


rental field 
RELATED ITEM SALES — rhe profit really pours in 


from sales of sandpaper, sealer, filler, wax, shampoo 
. +. everything required to finish floors or shampoo carpets 
and rugs. You cash in doubly on your rental department. 


INCREASED STORE TRAFFIC — A Clarke do-it-yourself 


rental department brings new customers — keeps old 
ones satisfied. And, all this with no increase in overhead! 


COMPLETE MERCHANDISING PLAN — kasy-to-use 


window streamers, posters, shelf strips, postcards, 
newspaper mats, flasher sign, instruction booklets give you 
the most complete selection of promotional aids in the 
rental field — a proven merchandising plan to establish 


C-5 EDGER your store as a Clarke rental equipment headquarters. 
Perfect for 

sanding hard- 

to-reach spots 


Mail coupon for full information 
P-12RS RUG SHAMPOO on the complete Renta Clarke sales 
MACHINE plan, the pioneer plan of the 


For easy, thorough 
ih po. do-it-yourself rental field designed 


rugs and carpets — : to build bigger profits faster. 


P-12 FLOOR 
MAINTAINER 
Scrubs, polishes, 
shampoos, woxes, 
and steel wools 


1 ay 


seit sionals 


teem GET SMART—RENT CLARKE 


Your copy FREE! Write today for colorful 16-page 
booklet about Renta Clarke's Profit Pian. 
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SANDING MACHINE COMPANY 


468 East Clay Avenue, Muskegon, Mich. 


NAME 





Authorized Sales Representatives and Service Branches STORE 


and Distributors in Principal Cities 
STREET 





in Canada: Clarke Sanding Machine Co. (Canada) Lid. 
A poly 21 Advance Rood Toronto 18, Ont. 
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THE McGOWANS, Mary Jane and Robert, have built « 
thriving business during the past four years through their 
personal attention and sound business practices. 


Husband-Wife Team 








Small-Town Dealer Does $500,000 Volume 


In Slippery Rock, Penna. (pop. 


2,000), a former contractor and his 


wife do 75% of their total volume 


in cash sales with homeowners. 


When a lumber yard in a town 
of 2,000 people builds its annual 
sales volume over the $500,000 
mark in less than four years, ev- 
eryone wants to know the secret 
formula. 

Youthful Robert F. McGowan 
and wife, Mary Jane, who operate 
R. F. McGowan Builders & Supply 
Co., Slippery Rock, Penna., are 
more than willing to reveal their 
formula. Basically, their success 
can be credited to good customer 
relations and a set of business 
practices applicable to any retail 
yard. These include: 
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McGOWAN'S TRADING AREA jis 50 miles 


Concentrating on the consumer 
market. 


Promoting cash sales to mini 
mize bookkeeping. 


—Auditing ledgers monthly to get 
detailed cost and sales figures. 


Prompt delivery as a good-will 
builder. 


Reducing labor costs with me 
chanical handling equipment, 
then passing these savings on to 
the consumer. 


—Advertising regularly with clas- 


in diameter. 


sified ads and radio announce- 
ments to promote special prod- 
ucts each week. 


The McGowans opened their 
yard in May, 1952. Sales that year 
were $158,000; in 1953, sales in- 
creased to $308,000; in 1954, to 
$412,000 and last year to $588,000. 
During this period the firm tripled 
the size of its physica! plant and 
added two fork trucks. 


About 90% of McGowan’s busi 
ness is with homeowners. A former 
contractor before he went into the 
building material business, Bob’s 
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building experience is paying off. 
“I feel it’s important to give 
personal attention to the individ 
ual homeowner’s problems when 
he’s planning to build or remodel,” 
3ob says. “This keeps bringing 
customers back to the yard.” 
“Satisfied customers are a big 
source of repeat business for us,” 
Bob adds. “One neighbor tells an- 
other. Last summer, one customer 
in a neighboring town got us or- 
ders for three houses besides the 
one he was building himself.” 


Promotes weekly specials. The 
McGowans have set up a budget of 
1% of their gross sales for news 
paper and radio promotion. 

“We run an ad at least four 
times a week in the daily newspa 
pers in Butler, New Castle, Sharon 
and Grove City,” says Mary Jane 
McGowan. “Our Slippery Rock pa- 
per is a weekly and we advertise 
in every issue. 

“We've found that a single col- 
umn classified ad is most effective 
for us,” Mary Jane adds, “and we 
can vary the length of the column 
for last-minute insertions easily. 
We call the column McGowan’s 
Specials. Some people phone us be- 
fore the paper is on the press to 
ask what the special will be next 
week. 

“The specials are usually sea- 
sonal items. For example, in the 
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WAREHOUSE ADDITION, under construction, will be used for lumber storage. Last year 


McGowan handled more than four million feet of 


delivery trucks. 


spring we'll advertise turpentine 
or linseed oil at a special price 
We won't make much profit, but 
we do build a volume sale of 
paints, brushes and other paint 
ing accessories. Some customers 
drive miles and pass their local 
paint or hardware store to buy 
their turpentine from us because 
it’s a few pennies cheaper 
“There’s a wonderful market in 





$100 Giveaway 


McGowan has used a radio 
announcement which really 
pricks up the listener's ears. 

This particular one - minute 
spot announcement at noon for 
one week offered a crisp $100 
bill with every $1,000 cash pur- 
chase and a $50 bill with every 
$500 purchase. This 10°/, dis- 
count for cash had customers 
pouring into the firm's small 
showroom. 

"We developed about $15,- 
000 worth of business in one 
week from this promotion,” 
Mary Jane says. "And it was 
startling the amount of business 
a 10%, discount could develop 
in February.” 











lumber with two fork lifts and seven 


do-it-yourself insulation and we 
promote it regularly as a special,” 
Bob says. “I used vermiculite in all 
the houses | built on speculation 
before I went into the lumber busi 
ness and we've stocked this type 
insulation since the yard opened 
“In loose insulation, | wouldn't 
want to handle anything else 
There’s no moisture problems and 
it’s a natural do-it-yourself item 
for a homeowner who wanta to cut 
his fuel bills in winter and keep 
his house cooler in the summer.” 


Stress cash sales. About 75% 
of the firm’s sales are cash and 
even the majority of the truck de 
liveries are on a c.o.d, basis 

“When people call and leave an 
order,” Mary Jane says, “we tell 
the customer he can pay the driv 
er. We encourage our drivers to 
act as if they expected payment 
when they make a delivery. This 
works out fine with homeowners.” 

To make it convenient for hus 
band and wife shopping and to en 
courage pickup business, McGow 
an keeps its showroom open from 
8 a.m. to 8 p.m., Monday through 
Friday, and from 8 to 5 on Satur 
day. 


Operating costs lowered. Me 
Gowan’s total operating cost, in 
cluding advertising and deprecia 

(continued on page 92) 
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Your customers want straight, true corner bead. You can give it to them with KEYBEAD 
It’s made straight. It’s delivered straight to you. And you deliver it straight. 

That’s because it’s packaged in specially designed cartons 
You save your customers money by eliminating damaged bead with poor ends. 

You give him the best bead that’s made. You make a clean profit: no refunds or adjustments 
Include Keybead in orders for fast-selling KEY-WALL, the new galvanized 

masonry reinforcement; for KEYMESH®; for KEYCORNER; and for other 

profit lines of Keystone. 


Keymesh « Keycorner « Keybead « Keyweld 


KEYSTONE STEEL & WIRE COMPANY 1°70" Nas * Keystone Tie Wire 


Keystone Furring Nails « Concrete Nails 


Peoria 7, Illinois 





Apply it to any type of construction. You save on material: you save on Keybead is a precision material 
Especially suited to column fireproofing. application; you give higher quality That's why lathers can do better work 
It’s strong. It's stiff. It's straight because Keybead is the straightest corner with it. And besides, it gives a full 


It's 80 easy to plumb and nail bead on the job that money can buy strong solid plaster corner 

















.» the fully automatic Friden Calculator 
is busy in hundreds of sawmills, lumberyards. 
This is no ordinary caleulator— it’s 
The Thinking Machine of American Business, 
performing more steps in figure-work 
without operator decisions than any other 
caleulating machine ever developed. 


Anyone can learn to operate it quickly ! 


S 
‘ pr cite’ 


PAYROLL CALCULATIONS 


Free Booklet 
shows you the way to 


6 
Friden Street _... coupon below 


Seeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 4 
or write on your 


business letterhead 


Friden Street figuring is automatic, 
accurate, handled at a fraction of 
your present time costs, See it at 
work in this valuable booklet! 
Here, too, are tables for computing 
board feet, mill costs per M feet, 
estimating areas in square feet, in 


voicing pointers 





Friden Calculating Machine Co., Inc. 
Dept. AL-856, San Leandro, California 


Please send Lumber Calculations booklet 

Name ; eceieiaiicriecliiatal icelittinticinincanienanat 
Firm Name Pcideeaiiea NNER ih See 0 EES eRe 
Address : iiietiniesiaestiniels has 


Ee iliicadstelgt ts apiiaig 2 eR 


Friden sales, instruction, service available throughout the U.S. and the world 
SSSSRSREKERERRREREREREEEEEEEEEREEREEEREREEEE EERE Eee 
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SMALL TOWN DEALER 


(begins on page 88) 





tion, is less than 12% of gross 
sales. 

“We cut our operating costs by 
reducing manpower through the 
use of mechanical handling equip- 
ment,” Bob says. “We feel that the 
two fork lifts and roller conveyors 
have cut our handling costs tre- 
mendously. 

“We have four men in the yard 
during the winter months and we 
add four more during the peak 
season,” Bob adds. “Our specialty 
is west coast lumber and we main 
tain a summer inventory that runs 
between 500,000 and 1.6 million 
board feet. Last year we handled 
more than 4 million feet of lum- 
ber.” 

Rapid delivery stressed. ‘We 
make a point of fast delivery serv- 
ice,” Bob says, “and maintain a 
fleet of seven trucks and a com- 
pany car. 

“To get things out in a hurry, 
we often don’t wait for a full load 
going in any one direction. This 
may raise our delivery costs 
slightly, but it’s paid off in cus- 
tomer goodwill and repeat busi- 
ness.” 

Office mechanized. The firm’s 
business office is Mary Jane’s 
province. Through the use of a 
multi-purpose cash register, the 
firm has kept its office staff at a 
minimum. The register cost $2,000, 
but McGowan feels it’s paid for 
itself in labor savings. 

Monthly audit. “Monthly audit- 
ing keeps us in close touch with 
expenses and sales,” Mary Jane 
says, “and this gives us a true 
profit picture. We keep a complete 
set of books with everything 
broken down in detail, so we can 
get a picture of every phase of our 
business.” 

Still expanding. The McGowan 
yard occupies 2'% acres along a 
busy highway on the edge of Slip- 
pery Rock. Since it was formed 
four years ago, the firm has 
trebled in size and a new show- 
room is under construction. 


RELATED SELLING 
CONTEST 
and the prize is worthwhile: 
a round-trip ticket to the 
big NRLDA exposition at 
Chicago, Dec. 10-13. 
@ $100 for your expenses. 
ea certificate as a “Master 
of Creative Selling.” 
It’s easy to enter: 

Just send Art Hood — best 
examples of profitable related sell- 
ing. Turn to the editorial page in 
this issue for details. 
Contest Closes December 1 
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PROFIT POINTERS 


1. Revolutionary 2-4+1 plywood combination subfloor- 
underlay panel offers real volume sales opportunities. Used 
over supports 48” o.c., new panels can save up to $500.00 


per house over conventional shiplap and joist construction, 


3. Fir Plywood Plans Book makes ideal sales tool for dealers 
interested in extra “do-it Big (over 90 
pages), fully illustrated book contains plans for scores of stor 
Available in quantity; 


yourself” business 


age units and furniture. Retails for 50c 
comes complete with counter stand. Write for details, samples 


PLAY IT SAFE! 


You're sure of qdality when 
marked fir plywood 


type and grade for every job 


3UILDING PropucTts MERCHANDISER 


INSIST ON 
DFPA INSPECTED PANELS 


you 
stock and sell only DFPA grade 
There's 


New Subfloor-Underlay Panel 





Free Customer Mailing Pieces 





Plans You Can Sell 





inexpensive Car Top Carriers 


tls 7 


2. Statement Inserts are effective traffic builders that can 
make sales for you. Copy on each features lumber dealer as 
self In 


handy container with over 1200 colorful inserts to you 


advic e 


[ree 


headquarters for fir plywood and “do-it-your 


4. inexpensive Car Top Carriers are a real boon to dealers 
plagued by small, time-consuming deliveries. Crafthboard car 
be jiffy to let 
haul plywood and lumber atop their own cars without damag 
About 12 


riers come flat, can installed in a customers 


ing finish per set; mail coupon for information 


oe ae ae ae ae ae oe oe oe oe oe ae oe oe oe oe oe oe oe oe 
DOUGLAS FIR PLYWOOD ASSOC., Dept. Al, Tacoma 2, Wash : 


terial checked at left 4 


1. New 2.4.1 Send 


details specificatio 


lability 


and ava 


a 
2. Statement Inserts 
Free set of 1200 customer 


mailing pieces 


3. Plans Book 
samples and deta 


cost avantity 


4. Car Top Cerriers 


nore informatior 
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YOUR AD OF THE WEEK 





No. 66 of a Series 


Put Your Eggs in TWO Baskets 


For retailers in some lines of business, this has been 
a very disappointing year. With their “eggs all in one 
basket,” there was little they could do in the face of a 
severe nation-wide oversold condition 

Many lumber dealers, on the other hand, have dem 
onstrated the wisdom of “two baskets” by aggressively 
promoting home improvement business to offset a drop 
in new construction. Not only have they maintained 
volume and profits, but they have also developed a 
“know how” of project selling that will continue to 
build business for them year after year. 

The home improvement market is amazingly under 
advertised and undersold. There is a tremendous 
amount of promotion by manufacturers for the indi 
vidual products that go into the “package’’——but the 
job of selling the completed project, which is the real 
interest of the prospect, has to be done at the local 
level by the retail lumber dealer. 

This year, dealers have the added support of one of 
the most extensive promotions of all time-—-Operation 
Home Improvement. One of the best ways to take 
advantage of the interest it has generated is to run 
newspaper ads featuring projects. American Lumber 
man offers you valuable help in the form of mat illus- 
trations, including those in the suggested ad shown 
here 

Hundreds of dealers, large and small, all over Amer 
ica, are using ADservice mats to increase their ad 
results. If you are a lumber dealer, the same oppor 
tunity is open to you! 


THIS FREE BOOK TELLS 
HOW TO GET MATS 


y 
+: i 4 Send coupon below for this 
tA 48-page book showing actual 


A y size reproductions of 254 AD 


x g service mat illustrations 
\ t sh plus valuable ideas, copy and 
y layout suggestions. 
\ 





\7A 
(please print or type) 


AMERICAN LUMBERMAN 
139 Ne. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. 


COMPANY 














Suggested 3 col. x 
2, 88, 136, 138. Your newspaper will set type. 


(FOR YOUR AD-IDEA FILE) 


15” ad using ADservice mat nos. 


YOUR NAME OR SIGNATURE CUT HERE 


) 


a 


ADD-A-ROOM 


Put an end to 
. crowded living! 


WE'LL HELP YOU PLAN THE 
EXTRA LIVING SPACE YOU NEED 





A RECREATION ROOM 


LOW AS *00 PER MO. 





ee 
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Why men who know Buliding 
--. “se and recommend 


ORANGEBURG “= 


Ses i 


PIPE, 


“This is My Big Seller!” 


Orangeburg Root-Proof Pipe is 
made in 2”, 3,4”, 5” and 6” sizes for 
house-to-sewer and septic tank con- 
nections, downspout run-offs, storm 
drains and other outside non-pres- 


“My customers ask for Orangeburg 
Pipe by brand name because they have 
confidence in its quality. They've seen 
it advertised in magazines like Life, 
Better Homes & Garden, American 
Home, the Farm Journal and many 
others. What's more, they know that 
Orangeburg meets modern building 
standards which call for speed, qaul- 
ity and low cost.” 

Here’s why: Orangeburg Root- 
Proof Pipe comes in long, 8-foot 
lengths that install fast and cut costs. 
Its famous Taperweld Joints seal 
root-proof with a few hammer taps 
and the material is so tough and 
resilient it lasts for years. Over 
200,000,000 feet of Orangeburg Pipe 
are in service from Maine to Cali- 
fornia, some for 50 years and still 
operating like new. 
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sure underground lines. 


Orangeburg Perforated Pipe, in 4” 
size, is ideal for septic tank disposal 
fields, foundation drains and for 
draining wet spots everywhere 

Write Department AL-#6 


complete details 








COMPLETE LINE 
OF EXCLUSIVE 
ORANGEBURG FITTINGS 





Exclusive Orangeburg Fittings featuring 
the famous Orangeburg Taperweld Joint 
which simplifies installation 





ORANGEBURG MANUFACTURING CO., INC 


ORANGEBURG, WN. Y. 


West Coast Plant; NEWARK, CALIF 


ORANGEBURG 
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HARBOR 


PLYWOOlT CORPORATION 


Aberdeen, 
Washington 














THIS IS HARBORITE ...A super-strong, lightweight, struc- 
tural panel... finest marine grade plywood PLUS a tough, abra- 
sion-resistant overlaid facing... with weather-proof, split-proof, 
check-proof qualities ... ideal for a multitude of uses in building 
and industrial applications. The hard, smooth, grainless face is a 


superior paint-holding surface; minimizes grain-raise 


HARBORITE is stronger than steel. . . super-resistant to wear... 
impervious to weather and moisture! Users report shrinking, 
swelling and buckling are virtually eliminated! The large, light- 
weight panels are easy to handle, easy to work with standard tools 
and techniques ...cut labor and paint costs to the bone! 


Sales offices and warehouse stocks in: ABERDEEN + ATLANTA + CHICAGO - CINCINNATI - HOUSTON 


96 


1956, AMERICA [LUMBERMA)! 








og een BYE 


_ aR 
— TS | 










¥ 

rd 
a os 
fata 


= 


air, 






ea 





= 





oo © " 
mi oa, 


LL ELL 


“ss «ses @ @ 









NEW USES REPORTED EVERY DAY! 


Harborite field men...in your area...throughout the country 

. calling on industries large and small... telling the Harborite 
story. Harborite advertising in national and regional publica- 
tions... Harborite direct mail campaigns... reaching thousands 
of diversified industries. All telling the Harborite story... devel- 
oping new users—new customers for you—every day! 






















A few of the uses now reported for HARBORITE: 


Concrete Forms Signs & Displays Work Tables 
ertecsne’ — Sanboates Soca SS 
' . 18; MAIL THIS COUPON TODAY! 


Interior Paneling Store Fixtures Chemical Tanks 

Built-ins Refrigerators Conveyor Tables 

Partitions Pattern Work Die Blocks 

Flooring Truck Bodies Trailers 

Boat Building Dog Houses Dryer Hoods 
and many others 


Harbor Plywood Corporation 
Aberdeen, Washington 


1 want to know all about HARBORITE 


Name 


nesses. Also special sizes in lapped and vertical grooved siding. Address 
City 7 ne State 


©1956, Harbor Ply wood Corporatior 


STOCKED BY PROGRESSIVE LUMBER DEALERS 


i 

a { 

5 4 

a : 

HARBORITE available in standard and special sizes and thick- é rm 3 
§ & 

‘ wl 


INDIANAPOLIS - JACKSONVILLE « LOS ANGELES +» SAN FRANCISCO - SEATTLE + TAMPA other major cities 
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Manufacturer News 









Yo Ho, Get the 


chandising and selling ideas. 


The 1956 Gull Lake Paint Sales 
Workshop, conducted by Archer 
Daniels-Midland Co., Minneapolis, 
was dedicated to showing paint 
sales executives ways and means 
of making their job easier. Sev 
enty-five hand-picked customers 
Tent Session joined two score company execu 

tives in an ideal spot for the four- 
TYPICAL of the informal tent sessions is day workshop—-Madden’s Lodge on 
this one being conducted by Chuck Allen Gull Lake at Brainerd, Minn., in 
of Archer-Daniels-Midland mid-June 










The theme as well as the setting 
was nautical. Guests were divided 
into five teams; namely, Pirates, 
Beachcombers, Sheiks, Gauchos and 
Apaches. Archer-Daniels- Midland 
staff men were assigned to each 
team and prizes were offered for 
the best performance in both work 
shop and sports activities. 


The five subjects selected for dis 
cussion were: 1. Recruiting, Inter 
viewing and Selecting Salesmen; 
2. How to Get the Most Out of Your 
Salesmen; 3. Dealer Training; 4 
Selling Color; 5. How to Plan a 
Sales Program and Make It Work 
Counsellors selected to lead the dis 






Love That Tune 
THE MERMAIDS and the Gobs borrow a 


tune from "“HMS Pinafore’ to show paint 
sales executives how to get Miss Consumer 


Dollar to spend more money on paint 


om 
we 


Consumers 


Dough! 





Nautical theme enables Minneapolis manufacturer to 


provide paint sales executives with a whole shipload of mer- 


cussions included: John L. Shirley 
president, Communications Inst! 
tute of America, Chicago; Faber 
Birren, president, Faber Birren & 
Co., New York City; Dr. Charles L 
Lapp, professor of marketing, 
Washington University; Art Hood 
editor of American Lumberman 
and Loren Law, personnel director 
of Archer-Daniels-Midland 

Five workshop tents were erected 
and each of the five groups were 
exposed to each of the five subjects. 
The best thinking of 75 paint sales 
executives on each of the subjects 
was secured, tabulated and sum- 
marized for action on the work 
shopper’s return to his home base 
Each participant was presented 
with a 60-page analysis of construc 
tive ideas 

Guests worked hard and played 
hard. High spot of the entertain 
ment was the presentation by the 
representatives of each paint man 
ufacturer of his best sales promo 
tion of the previous year. Thus, 75 
men went home with 74 new ad 
vertising and promotional ideas 
aplece 





Happy Crowd 


OVER 100 PEOPLE attended the Archer-Daniels-Midland's Paint 
Sales Workshop 


The Counsellors 


JIM MOORE, Archer-Daniels-Midiland general manager, greets the 
five counsellors. Left to right: Prof. Charles L. Lapp, Washington 
University; Art Hood, editor, American Lumberman; Faber Birren 
president, Faber Birren & Co.; Jim Moore; Loren Law, personnel 
director, Archer-Daniels-Midland and John Shirley, president, Com- 
munications Institute of America 
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THE BIG SELLING SEASON for... 


(olan nat 


TENSION SCREENS 


BE NO. 1 for sales. 


The sudden upsurge in housing for 
May & June has caught a lot of window 
down, The 
ght 


ind 


tart 


screen retailers with their stock 
peak screen season is now sure to extend ri 
thru to late fall. Vhat means volume sal 

quick profits for the Columbia-matic Ten 
dealer who is on his toe DO 


sion Screen 


stock up right now grab off the lion’ 


share of screen sales in your trading area. 


BE NO. 1 for service. 


The Columbia-matie 

also make you “No, 1” wise 
trading area, Not only will you be 
offer a complete line of all wanted 
but will 
to 
livery on special sizes, 


FSD 


service 


program 


sizes, be equipped 


absolutely 


you 


free make immediat 


’ 


YOUR SALES lie in 
The Columbia-matic TENSION 


a “double tr! irke 


SCREEN 


THE COLUMBIA MILLS, 


120 W. Onondaga St 


DISER 


both 


Consumers are enthusi 


| ” 
brand name to con 


ind builder 


“the top 


money and 
like their 
features, 


time 
builder 


ind mere handi inp 


( about their many 


labor saving feature 


cost-cutting 


YOUR PROFITS LIE HERE 


@ Mark-on is 60% of costs. 

® Minimum inventory required. 
@ Easy warehousing. 

®@ Low shipping costs. 

®@ No out-of-store service. 

@ Strong dealer backing. 


ACT RIGHT NOW 


Find out how 
Service Dealer 


ile vive better service 


you Can become a Factory 


how you can make bigger 
reap greater profit 
Your distributor can give you full detail 


write; 


INC, 


pt.17, Syracuse 1, N. Y. 


2) 


Circle No. 52 on Coupon, page 130. 











MANUFACTURER NEWS 


(begins on page 98) 


COMPANIES ANNOUNCE 
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WARP BROTHERS, Chicago, is adding 12,000 square feet to its 


plant. Space will be ready for use in August. 


Warp Brothers Announces 
Fourth Major Expansion 


To make more space available for new production 
required to handle increasing demand for window ma 
terials, Warp Brothers, Chicago, is adding 12,000 
square feet, This is the fourth major plant expansion 
during the past 10 years 

Warp’s window material business has had a steady, 
healthy growth down through the years, consistent 
with its continual 32 years of advertising. “Our pres 
ent huge plant is a far ery from the Ford crank Harold 
Warp attached to a roller back in 1924 to wind up the 
first roll of Flex-O-Glass,” reports the manufacturer 








NEW ADVISORY BOARD to aid the president of Crawford Door 
Co., Detroit, includes (left to right) Jerry O'Meara, Baltimore; 
Lynn Stedman, Jr., Detroit; Roy Stratton, Tacoma, and William 
Brucker, Jacksonville. Board members represent more than 100 
Crawford Door distributors and 4,000 dealers and consult several 
times each year with R. A, Hackathorn, Crawford president, on 
field operations, sales and service 





KIMBALL-TYLER CO. 


The Kimball-Tyler Company, Inc., Baltimore, Md., 
has installed equipment in about 25,000 square feet 
of its present location for a strip oak flooring mill 
Most of this space was obtained through the use of 
a former warehouse building. Founded in 1815, this 
firm for the past 122 years has been under the direc 
tion of a single family 
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Kyanize Paints, Inc., of Everett, Mass., and Springfield, 
Ill., recently received the Certificate of Merit award of the 
Liberty Mutual Insurance Co., Boston, for plant safety. 
The award was made to Kyanize in recognition of its out 
tanding record of 500,000 work hours without a lost time 
accident in the Everett and Illinois plants. The presenta 
tion was made to Edward Silva, president of the union, 
and Harry A. Hall, Jr., Kyanize president. 

Dr. George Cline Smith, economist and vice-president of 
F. W. Dodge Corporation, will be guest speaker at a na- 
tional convention of ornamental iron manufacturers Jan 
17-18-19, in Memphis, Tenn., at the Claridge hotel. The 
meeting is being sponsored by the Tennessee Fabricating 
Co., Memphis 


At a recent meeting of the board of 
directors, George A. Graham was 
named president of John H. Graham 
& Co., Inc., New York City. Graham 
has been active for many years in the 
management of the company and in 
addition to his many other duties he 
has been closely associated with the 
rapid expansion of the company’s 
King Cotton Cordage Div. Graham 
succeeds Harold S. Graham, who has 
been named chairman of the board 

Victor A. Mills has been elected vice-president of Welch 
tros. Co., North Chicago, Ill., manufacturer of locks and 
builders’ hardware. Mills was general superintendent of 
the Saeger-Barrows Div. of Yale & Towne Mfg. Co. for 10 
years and following this was factory manager of the Clin 
ton Lock Co., Clinton, Iowa, for 11 years. He will be in 
charge of general operations at Welch Bros. 

Thor Power Tool Co., Aurora, Ill., has begun construc 
tion of a modern new building to house its Indianapolis 
branch operation, reports J. A. Hill, sales vice-president 
The new branch is to be located at 1489 North Harding 
St . The appointment of A. C. Bloomer as executive 
vice-president of the Anco Window Corp., Dallas, Tex., is 
announced. The chief products manufactured by Anco are 
aluminum windows and doo1 

Harold E. Peterson has been named general sales man- 
ager of M and M Wood Working Co., Portland, Ore. Peter 
on joined the M and M home office in early 1954 as assist 
ant to Robert N. Kelly, whose resignation as general 
ales manager was accepted last monht Maynard R 
Andreae, formerly executive vice-president, has been named 
president of Syncro Corp., Oxford, Mich., manufacturet 
of reciprocating motors, jig saws and sanders. Other ex 
ecutive changes and appointments at Syncro: Richard F. 
Eberline, executive vice-president; Wayne A. Andreae, sec 
retary-treasurer; Hobart D. Andreae, vice-president; and 
T. Frazer Carmichael, vice-president 

The opening of a new factory warehouse in Denver, 
Colo., is announced by The Philip Carey Mfg. Co. Located 
at 2210 19th St., it will house a consolidated stock of Carey 
building products. . R. F. Turner has been appointed to 
the newly established position of sales promotion managet 
for The Philip Carey Mfg. Co., Cincinnati, Ohio. Prior to 
his new appointment, he was national sales manager of 
the building products division. 

Two new appointments within the sales organization of 
the Yale Lock and Hardware Div. of The Yale & Towne 
Mfg. Co. are announced. Charles D. Miller as director of 
staple goods sales, will direct all sales of bulk-packaged 
Yale goods in this country, including night latches, pad- 
locks and the Yale residential hardware line. In his new 
position, he will be responsible to the general sales man 
ager Lyle G. Lapham wil! supervise all Yale Lock and 
Hardware Div. sales operations in the north central region, 
including the sales of both staple goods and contract hard- 
ware and will make Syracuse his base of operations. 

The 35th annual fall meeting and chapter presidents’ 
conference of the Producers’ Council, Ine., will be held at 
the Wade Park Manor hotel in Cleveland, Ohio, Sept. 25-26 

Star Expansion, New York, N. Y., manufacturer of fast 
eners for home and industry for over 50 years, announces 
the opening of a Pittsburgh branch office located at 107 
Federal St., North Side, Pittsburgh, Penna. The new Pitts 
burgh branch is the 24th in the nationwide Star Expansion 
chain of stocking offices stretching from coast to coast 


(continued on page 114) 
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Every Gth job... 


is a Gold Bond job 


For the economy minded, 
there are the regular Gold Bond Spun Rock Wool 
semi-thick or mat-thick sizes 


Builders have their choice of 50 different 


brands of mineral wool...the preferred insulation 
yet Gold Bond dealers are selling one job in every 


six. Here's why — 

1. Heavy advertising behind the Gold Bond name 
has led to quick, favorable acceptance by builders, 
architects, and home owners 

2. Gold Bond strives to keep your name, as well as 
theirs, before the public in national advertising, dis- 
plays, literature, and direct mail pieces. It all makes 
selling Gold Bond easy! 

3. Gold Bond is a full line, with full value all the 
way! For quality minded prospects, there is heat re- 
flective double-action Gold Bond TWINSULATION in 


ROCK WOOL INSULATION 


NATIONAL GYPSUM COMPANY 


full thick, or semi thick 


Blankets in full-chick 
Every one is top value, gives you top profit! 
4. Gold Bond is a fast moving line both in sales 
s no longer a need to stock pile 
large q lantines in your warenous Within minutes 
after reaching a National Gypsum Company District 
Office, your order is teletyped to our nearest rock 


and service. There 


lane tor quick delivery 


wool j 
you should be sell 


These are four good reasons why 
yur Grold 


iny the Gold Bond Rock Wool line ( ill y¢ 


Bond representative for details National 


Gypsum Company, Buffalo 2, New 


Gold Bond 


BUILDING PRODUCTS 


BUILDING Propucts MERCHANDISER Circle No. 87 on Coupon, page 130. 

















SOUTHERN SASH OFFICERS, left to right: Outgoing president James M. Green, Palmetto 


Sash & Door Co., 
Waco, Tex.; 


Zuber Lumber Co., Atlanta, Ga. 


Southern Sash Jobbers 
Meet in Memphis 


An optimistic picture of new 
business opportunities for the 
building materials industry was 


presented at the 21st annual mem- 
bership meeting of the Southern 
Sash & Door Jobbers Association 
in Memphis, Tenn. The meeting 
attracted a record attendance of 
360 members and guests 
Highlighting the program were 
three jobber ‘Busi 
ness Know-How Key 
speaker at the meeting was Edward 
F. Longinotti, vice-president of 


forums at a 
Session.” 


Union Planters National Bank, 
Memphis, who termed Operation 
Home Improvement a “365-day 


Santa Claus” and urged jobbers to 
back the program wholeheartedly 

Elected president for 1956-57 
was Ruel Weddington, Waco, Tex., 


who heads Wm. Cameron & Co. 
He succeeds James M. Green, 
president, Palmetto Sash & Door 
Co., Ine., Orangeburg, 8. C. J. W. 


Zuber, Zuber Lumber Co., Atlanta, 
Ga., was named vice-president and 
Thomas Birchfield was reelected 
secretary-treasurer 
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inc., Orangeburg, S. C.; president F. R. Weddington, Wm. Cameron & Co., 
secretary-treasurer Thomas Birchfield, Memphis, and vice-president J. W. Zuber, 


National-American Holds 
64th Annual Meeting 


The 64th annual meeting of the 
National-American Wholesale 
Lumber Association in Vancouver, 
B. C., was the best attended and 


most enthusiastic meeting in its 
history. The two-day business 
sessions were _ interspersed by 


speeches and entertainment. 


A record crowd of over 750 
members and guests acclaimed 
talks by H. R. MacMillan, Mac 


Millan & Bloedel, Ltd., Vancouver, 
who discussed “Trading Relations 


Between the United States and 
Canada,” and “Arthur H. (Red) 
Motley, president, Parade Publi 


cations, Inc., New York City, who 
spoke on “Use It... or Lose It!” 

Resolutions adopted included: 
1, the association endorsed the 
principle of grade marking of all 
lumber; 2, urged the immediate 
discontinuance of the 3% federal 
transportation tax. 

The following officers were re- 
elected for 1956-57: President, J. 
Philip Boyd, J. Philip Boyd & Co., 
Chicago; lst vice-president, Mar 
tin T. Wiegand, Martin Wiegand, 
Inc., Washington, D. C.; 2nd vice- 
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president, Donald R. Meredith, 
D. R. Meredith Lumber, Inc., New 
York City. By by-law amendment, 
the office of secretary-directing 
manager was discontinued. Sid L. 
Darling, who had served in this 
capacity for 20 years, was elect 
ed as executive vice-president. 
Charles J. Fisher of New York 
was elected as secretary. 

The 65th annual meeting of Na- 
tional-American will be held at 
the Mount Washington hotel, Bret- 
ton Woods, N. H., June 10-11, 1957. 


Each Day's Sales 
is a Perishable 


W. R. Kahn, president of North- 
eastern Wholesalers, Inc., recently 
told business men at a luncheon 
in Mamaroneck, N. Y., that “every 
day lost in selling the retail trade 
is a perishable and cannot be re- 


captured or made up in future 
sales. 
“It is imperative,” he added, 


“that sales organizations see that 
no time is lost in making calls on 
the trade.” He further pointed out 
that the retailer benefits from this 
regularity of calls in that he 
learns of new items that are up 
to the minute; his want lists are 
serviced regularly and he doesn’t 
run out of stock as frequently. 

Northern Wholesalers, Inc., spe 
cializes in calling on lumberyards 
in the east. Kahn presented the 
hardware wholesalers’ point of 
view and was supported by statis- 
tically tabulated sales for 32 men 
over a period of five years. 





HUPFAKER'S, INC., distributor of Schlage 


locks and other builders’ hardware in the 
southwest, has occupied a new building at 
145 East Zavalla, San Antonio, Tex. At build- 
ing's entrance are, left to right, general 
manager Leon C. Arnn, president Raymond 
H. Stahl, secretary Forest C. Frazier and 
treasurer Milton R. Stahl. 
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Barn Door Hangers 


: d Track 
H = Tr _ 


WAREHOUSES GARAGES STORES 








Order the right size track and 
hanger for any SiZ@ GOOr FroM _  Easy-setting rw 423 hanger 


is designed for barn doors 
weighing up to 300-lbs. Roller 


. 
one reliable source ... PR -\/___ bestine- Later apd veruca 
cleaning type track is weather 
and bird-proof. 


im 


RICHARDS-WILCOX— is the one, all- ) 
important name you need to sell build- is a 





ers and contractors. They know door 
hardware from R-W gives superb 
service year after year —even on doors 
weighing over a ton! Each part must 
meet rigid, quality-controlled stand- 


ards, from raw material to finished are = 
product. That’s why you can recom- 
mend R-W with complete confidence. 


And more than 75 years of manufac- 

turing experience backs you up. For all doors weighing up to 
300-lbs., and 1% to 2 -in 
" 3 P thick, R-W No, 20-2 Hanger 
_A "Glide-Ride” For Doors That Slide! is a top performer. Roller 
‘ : bearing steel wheels. Lateral 
and vertical adjustments, No. 
31 Lock Joint Trolley track is 
available in 4, 6, 8, 10 and 

2-ft. lengths. 


0 orm 
on dcioelibst vad 


0 ——— a 
| | 2 


“"EaR-Way” Track and Trolley — Noiseless, smooth, ef- | 
fortless in operation—the No. 239 ‘‘EaR-Way”’ track is 

designed for barn, garage and other doors weighing up 

to 200-lbs. Ears, spaced on 12-in. centers, are attached 

to walls by lag screws. Bosses hold track away from ’ 
the building, allowing free passage of air, and prevent 


ing rust. No. 346% B hangers have ball bearings with 
vertical and lateral adjustments. 


MANUFACTURING COMPANY 
"A hanger for any door that slides’’ 


226 W. THIRD STREET, AURORA, ILLINOIS © Branches in Principal Cities 


SUDING DOOR HANGERS & TRACK + ELECTRIC DOOR OPERATORS «+ FIRE DOORS & 
FIXTURES + INDUSTRIAL DOORS & EQUIPMENT + INDUSTRIAL CONVEYORS & CRANES 
SCHOOL WARDROBES & PARTITIONS 
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ACME BUILDING SUPPLY CO. booth at the Meridian Home Show in Meridian, Miss., drew thou 
sands of spectators who stopped by to admire Acme's champion building materials and the champion 
bull. The bull, OK Gold Pilot 5th, is owned by Jack Malone, owner of Malone Ranch and also 


president of Acme 


With OK Goid Pilot 5th above are, right to left, Maolne, Clyde Brooks, director 


of sales; J. L. Daniel, manager, retail department, and W. H. Davis, Flintkote representative 


Refresher Quiz Winners Receive Prizes 


[wo hundred and eighty-six lum 
beryard employes were awarded 
prizes in the Third Annual Re 
fresher Quiz recently completed by 
the Lumber Dealers’ Merchandis 
ing Institute, St. Paul, Minn., re 
ports R ki, Saberson, director 

Three Grand Prize winners re 
ceived Stratocruiser trips to lum 
in the Pacific north 
west. Winner from the middle 
west were Mr. and Mrs. L. Vernon 
Rogers, Rock Island Lumber Co., 
Ponea City, Okla.; Mr. and Mrs. H 
Kk. Kickul, Botsford Lumber Co., 
Redwood Falls, Minn., and Mr. and 
Mrs. Ed Dahlen, Standard Lumber 


her ope rations 


0., Nis Wit Minn 

Three dealers and their wive 
from 11 western states received 
educational trips, by plane or 


train, to the Twin Cities, where 


tours include plants of Wood Con 





version Co., Cloquet, Minn.; And- 
ersen Corporation, Bayport, Minn., 
and Rilco Laminated lroducts Co., 
Albert Lea, Minn. Itinerary of 
winners in the Pacific Northwest 
included Weyerhaeuser mills and 
tree farms in the Seattle-Tacoma 
area and Pack River operations in 
the Inland Empire. Fifty merchan 
dise prizes and 230 awards of merit 
went to winners in various parts 
of the country. 

The Refresher Quiz is conducted 
annually by the institute. An- 
swers to the questions are found 
by reviewing worksheets 
weekly during the preceding year 
as a part of the personnel training 
program conducted by the insti 
tute. Nearly 4,000 quizzes were 
judged and graded in this year’s 


issued 


quiz 


| ee Cher any. oe 
2) ome 
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EXECUTIVES of local firms in the building field donned work aprons of the Charlottesville 


Lumber Co., Inc 


Charlottesville, Va., to watch Mayor Weinberg sign @ proclamation launch 


ing a year-long Operation Home Improvement campaign, which they are sponsoring. Stand- 
ing behind the mayor are, left to right, Lewis W. Harrison, E J. Martin, W. A. Barksdale, 
committee chairman, William R. Stott, R. A. Saunders, Fred W. Early and Donald G. Heyne. 
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Book Gives Handy Data 
On Lumber Grades, Uses 


To help consumers select the 
proper grade lumber for their spe 
cific needs, the University of Illi- 
nois Small Homes Council has is- 
sued an eight-page circular that 
gives the essential facts about lum- 
ber and its use in construction. 

Object of the illustrated pamphlet 
is to clarify various terms so the 
consumer can order lumber more 
intelligently. Described in the book- 
let is the formula for determining 
the board-foot volume of lumber 
and how moisture affects the qual- 
ity and strength of lumber. Also 
discussed are the various types of 
lumber commonly used in homes 
and the relative desirability of 
various species of wood. 

The pamphlet can be used in 
homeowner clinics to help lumber- 
men explain some of the problems 
encountered when improperly dried 
lumber is used in construction and 
to acquaint students with the vari- 
ous grades of lumber. 

Single copies of Selecting Lum 
ber are free from the Small Homes 
Council, University of Illinois, Ur 
bana, IIl., until Sept. 1. After that 
date they will be 10¢ per copy. 


Lumber Men Form 
Mortgage Firm 


Lumber dealers of Colorado, Wy- 
oming and New Mexico have or- 
ganized a mortgage company to 
lend money for home building, pri 
marily in cases where other credit 
is not aVailable. Herbert H. Hast, 
Denver, president of Hast Lumber 
Co. and president of the Mountain 
States Lumber Dealers’ Associa- 
tion, is temporary head of the new 
firm, which will be known as the 
Lumberman’s Investment Mort- 
gage Co. 
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ones bemuitibul news ! 
New Histiwood 321 


OH 


... the only 32” asbestos siding 


... in eye-filling two-tone colors . . . with 
Wrap-Around Dura-Shield” Silicone Protection ! 


Y ou’ ve got to see it to beleve 
wood “32” offers your custome! 


tone, surlace protection and | 


Let’s take the last-named ad 
builder and applicator custo: 
across two studs which are 
it over insulation sheathing 
joints nailed into the studs 
And that’s not all! If applicat 
width (as available in the Ha 
required per square. Only 
If your customers use Flintw 
available now in the West a 
units per square 
What colors... and two-tone eff: 
.. light brown... dark gree: 
. and gray. Sidings to plea 
And every individual pane 
Siding is completely protect 
‘ Around” Dura-Shield Coat 
corners... even the nail hole 
gives added protection agai: 
So take F'lintwood **32” fron 
more beautiful... customers 
gratifying. A your Flint 
Flintwood **% iding toda 
THE FLINTKOTE COMPANY, Bu 
30 Rockefeller Plaza, New Yo 


a 


FLINTKOTE 


Style aud Gor Leadon Ainee!90/ 








THE LUMBER MARKET 


All Lumber Softer 
in the Seattle Area 


SEATTLE—Demand for indus- 
trial lumber is good but all forest 
products used in home building 
are soft with the result that the 
overall market is weak. Fir and 
hemlock dimension have dropped 
$2 and other items move below the 
asking price. Upper items are 
steady in price but rather scarce 
for large orders. Plywood is weak 
in all grades. Order 910 is moving 
lumber almost as fast as passenger 
cars. A car shortage has devel 
oped in British Columbia but on 
the American side cars available 
await movement of grain before a 
shortage can be determined. 


Shingles are weak at listed 
prices except for No, 2 perfections 
which move in good volume to the 
Texas market. Red cedar siding is 
weak. Some mills extended their 
July 4th vacations. New lists are 
coming out with some prices re 
duced or at figures below the old 
lists. Pines are soft. No. 3 Pon 
derosa common is down to $76 and 
No. 4 to $68. 1x12, No. 3 and 4 
common is priced at $75 and $76. 
Engelmann spruce is in good de- 
mand with prices steady. 


Inventory of logs in hands of 
mills and loggers as of July 1, as 
counted in commercial waterways, 
reveals an improved supply. Pu- 
get Sound reported 335 million or 
67% more than on June 1. A year 
ago the total was 320% million. 
Columbia River amounted to 882% 
million, an increase for the month 
of 71 million. A year ago the total 
was 303 million feet. Grays Har 
bor reported 89% million which 
was 5% million higher than June 
1, A year ago the total was &9 
million 


Carpenter Strike 
Slows Lumber Buying 


SAN FRANCISCO A continu- 
ing strike of 16,000 carpenters in 
San Francisco, San Mateo, Marin 
and Alameda counties, plus a two 
week strike of 2,000 plumbers 
which ended July 16, has practi 
cally halted all major construction 
projects and appreciably slowed 
down the northern California lum- 
ber market 


Industry spokesmen point out 
the full effect of the strikes, par 
ticularly that of the carpenters. 
will not be felt immediately but 
instead “is a situation that mav 
cause us real trouble in a few 
weeks after inventories have begun 
to pile up.” 
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Tract builders of course, have 
simply halted all new purchasing 
and retail yards are depending 
now on orders from the “do-it- 
yourself” group, the non-union and 
those unaffected by the labor dis- 
agreements. At the same time, a 
number of mills have cleared for 
summer vacations and production 
has dropped below orders. 

Prices are varying, with 2x4 
construction 25% std. bringing 
from $72 to $76 and $77. Studs 
are weak and prices range from 
$62 to $65. Buyers of long dimen 
sion are showing extreme reluct 
ance to pay more than $82-$85 and 
demand for the utility is slow. The 
majority of the mills in northern 
California are handling a “very 
low” volume of fir business and 
2x4 standard and better green is 
bringing only $75 to $77. 


Market Off Slightly 
In the Tacoma Region 


TACOMA Market conditions 
generally appear to be pretty 
much unchanged. Demand is 
somewhat off the normal for this 
season of the year, due in the main 
to a general slackening of con 
struction requirements. Weather 
has been favorable to log produc 
tion. 


Local building appears to be on 
the mend. The building division 
of the city public works depart- 
ment reports that 265 permits for 
a total of $2,383,764 were issued 
in June. This compares with 258 


permits for $1,422,333 for June a 
year ago. 


Market Improving 
At Kansas City 


KANSAS CITY—A slight pick- 
up in production, sales and ship- 
ments occurred in mid-July, follow- 
ing an extended period of dullness 
in which prices settled down a little 
and buyers held off during the soft- 
ness. Retailers still were hesitant to 
buy in light of the economic pic- 
ture, although indications were that 
fall would be active for the construc- 
tion trades. Mills report that de- 
mand chiefly is for mixed cars and 
that orders specify immediate ship- 
ment. Mills have not built up their 
stocks and it has been a little diffi- 
cult to make prompt shipments on 
common items. 

The one definite weak spot in the 
southwestern lumber picture has 
been in the finish and upper grades 
of lumber. Mills found that many 
regular users of C & Btr. grades 
have been shifting to fir and pon- 


derosa from the west coast pro- 
ducers. As a result of the lag, 
finish prices have shown an exceed- 
ingly wide variation. Some mills are 
quoting C & Brt. yellow pine finish 
at $140 per M, while other prices 
range upwards to $160. Such a dif- 
ference has not been observed for 
many years. 

The weather has turned good and 
mills are beginning to step up pro- 
duction, which had been interrupted 
by heavy rains in the producing re- 
gions. In addition to the slowdown 
in new home starts, school con- 
struction has lagged, a factor that 
has put a damper on better grades 
of yellow pine. 

Most key items of common lum- 
ber held steady at late June levels. 
On No. 2 boards, 1 x 8’s the air- 
dried stock was bringing $85 and 
kiln-dried was about $2 a M higher, 
or at $87 per M, generally. On di- 
mension, 2 x 6’s in 14 and 16’ 
lengths sold generally at $88 and 
2 x 4’s and 2 x 8’s were selling at 
$87. 


Few Market Changes 
Reported at Baltimore 


3ALTIMORE—tThere has been 
little change in this area in either 
the southern pine or west coast 
fir markets. Wholesalers say that 
there is a very slight tendency 
toward firmness, but nothing to 
get excited about. Competition is 
reported as extremely keen, and 
profits have been cut to a bare 
minimum. 

Several very reliable sources 
maintained that a few dealers 
have been forced to sell shipments 
at cost in an effort to hold some 
of their customers. This condition 
has been greatly aggravated in 
the southern pine and oak flooring 
markets by some mills selling 
direct to contractors. This situa- 
tion has caused great concern in 
this area for the past several 
years, and as yet no satisfactory 
solution has been advanced. 

Reports indicate that the num- 
ber of transit cars of fir coming 
into this locality have been dras- 
tically reduced in the last two 
weeks. Whether this is due to the 
disputed ICC ruling or simply to 
poor market conditions is a matter 
of much debate. 

Pricewise, dimensional fir in the 
construction grades with up to 
25% of the standard grades can 
be had here for around $109 per 
M. Southern pine continues to 
range from $85 to $92 per M for 
most items. The only really strong 
item in either market is fir tim- 
bers, which have been very firm 
right along. Oak flooring is ex- 
tremely weak, and some carloads 
of the select white oak flooring 
can be had here for as little as 
$198 per M. 
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DRADLEY'S Cofrccstie ix Mausjaciaiw 
Bunge You te Freel iw... 


ARhANSAS SOFT PINI 
OAh FLOORING 
OAhR SPECIALTIES 


Large scale modern plant, established standards 
of manufacture in product refinement, respon- 
siveness to each dealer’s own requirements. . 

these are the advantages Bradley affords you 
through its superior mixed car service. Check 
and call us now for ARKANSAS SOFT PINE 
Paneling, Stain-like Interior Trim, Finishing, 
Stair Treads, Flooring, Sheathing, Shiplap, 
Boards, Dimension; OAK FLOORING Straight- 
line Standard Strip, Unit Wood Blocks, Random 
Width Plank—each finished or unfinished; OAK 
SPECIALTIES in Trim, Mouldings, Thresholds, 
Stair Treads, Risers, Glued-up Panels. 


BRADLEY LUMBER COMPANY 


of Arhansat 


WARREN, ARKANSAS 
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Lumber Prices at Press-Time i..sii 





Vox 4. V.G. Clear All Heart > ty -4 
. ‘ . * * . ‘ ¢ * j . 

The following index is intended merely as « check on buying practices. It is « compilation i : ey a ~ + va a 
and average of mill prices at press time and should not be considered as current on the day x 6 V.G. Clear All Heart 125.00 
the magazine is received. The prices should be useful in ——— market trends and as « , J Se ye “ tel by 4 

, t . ax G. Clear ear : 
check on purchases meade approximately ten days before receipt of the magazine. iY, 6 VG. Clear All Heart 167.00 
%x 8 V.G. Clear All Heart 194.00 
%4x10 V.G. Clear All Heart 720.00 
DOUGLAS FIR WESTERN PINES %x12 V.G. Clear All Heart ae 236.50 
, Note: A grade V.G. Redwood Siding $5.00 less 
Vertical Grain Flooring Ponderosa Pine for '/o, % and % in above sizes. 
BL Btr Cc D 5/4 RW 
x4 70.00 169700 106.00 Selects and Finish 
S?2 or 45 4/4 RW 6/4 RW B/4 RW 
Fiat Grain Flooring ‘ 46 i 2756.00 2970.00 300 00 ix 4 Clear Heart S45 175.00 
“4 45,00 140.00 100.00 Gis 235.00 245.00 255.00 ix 6 Clear Heart 54S 202.50 
xb 65.00 160.00 120.00 Shop, $25 ix 8 Clear Heart $4S 222.50 
No. | No.2 \x!0 Clear Heart $45 235.00 
Drop Siding 5/4 42.00 110.00 ix!2 Clear Heart S45 250.00 
xh (Pat, $¢10¢ 165.00 150.00 110.00 6/4 4.00 114.00 
xh (Pot. #116) 155.00 180.00 11000 Commons, $2 or 45 
2484 No.3 No.4 
Ceiling x8 RI 1.00 76.00 68.00 
Yer4 12500 120.00 75.00 x12 RI 8.00 0 66.00 oe ne ee 
4 115.00 110.00 75.00 idaho White Pine 
Boards and Shiplap and 2"' (Green) Selects 52 of 45 P P i tv10 
¥ x6 xe iv 
nb 1x8 WxiQ Sx? C&Br. PR 275.00 310.00 310.00 320,00 
Construction 69.00 68.00 70.90 74.00 DOR 255.00 266.00 265.00 275,00 
Standard 67.00 64.00 64.00 71.00 
Utility 66 00 57 00 57 00 62.00 Commons, $2 or 45 as ia WESTERN HEMLOCK 
Construction Dimension x6 60.00 150.00 108.00 Vertical Grain Flooring 
2 ‘ r @ 20) lata 70.00 160.00 107,00 BLBtr. e oD 
2x 4 79,00 79.00 80.00 76.00 76,00 Sugar Pine x4 150.00 145.00 90.00 
2x 6 78.00 8) .00 a2 Of 83.00 82.00 Selects $2 or 4S 
y 87.00 41.00 00 79.00 79.00 4/4 6/4 6/4 8/4 Fiat Grain Fooring 
2x10 83.00 £3.00 82.00 80.00 80.00 C&Btr, R 310.00 310.00 320,00 \x4 135.00 130.00 0.00 
2x1] 197.00 7900 81.00 85.00 86.00 D RI 265.00 265.00 275.00 ix 140.00 135.00 105.00 
Standard Dimension Shop, $25; No. |} No.2 No.3 Drop Siding 
7x 4 4 y 40 A 00 7' 00 71.00 &/4 52.00 122 Of a0 .0C ine (Pat. 3106) 135.00 130.00 oy | 
a Se 6m 100 78.00 = 77.00 6/4 52.00 122.00 80,00 ixo (Pat. 116) 135.00 145.00 %% 
ay x 4o 14.00 74.00 74.00 
2x10 78.00 76,00 77.00 75.00 75.00 Ceiling 
al 14.09 ) 60 8.00 81M —_ You 110.00 105.00 70.00 
Utility Dimension r/! only 1x4 115.00 110.00 90.00 
ty 4 660 J OAK FLOORING Boards and Shiplap and 2" (Dry) 
xf 53.00 Clear Plain aE Ixéb x8 ixl0 x12 
zx 8 51.00 B4x2'/, Mx! x2 ax Construction 74.00 76.00 75.00 78.00 
2x10 44.00 White 205 .00 18.00 190.00 175.0 Standard 67.00 69.00 67.00 72.00 
42. Red 217.00 35.0 170.00 = 175.06 Utility 60.00 62.00 §2.00 61.00 
A ‘ ‘ lu ber ) : 
Sel Plain Construction Dimension 
Wh ite 13.0 10.06 80.00 165.00 12 14° 14" 18° 20 
Red 205.00 175.00 180.00 165.0 % 4 a0 00 80.00 80.00 80.00 80.00 
#t! Com 2x é 80.00 80.00 80.00 80.00 80.00 
RED CEDAR SHINGLES ie ic, here “aie 2x 8 80.00 80.00 980.00 80.00 80.00 
White 165 00 145.00 168 18) ! 0.00 2x10 80.00 80.00 80.00 80.00 80.00 
Royals Red 3,00 3.00 165.00 150.00 2x12 20.00 80.00 80.00 80.00 80.00 
N 24 4/2 16.00-16.25 #2 Com 
" ‘ “ 7 : 9.50 0 S a n White & Red. 80.0 ‘0 ¢ ~, at of Standard Dimension 
’ "7 , a eos Sa - 2 «4 75.00 75.00 77.00 75.00 75,00 
Perfections ti Com. & Btr x 6 75.00 75.00 75.00 75.00 75.00 
N { §/2\/4 12.50-12.75 Shorts 2x 8 75.00 74,00 72.00 72.0 1h 4 
No. 2 4 6 /2/ as 0 \/ 100 70.00 05.00 90.00 2x10 74.0 74.00 73.00 74,00 77 
No, 3 s/h hg , 2x12 7200 72.00 73.00 74.00 77.00 
KKK , _ iiasieaioate Utility Dimension r/I only 
N t 6/2 1100.11.28 2x 4 0.0 
No. 2 o 6/2 5.75- 6.00 2x 6 yf 
' ; j &/? ‘ 4 
nas SOUTHERN PINE 2 3 53.00 
lilt Vertical Grain Flooring 2x12 53.00 
BABtr 4 D 
\x4 230.00 215.00 150.00 
WESTERN RED CEDAR Fiat Grain Flooring 
Prices for red cedar siding in mixed cars, new \x4 60.00 150.00 110.00 
bundling 6’ to 15’ are \xé 65.00 155.00 110.00 7 —E 
8 led Sidi ! ch 
evele iaing, ‘/; i" Clear wae op” Drop Siding 
%y by 4 inch 95.00 95.00 65.00 x6 #2106 0.0 60.00 120.00 
y by 5 inch 100.00 100.00 60.00 ined ile 0 60.00 120.00 
VL by & inch 105.00 100.00 9.00 
i t Y 8 inch 135.00 130.00 110.00 Boards & Shiplap on ENGELMANN SPRUCE 
xb PL] 1x10 ¥ 
Clear Bungalow Siding, % inch No. | (0 grade) 120,0C 20.00 120.00 178,00 Boards and Shiplap (dry) 
8 inch 175.00 170.00 430.0 ag vy Ele oy ee 
10 inch 195.00 190.00 160.00 NO eszes ; , No. 28tr 110.00 115.00 106.00 116.00 
12 inch 225.00 220.00 175.00 No. | Dimension (Dense) No. 381 84.00 88.00 84.00 88.00 
Finish, 6 and Btr. $2 or 45 12 4 é 8 20 , . 
sto é’ or Rough sabres 2x 4 98.00 98.00 101.00 120.00 125.00 No. | eer ? 16" 18° 20° 
ix 8 195.00 gs 6 os ee te ie ae % 4 20,00 80.00 80.00 80,00 80.00 
2x 7.00 79 77.00 117.00 122.00 78.6 81.00 82.00 
ixtO 195.00 1 10 OC 000 11600 11200 132.00 2x 6 78.00 78.00 78.00 ) 
tx? 276 90 2ulQ 49 +4 hyo 4 hig «4 py > 4 » a 84.00 97.00 £7.00 82.00 82.00 

é 228.00 2x17 130.00 130.00 128.00 145.00 150.00 a 8 ry ay: ey: ey 
Ceiling or Flooring, 8 and Btr No. 2 Dimension (Dense) oy 4 82.00 82.00 82.00 84.00 84.00 
¥ to 16’ or Longer 2x 4 75.00 9.00 98.00 07.00 112.00 ag oe ‘ 

B&Btr Cc 0 2x 6 90.00 94.00 92,00 104.00 107.0 No. 2 Dimension ’ 16° 18° 20’ 
1x3 135.00 125.00 100.00 2x 6 88.00 90.00 90.0 101.00 106.00 ‘ - 4 
i ao lee RS he Se BR Re Me We kt RS Re ne he he 
«12 x 0.00 7.00 | D 122.00 x 6 ] 
’ t uldi Zz ox 8 7900 78.00 76.00 76.00 76.00 
cnmnun mouldings 6' to 20' odd lengths No. 3R/L Only a3 7700 79 00 7700 0 700 
Listing under 2.00—list plus 35% i Ay x12 14.00 76.00 7600 78.00 70.00 
isting uncer 2 is u K zx 6 734 para 
Listing 2.00 and over ifr plus 0%, 2x 8 71,00 Mills are now grading boards No. 2 and 3 —_ 
Clear Lattice 6/16 « 1%"-—6' to It’ 2x10 71.00 mon. Mills do not grade out No. 3 dimens 
100 lin. ff 1.50 2x12 71.00 as in fir 
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Use high speed 


MODEL 6B 


agree STANDARD HEAVY DUTY—MALLET DRIVE production line 


PUSH BUTTON—AIR DRIVE 
Dependable pneumatic Spotnailer For driving longer heavy-gauge staples 
and pins 


drives heavy pavge staples or pins in 
lengths up to 1'4 inches at high speed, Magazine holds up to 200 fasteners methods on 


SPOTNAILERS NAIL Roofing Sheathing le dozens of 


For Faster - Lower Cost wall Sheathing and Panelling 


NAILING Flooring, Floor Underlayme nailing jobs 


and PINNING ' Shingles, Lath, etc. 
_ hE EEE SRA oe RRR STEN 


Save more 
than 60% 


MODEL AF HIGH VELOCITY on labor 


STANDARD MALLET DRIVE SPOTNAILERS MODEL P AIR DRIVE 


Extremely dependable, medium duty Well balanced tool speeds fastening with 
machine widely used for fastening mil operations with a minimum of operator 
work, floor underlayment, etc. fatigue. 


Your Spotnail Man can 
help you solve tough S} r [NV NLS ane 
fastening problems. Call UD l/s o UNG. Evenston 17 


him now 


Spotnailers 


Circle No. 55 on Coupon, page 130. 


CONVEY IT... 


EASIER FASTER: SAFER FOR FASTER LOWER COST HANDLING 








Eye-catching counter display will sell these 
brackets — on sight! You get free display card 
printed two sides with 5 pieces 2 x 4's to Move flooring, laths, shingles, any building ma- 
make small horse pictured above with your terial with a smooth riding surface, to and from 
order for 16 pair. Strongest, easiest-to-use saws, lathes, in and out of storage and shipping 

brackets available. Ask your jobber or write fast, and at lowest cost, with Standard Conveyors. 
for nearest supplier. Get complete information write for Bulletin 


a ' 
retan $1.50 pow e die Dept. U-8. 


Convenient carton becomes attractive 


display for your window ond counter. STANDARD CONVEYOR CO 
General Offices 
North $1. Paul, Minnesota 
DRAVITY & POWER 


a 
7A Sales and Service in 
cz THOMAS PRODUCTS CO. Principal Cities CONVE oni 


8490 Lyndon ° Detroit 38, Michigan \ 














Circle No. 56 on Coupon, page 130. Circle No, 57 on Coupon, page 130. 
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Planer Attachment 


Retex Sales Co. announces full pro- 
duction of a heavy-duty planer at 
tachment, which converts right-hand 
electric saws with 6” to 8” blades into 
precision planers in a few seconds, it 
is said. With this planer a man can 
do hand planing with ease as the 
weight of the saw prevents riding out 
of the cut, it is said. Cuts 24%” wide 
from 0” to %” deep. Makes straight 
cuts or bevel cuts up to a 45” angle. 
Over-all length of attachment is 20%” 
front shoe is 744” and the fence is 
12%” long. Rotex Sales Co., Dept. AL, 
8305 Sovereign Row, Dallas 22, Tex. 

Cirele No, 201 on Coupon, page 140 








Translucent Plastic Panel 


Kelsunite, a new, translucent plastic 
building panel, reinforced with Fibe 


glas, is now available. Kelsunite al 
lows up to 82% light transmission, it 
is said, Kelsunite has many uses for 
dramatic decorating effects and in 
scores of structural applications-——such 
as a room divider, skylight, patio cov 
ering, et Available in seven stand 
ard and eight awning colors. Two 
finishes are available krinkle, two 
sides; smooth, two sides. Wallace 
Mfg. Co., Dept. AL, 10th & Fayette, 
North Kansas City, Mo 


Civele Neo. 202 on Coupon, page 130 


Aluminum Hardware 


A new line of silent, sturdy Har 
Vey aluminum hardware for sliding 
folding interior door units of wood 
and other decorator materials will be 
displayed for the first time at the 
National Contract Hardware Associa 
tion Show in Chicago, Sept. 9-12, at 
the Conrad Hilton hotel, Har-Vey 


110 


Slide-a-Fold Door Hardware will be 
available in assemblies to accommo- 
date door openings 3’, 4’ and 5’ wide, 
for pairs of single-fold panels of any 
height from cabinet-size to floor-to 
ceiling room dividers. American 
Screen Products Co., Dept. AL, 807 N. 
W. 20th St., Miami, Fla. 


Cirele No. 208 on Coupon, page 1530, 





Tail Gate Loader 


An elevating tail gate for pick-up 
trucks, known as the Weightlifter, is 
available. Of sturdy, reinforced steel 
construction, it closes easily and locks 
itself securely. The operating linkage 
is all out of the way under the truck. 
There are no side posts or protruding 
parts to damage. With a full 650 
pound load, only 20 pounds hand ef 
fort and 16 turns raises the load, it 
is said. The tail gate is operated by 
steel cable and a hand winch. H. §S. 
Watson Co., Dept. AL, 1316 67th St., 
Emeryville 8, Calif. 

Cirele No, 204 on Coupon, page 130. 


Tak-Out Window Equipment 


Zegers, Inc., announces the devel- 
opment of new window equipment for 
double-hung wood windows that makes 
them removable, yet provides efficient 
weatherstripping. Called Tak-Out, the 
equipment for one side of the window 
is a specially designed aluminum jamb 
runway with attached spring balances. 
The runway is backed by a thick layer 
of TK-35, a new, resilient material. 
TK-35 maintains a constant pressure 
against the window and jamb, keeping 
the window tight fitting and weather- 
proof, yet is easily compressed for 
window removal. Zegers, Inc., Dept 
AL, 8090 8, Chicago Ave., Chicago 17, 
Ill 


Cirele Neo. 205 on Coupon, page 130. 
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Hammer Drive Tool 








The Omark hammer drive tool is 
used for light fastening to concrete, 
masonry, concrete or cinder block and 
mild steel. The special ballistic point 
design of the drivepin is said to assure 
easy penetration and a firmly seated 
fastening. The tool can be used for 
many fastening jobs, including furring 
strips, brackets, window frames, etc. 
The manufacturer makes four types 
of drivepins or use in the hammer 
drive tool. Omark Industries, Dept. 
AL, 5001 S. E. Johnson Creek Blvd., 
Portland 6, Ore. 

Cirele No. 206 on Coupon, page 130 





Basement Window Buck 


Introduction of a new steel window 
buck is announced. The bucks consist 
of an inner and an outer shell and are 
available for three sizes of windows: 
15” x 12”, 2-light; 15” x 16”, 2-light; 
15” x 20”, 2-light. The inner shell 
may be interchanged for use in 8”, 
10” and 12” walls. The bucks are used 
(1) where foundation concrete is 
poured above the windows, or (2) 
where concrete is poured to top of 
window only. Gabriel Steel Co., Dept. 
AL, 13700 Sherwood Ave., Detroit 12, 
Mich. 


Cirele Ne. 207 on Coupon, page 130. 


Economy Window Materials 


Economy window materials, a new 
line of low-cost substitutes, is avail- 
able. The new line consists of 36” wide 
rolls for a variety of purposes. Fea- 
tured are Win-O-Glas heavy vinyl 
plastic, Roll-O-Lite white cotton mesh, 
Win-O-Cloth and Econ-O-Pane gal- 
vanized wire mesh in a choice of 4 x 4, 
8 x 8 and 14 mesh. Handy swatch 
cards showing actual samples and 
prices of the economy line are avail- 
able. Sol-O-Lite Laminating Corp., 
Dept. AL, 4301 W. North Ave., Chi- 
cago 39, Ill. 

Cirele No. 208 on Coupon, page 150. 
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Another big-selling cedar product from Giles & Kendall 


for do-it-yourself customers! 


KNOCKDOWN CEDAR CHEST UNITS 


made of genuine “Jennessee aromatic red cedar 


* strong promotional 
item to draw new 
customers. 

* across-the-counter 


You'll make the 
sales because... 


* customers want additional 
storage space that is moth- 
proof and handsome. 

* this is genuine Tennessee 
aromatic red cedar. 

* customer saves about 
$25.00 per chest. 


* anyone from 12 to 
70 is a potential 
customer. 
* only a screw driver 
is needed. 


\( 


CEDARCOA: A 


CLOSET aL! 
LINING Ja 


Another Giles & 
Kendall favorite 

with the handy 

man. Manufactured 
from the heart of 
red cedar, already 
tongue-and-grooved 
with matched ends, 
available in different 
lengths and widths 
Goes on over exposed 
wall studs, plaster 
wallboard. Free 
8-page illustrated 


This is a beautiful, completely milled out and guide booklets ready 
sanded cedar chest from the heart of genuine 
Tennessee aromatic red cedar Carefully 
selected for fine appearance and sturdiness 
it 1s solid %" cedar, with 5-ply panel top thet 
will not warp of crack. Each unit is complete 
with all hardware, push button lock, brass 
ferrules, Size, 20° « 20° « 47 


* good gift item (esti- 
mated 50% of sales 
ore for gifts). 

* sells steadily the 
year ‘round. 


item, packaged to 
take home. 

* nationally adver- 
tised in Living for 
Young Homemakers. 


for your imprint. Free 
warranty against moth 
damage available with 
each completed job 


GILES & KENDALL. COMPANY 


Box ‘'F'’ Huntsville, Alabama 


Circle No. 58 on Coupon, page 130. 





famous 


FOR GIVING MORE 
THAN DUTY REQUIRES 





’ : 
22S DE PDessewa* 


cccn  [-~ MOUNT ERR 


PECAN 


3-DIMENSIONAL 


RAISED LETTERS add Charm 


and Prestige 


lo your business. 
: Hardwood 


Designs are tailor-made to individual Flooring 
needs ... no two alike... at 
down-to-earth prices. Letters are 
custom-cut out of lifetime laminated 
board, impregnated with HD16, the 
finest weatherproofing known. 
Substantially finished with three coats 
of baked-on-enamel to a colorful 
tile-like lustre. All letters are shipped 
complete with rust-proof attachments 
for quick, easy installation. For details: 


Supply your customers with Mt. Vernon Brand flooring 
Each strip is quality-made from choice timber, and 
scrupulously graded to give beauty and endurance 
beyond the call of duty. Available in three popular 
species, Mt. Vernon flooring is NOFMA certified and 
meets every residential, commercial and industrial re 
quirement. Let Mt. Vernon Brand build sales—and a 
reputation for quality—for you today 


ALSO BAND SAWN HARDWOODS. Write or call 








Send for Catalog No. 58. 
ae ieee @ ee the, ete) i ite) 7 wa 4 2 


MOBILE RIVER SAW MILL CO., INC. 


Alabama 





129 W DLAWN AVE 


Circle No. 59 on Coupon, page 130. 
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Mohawk 


om 





EXTERIOR 





DOORS 


NOW PACKED 


with 


Mopak 


Mopak protects Mo- 
hawk exterior doors 
against damage in 
shipment, against 
dust, dirt and weath- 
er. You are assured 
safe, clean arrival of 
quality doors that are 
ready for display! 


Our dealers’ sales records prove 
Mohawk high quality Interior 
and Exterior flush doors in- 
crease sales and profits. 


Other Mohawk Features 


You get prompt delivery with our own truck vans on 
all Mohawk Doors. Available in hollow warp-free or 
solid cores with Oak, Birch and Philippine Mahog- 
any faces. All faces are selected for grade, and 
mouldings on lighted and Decorator doors are of 
matching wood, 


{LWAYS ASK YOUR DISTRIBUTOR FOR 


MOHAWK FLUSH DOORS ih 


212 W Ewing Ave 900 $. Second $* 
SOUTH BEND, Int SUNBURY, PA 

















NEW PRODUCTS 
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New Building Material 

A new building material, GPX Yellow, a medium density 
plastic-surfaced plywood designed to speed construction 
finishing and cut costs, is available. GPX Raga is said 
to be ideal for all utility uses where edges aie not exposed 
to weather and is specifically intended for use where paint 
ing is indicated. New GPX Yellow is made in standard 
size 4’ x 8’ panels in thicknesses ranging from 5/16” to 
1%”. Georgia-Pacific Corp., Dept. AL, Equitable Bank 
Bldg., Portland, Ore. 


Cirele Neo, 209 on Coupon, page 140 


Ornamental Steel Columns 

Two new styles of ornamental steel columns are an- 
nounced, Two-post and three-post columns are available 
in modern “V” style in eight foot lengths. Both units ar 
heavy-gauge steel with all welded construction. A heavy 
flanged foot with bolt holes allows the columns to _ be 
securely anchors to any base. Cross braces begin 12” from 
the top, permitting the columns to be cut at any height 
between seven and eight feet. Columns are finished in a 
grey prime coat and can be easily painted. Leigh Building 
Products Div., Air Control Products, Inc., Dept. AL, Coop 
ersville, Mich. 


Cirele No. 210 on Coupon, page 140 


Magnetic Cabinet Catch 


A new magnetic cabinet catch gives balanced pull in 
both planes. The new catch automatically adjusts to 6 
error in both the vertical and horizontal plane and main 
tains complete contact with the strike plate up to the 
point of release, it is said. Balanced power is said to be 
achieved in the new catch by means of an additional phos 
phor bronze pivot point in the front center, which enables 
the catch to maintain an 11 to 15 pound pull. Ajax Hard 
ware Sales Co., Dept. AL, 4355 Valley Bivd., Los Angele 
32, Calif. 

Cirele No, 211 on Coupen, page 140 





SELL HOUSEHOLD HARDWARE 


( begins on page 81) 





of knobs and pulls to prevent marring of the prod 
uct and at the same time eliminates sorting and 
counting at the time the sale is made 


Advertise regularly. Consisient advertising 
is important to give household hardware the sales 
push it deserves. Use small placards inside the 
store listing all the types of hardware available 
Suggest uses for certain hardware items. Use 
part of your overall advertising space to promote 
household hardware. (See American Lumber 
man’s ADservice catalog, page 11 for specific 
mats you can use. If you don’t have a catalog, 
write us at 139 North Clark Street, Chicago 2, 
Ill.) Another idea: use window banners to sell 
fast-moving seasonal items like storm sash hang 
ers for fall and screen door spring hinges in the 
spring. 

Fast movers. Nearly all the household hard 
ware items are fast movers. High on the list are 
storm sash hangers, strap hinges, utility hinges, 
corner braces, barrel bolts, safety clasps, pulls 
and cabinet hinges. Also cabinet knobs; pulls 
and hinges; revolving kitchen units swing-up 
mixer shelves hardware and rolling door hard 
ware, 

Given the proper display and promotion, house 
hold hardware will do a surprising job in stimu 
lating not only the sales of the items themselves, 
but complete home improvement projects 

Help in preparing this article was received 
from The Stanley Works, National Lock Com- 
pany, Washington Steel Products, Inc., and 
McKinney Manufacturing Co. 
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Facia Track Sets 


Three new facia track sets have been added to the 
Lawrence line of sliding door hardware. These sets, de- 
signed for fast, easy installation, are made in three sizes 
for %’, 1%” and 1%” by-passing doors. Each packaged 
set is complete, containing all necessary track, hangars, 
pulls, door guides, door stops and screws. All hardware 
is mounted before the door is hung. Lawrence Brothers, 
Inc., Dept. O-AL, Sterling, Ill. 

Cirele No. 212 on Coupon, page 130 


Acoustic Tile Mastic 


An easy-to-use Acoustic Tile Mastic has been added 
to the manufacturer’s line of adhesives. Roltite Acoustic 
Tile Mastic allows permanent bonding of square-edged 
acoustic tile and other fibrous acoustical and decorative 
materials to plaster, plasterboard, plywood, smooth con- 
crete and other dry, structurally sound surfaces, it is said. 
This new mastic is applied to the material to be bonded 
in spots of about 2” in diameter and 4” thick. Midcontinent 
Adhesive Co., Dept. AL, Grove City, Ohio 


Circle Ne. 213 on Coupon, page 130 





STOP GUESSTIMATING 


(begins on page 58) 





and including only the actual material cost for the 
area materials—fioor, ceiling and roof—we would 
arrive at $1.70 per square foot. This means that the 
decrease in material cost of dwelling #4 should 
only have been $476, not $952. The result is a loss 
of almost $500 in materials alone. 


You may wonder why the actual decrease is only 
one-half the “‘guesstimated” cost decrease. The answer 
is simple. All the perimeter materials are still there, 
footing to cornice, as the perimeters of both dwell 
ings are equal. 


Avoid double loss. Those material dealers who are 
also builders, face a double loss because of the labor 
element. Having to furnish free materials to finish 
a house is bad enough without having to furnish free 
labor to put it together! This is exactly what hap 
pens when using a combined material and labor price 
per square foot. 

In the years that I have been conducting estimating 
classes, whether with groups at their own place of 
business, college courses attended by material com 
pany personnel or in lectures, I have never missed an 
opportunity to expose the dangers of this overall 
square foot menace that has been, and still is, so well 
publicized. 

For the preservation of our industry, it is my hope 
that all men who know that the square or cube foot 
method of estimating is all wrong, will rise up in a 
body and through publications, illustrations, lectures 
or any other medium do everything possible to broad 
cast the fallacy of this method. 

I would request those who offer stock plans to 
designate square foot areas as “livable space” and 
not as “estimating data.” Let’s do everything possible 
to discourage any method or data that leads the men 
of our industry down the easy road to nonprofit sales 

In discouraging the use of the overall square-foot 
method of estimating, I am not encouraging the use 
of the itemized list either. This is only necessary 
when the job is in your pocket, as there are approved 
methods and tools available that are based on sound 
principles to give you the same result. Good man 
agement and accurate estimating are the foremost 
essentials for a healthy and profitable retail build 
ing materials business. I believe that good manage 
ment will see to it that estimators are provided with 
the proper methods and tools to give their customers 
the service they expect in quick and accurate esti 
mates. 
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YALE HAS. THE PRODUCTS 


AND THE DISPLAYS 
THAT SELL THEM FAST! 


#5200 
TUBULAR LOC 


DISPLAYS 


FREE! SEND NOW! 


Write for valuable booklet 
D The Key to Selecting Tubular Locks 
Ay GOA, THE YALE & TOWNE MFG. CO., 
asl ~ Lock & Hardware DIV., White Piains, M. ¥ 
, VALE #6G US PAT OFF 


Mm YALE & TOWNE 
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take a 
good look at 





one of 10 woods from the 


WESTERN PIN 2 region 


Extremely light and strong for its weight, smooth and 
soft-textured, straight-grained —Engelmann Spruce has 
a wide range of uses from rough construction to fine in- 
terior finish. Its nearly-white color, small knots, ease of 
working suit it for paneling, moulding, window frames 
and built-in furniture. 


Engelmann Spruce comes in 3 select, 5 common, 4 dimen- 

sion grades. You can order it in straight or mixed cars— 

together with other woods from the Western Pine region 
from most Western Pine Association member mills. 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


ENGELMANN SPRUCE 
LARCH 

DOUGLAS FIR 
WHITE FIR 

INCENSE CEDA2 
RED CEDAR 
LODGEPOLE PINE 


the Associated Woods 


get the facts PAT AAA 

to help you sell FLA) OF UU 
write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 

Yeon Bidg., Portland 4, Oregon 

TODAY'S WESTERN PINE TREE FARMING GUARANTEES LUMBER TOMORROW 


Cirele No. 61 on Coupon, page 130. 





114 


Carpenter's Vise 

A new aluminum carpenter’s vise for home work- 
shops is known as No. 1655. It has 5” x 5” aluminum 
alloy jaws. These open 3%” to hold 2” x 4” wood 
securely. The vise can be clamped virtually any 
where, fits today’s popular 24” bench tops and its 
horizontal and vertical jaw faces easily hold work 
in any position, it is said. Weighs 2% pounds. The 
Columbian Vise & Mfg. Co., Dept. AL, 9021 Bessemer 
Ave., Cleveland 4, Ohio. 


Cirele No. 214 on Coupon, page 130 


Idea File Sheets 

A series of “Idea File” sheets describing suggested uses 
of Lascolite fiberglass panels are available free upon re- 
quest, Planned to assist in promoting Lascolite panels and 
allied do-it-yourself materials, these sheets feature de- 
signs developed by prominent architectural designers. 
Lynch Asbestos Co., Dept. AL, 2939 S. Sunol Drive, Los 
Angeles 23, Calif. 
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What's Your Answer? 


What's Your Score? 9 or 10 correct: 
Ercellent! 7 or 8: Good. 5 or 6: Fair 


(Answers on page 129) 


1. What are the pitfalls of “guestimating” a job? 


2. What sales tools are available from The 
Ruberoid Co. to spur home remodeling sales? 


3. How does Builders Emporium animate its elec- 
tric light bulb displays? 

4. What is one of the lumber dealers fastest 
shrinking markets? 


How did Warington Lumber Co. cut its order- 
filling time in half? 


i Y 


6. What's Tenex? 


What two factors figure prominently in in- 
creased household hardware sales? 


~~ 


8. What's new in wood preservative promotion? 
9. How do dealers compensate their salesmen? 


10. What's the development in adding 


machines? 


newest 























COMPANIES ANNOUNCE 


(begins on page 100) 








Wilbur J. Wright, vice-president of the M. B. Farrin 
Lumber Co., Cincinnati, Ohio, retired last month with a 
record of more than 50 years in the lumber business. His 
experience dates back to 1901 when he started working 
for Samuel H. Taft in the retail pine and hardwood busi- 
ness. On Jan. 1, 1908, he started to work for Farrin, where 
he has completed more than 48 years of continuous service. 

Bob Kirkman recently resigned as manager of the Strand 
Garage Door Div., Fenestra, Inc., Detroit, Mich., to become 
southwestern regional manager for Taylor Made Garage 
Doors, Inc. Kirkman will make his headquarters in Dal- 
las, Tex. .. . Appointment of Bernard “Barney” P. Mec- 
Guire to head up its Micarta Div. is reported by United 
States Plywood Corp., New York, N. Y. 

The Lofstrand Co., Rockville, Md., recently acquired by 
the New York Wire Cloth Co., York, Penna., one of the pio- 
neer manufacturers of insect wire screening, will be de- 
veloped as specialists in metal fabrication for government 
and industry. “The resources of New York Wire Cloth 
Company, including its research and market development 
staffs, will be used to develop Lofstrand’s present commer 
cial products and to introduce new lines,” stated president 
Louis D. Root. Jr. 
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Patio Kit 

The new Kool-E-Kit comprises cor 
rosion-resistant steel tubing, metal 
wall brackets, lag screws, bolts and 
full instructions. The unique patio kit 
is designed for use with Alsynite 
translucent fiberglas panels to match 
the color scheme of the home. Wooden 
cross-members can be supplied by the 
dealer. Metal brackets are attached 
to the existing wall, with tubing form 
ing the patio framework. Alsynite 
Company of America, Dept. AL, P. O. 
Box 335, 4654 DeSoto St., San Diego 
9, Calif. 


Cirele No. 216 on Coupon, page 150, 


Safety-Level 

A new self-leveling ladder attach- 
ment is announced. The unit, called 
the Safety-Level, adjusts itself to any 
terrain hydraulically, says the manu- 
facturer. The Safety-Level ladder at- 
tachment comes equipped with safety 
grip feet, which can be used on the 
rubber pads for hard surfaces or can 
be set with the safety spike protrud 
ing for use on loose ground. The Safe- 
ty-Level is constructed of aluminum 
and brass. Eden Enterprises, Inc., 
Dept. AL, 2000 E,. Eden Place, Milwau 
kee 7, Wis. 
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Screen & Storm Door Latch 

Only two holes are required to in 
stall a modern bore-in screen and 
storm door latch, reports the manu 
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facturer. It is designed for applica- 


tion on narrow rail doors fron 
? 


1%” thick and the back s¢ 


F to 


only 


1%”. The latch can be used on eithe 


wood or aluminum doors and 


ex 


posed trim parts are non-rusting alu 
minun.. The Shelby Spring Hinge ¢ 


Dept. AL, Shelby, Ohio 
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Shelf Support Assembly 


A new packaged K-V shelf support 
assembly contains everything 
for quick installation of supports for 
one to four adjustable shelves of prac box 
thickn 


tically any length, any 


and any chosen material, it 
Sketches illustrating decorative 
and step-by-step, easy-to-follow dire Co., ept 
tions are shown on the outside of the 





with WINTON 


needed 


ne a ad 
Pr rrrrrF 


ca. 


Assembly includes four 
steel strips or shelf standard 

said screws for attaching and 16 heavy 
use duty support Knape & Vogt Mfg 
AL, Grand Rapids, Mich 
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lotted 
16 drive 


From tree farms 
to finished lumber 
65 YEARS OF 
EXPERIENCE 


resources in the picture... 





ASK YOUR WINTON MAN 


MINNESOTA 

Louis F. Huettl, 3100 W. Lake 
Minneapolis lf 

Wm. R. Mordaunt, 3100 W. Lake & 
Minneapolis le 

Fred D. Cool 00 W. Lake St 
Minneapolls tf 

Richard E. Somers, 3100 W. Lake St 
Ainne a lf 


WISCONSIN 
Wendell E. Lenz, Box Wauwat 
James A. Weestrup, Box 4 
M 
IOWA 
Robert W. Hamilton, Box %76 
Mas 
Robert G. Pagenkopf, Box 
SOUTH DAKOTA 
Cart W. Riis, Box 272, Plerre 
MICHIGAN 
J. V. Sharkey, Rox 472! 
Statler 
RR. 1, MeWilllams, Box 9 
onio 
William H. Coombs, Box | 


Theodore H. Gardner, Hox | 
Cincinnati 
James M. Ellison, 316 Marion Bidg 
Cleve 
INDIANA 
John P. Gallagher, Box 3057. Mur 


ILLINOIS 
Leroy RR. Andrews, Box 207. Norma 
Harry WH. Grace, 1554 N. Broadway 
Rm. 2062, ¢ nao 40 
i 


Wayne A. Oliver, Hox 20 Rockford 











you get the finest 


PINES and WHITE FIR 


A dependable source of high quality lumber 
shipped ON TIME and graded ACCURATELY. 


You can depend on stability, experience and 
reasonable pricing from WINTON. The quality 
is high — the kind that keeps your customers 
coming back job after job. We work on the theory 
that unless our dealers make a profit, no one 
can stay in business very long including us 
and this is our 65th year. Draw your own 
conclusions 

What do you need — Ponderosa Pine? 

Sugar Pine? White Fir? 

These are our specialties and we're proud of 
them WINTON quality and uniformity of 
grade gives you the assurance that your 

next shipment will be as well received as the last 


WINTON LUMBER SALES COMPANY 
3100 West Lake Street, — a Age de 
Minneapolis 16, Minn Ly he S 
ALM 
Distributors of Ponder t 
ota Pine, Sugar Pine and 


ie emanaerten 
White Fir Lumber and 5 - all 


Mouldings produced by Ei Mf 


Winton Lumber Co. Martell, California 
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WATER VAPOR BARRIER 


lik 
Richly s 


@ Richkraft is impervious to the 
effects of Fungi. The Kraft sheets 
are treated with special fungicide 
in accordance with Housing Re- 
search Series No. 15 H.H.F.A, 


@ Richkraft is made up of two 
heavy Kraft sheets bonded together 
with Asphalt. This makes it a per- 
fect water vapor barrier. 


@ Richkraft is the lowest cost mem- 
brane capable of meeting moisture, 
vapor and fungus conditions. 


Richkraft is tough! It is easy to 
lay. Two men can do all the 
work needed—Richkraft 65 costs 
less laid down than two layers 
of 15 Ib. felt mopped or 55 Ib, 
roofing. It is clean—no sticky, 
tacky surface for the following 
trades and there is a size for every 
job-— 3, 4, 6, 7 and 8 ft. wide. 


V.A. and F.H.A. accepted 
in tieu of felt membrane 
or 55 th. roofing. 

se aeghpngebeoreonseenrers 

o about other Richkraft ° 
nbn There is a Richkrafe : 
sheet for every pono : 
Reintore ed Water proof ae ig ° 
Richflex Reflective Insu ation, . 
Black Papers and Red a E 
and there 15 Richbeac ( os 
metal corner for both inter 


and exterior corners. 
P 








THE RICHKRAFT CO 
S10 N. Dearborn Sureet 
Chicago 10, Illinois epreoow <r 
Gentlemen Al 


Tell me more about Richkraft 65 and send sampies. 


NAMI 


ADDRESS = 
TOWN 


ZONI STATI 
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Wood Carving Tools 


A plastic handle, hand-forged wood 
| carving set is announced. A six-piece 
| basic set for modeling, stop cuts, slic 
ing, etc., the set consists of the follow 
ing: %” firmer chisel, %” corner 
chisel, 4%” straight gouge, 4” straight 
gouge, 4” front bent gouge, 4” part 
ing tool. Ideal length for maximum 
tool strength and rigidity with cutting 
tip control, says the manufacturer. 
Great Neck Saw Manufacturers, Inc., 
Dept. AL, Mineola, N. Y 
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Cylindrical Lockset 


the ILCO Baronet, 
been specifically de 
igned to provide reliable perform- 
for low-cost residential applica 
Available in all functions, in 
wrought brass, bronze or aluminum, 
the new lockset features solid brass 5- 
pin tumbler cylinder, all steel mechan 
lism, 2%” backset or 5”, if desired. 
It is said to be particularly well suited 
for replacement use, fitting a two-inch 
diameter hole. Independent Lock Co., 
Dept. AL, Fitchburg, Mas 


Cirele No 


To be known a 
|}a new lockset has 


ance 
tions 
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Solid Wrenches 
A diversified line of lid 
in engineers’ double 


2 wrenches 
head, open-end; 


open-end and 12 point 


August 6, 


1956, 


box; and 45° double offset, 12 point 
box patterns. Openings range from 
%” to le” and are accurately ma- 
chined, it is said. All wrenches are 
drop-forged from special alloy steel 
and chrome plate finished. Crescent 
Tool Co., Dept. AL, Jamestown, N. Y. 
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Patrician Hardware 


The I-XL Furniture Co. recently 
commissioned a top designer to pro- 
duce a new style kitchen cabinet hard- 
ware that would harmonize with any 
decor. The result is I-XL’s exclusive 
new Patrician brushed bronze handles 
and hinges, a modified sculptured 
French curve design that fits in with 
any home planning. The manufac 
turer announces there will be no ad- 
ditional charge for the new Patrician 
hardware on I-XL’s Birch-Lure line. 
I-XL Furniture Co., Ine., Dept. AL, 
67 W. Division St., Chicago 10, Ill. 
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Corner-Bending Tool 


A corner-bending tool for 
Wall, the three-dimensional 
wall-covering which simulates brick, 
is available. The 24” long bending 
tool, a 50-watt heater which operates 
on 115 volts, AC or DC, is the exaet 
width of the Decro-Wall panel. Its 
heat softens the plastic at the point 
of pressure, so that the panel can be 
bent to fit a corner of any desired 
angle. National Vacuum Molding 
Corp., Dept. AL, 923 Old Nepperhan 
Ave., Yonkers, Ni i> 


Cirele No. 224 on Coupon, page 
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Portable Photocopier 


4 portable photocopier, designed to 
copy pages of bound books just as 
easily as flat material, is available. 
Weighing only 14 pounds complete 
with cover, the sturdy, all-metal unit 
is finished in Gray-Rite. Simple to 
operate, it produces full-size copies of 
any record—typed, printed, or hand- 
written, on paper, cloth, film, or even 
heavy card stock, it is said. It will 
photocopy by direet light transmission 
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Darmon Tool & Mfg. Corp., Dé nt. AL, 

2664 Park Ave., New York 51, N. ¥ : * , 
Cirele No. 228 on Coupon, page 130 itively jointed and mechanically lock 

ed. Integral fin for nailing directly 


. we are bas or “a + t to sheathing makes it economical t 
or by reflected light. Remington Rand, Vent-View Window iactall, VensView i6 neatielia qth 


ia are ans ‘ ne Set A The Vent-View all-aluminum vented standard Thermopane for the fixed 
a spt ap =tsltone ~ Sot ate picture window is said to be easy to lites, separate screens, available for 
Cirele Ne. 225 on Coupon, page 130. install and offers a flexible ar range vents. Wisco Aluminum Corp ‘ Dept 


g4 sory A ge Se a 


ment of stationary lights and vented AL, 300 “A” St., Detroit 16, Mich 
lites. All aluminum members are pos Circle No. 229 on Coupon, page 130 


Patio Covers | i —— oe 

The new Aerolux patio cover is : — Ge Ga 
made in four standard projections Pie Pp d wh ib at aN. | 
6’. 8, 10° and 12’ and in any width ae eee ro uces wm id wi ’ 
needed, The same wide louver used in 


¥ 
Aerolux awnings and canopies is also i, 49 p fit p S F 
the main component of the patio cover ¥, ro ! er q. t. 


Available in any combination of nine 


Dura-baked enamel colors, Aerolux j of floor space! 
vatio covers are ready to assemble Display Stand at 
and install. Awning Div., Consolidated \ (Based on 2'/2 times turnover per year) NO CHARGE 

General Products, Inc., Dept. AL, P with Initial Order! 


0. Box 742, Houston 6, Tex.” | |. The ROPE RETAILER 
with Famous WATERBURY 
“BLUE MARKER” Manila Rope 


rounaeo * Takes up only 3'/ sq. ft. of floor space... 
1816 attractively displays the six sizes which 
sell — '4", 4”, Ve", Ar”, Ve”, V0". 
* The only customer packaged manila rope on patented 
continuous reels, ready to sell in packaged and cut lengths. 


Paint Roller Covers *& Eliminates coil rope — reduces handling to a minimum. 


Seamless paint ro ers are ; : , 
tmieses paint roller covers are an *& Saves valuable storage space — six '/2 coils require 


nounced. The seamless cover applies ~ 
a more uniform, unbroken path of 4 times as much space. 


paint to the surface and eliminates 


gaps and thin spots, it is claimed. The BIGGER TURNOVER * STEADY REPEAT BUSINESS 
coyers are produced by mechanically SMALLER INVESTMENT 


applying a tight-knit seamless sleev« 

of scientifically selected fabric to ar - 
adhesive-coated, solvent-resistant core. Sells MORE Rope! Makes Higher Profits! 
Both are then bonded tightly together, 

thoroughly heat cured and finished Ask Your Wholesaler About the WATERBURY 


perm a Bee ‘ on ag AL, S600 ROPE RETAILER or Write Direct for Nearest Distributor. 


meen, §~WATERBURY COMPANY : 


A new linoleum knife, the No. L-30, ie 88 WALLABOUT Shida 


with a replaceable blade, is announced ; 

Featuring a non-skid, sure-grip safety e 

handle my sleek, modern contour styl- tate Bhi eR she BROOKLYN 1, N. a 

ing, the knife is packed in an indi- nae 

vidual box for sate storage between s QUALITY ROPE MAKERS SINCE 1816 
uses. Included in the package is one Re. Spas 

hooked linoleum blade plus five heavy ; “ : eee beck abel en 

duty straight blade Hardwere Div., ¥ oe jee 
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“SER EENZ 
Rollers 


Concave Face 


2 models, for fibre gloss or metal screens 


er ow. 








Standard 2” dia 


For inserting spline into frame ofter 

screening has, been positioned. 

Standard stock sizes are 093, .105, 

125 and .170 width of face 

for fibre gloss roller model, send 
section of channel, screen and 

spline to insure correct size roller 


Convex Face 





Standard 2" dia. x 
1/16" foce 

Primarily used in putting the screen- 
ing inte the frame slot. Can be sup- 
plied with 3/32" rounded edge 






Flanged 








stock size is 2” and 


Stondard 
9/16" width 


1.5/8" diameters by 
of face 


Special sizes on all above tools can be 
made to order, Send specifications. 


HOGGSON & PETTIS MFG. CO. 
BOX 1650, NEW HAVEN, CONN, U.S.A. 
Circle No. 103 on Coupon, page 130. 





® Linoleum Paste 


® Waterproof Cement 
® Asphalt Tile Cement 
® Rubber Tile Cement 
Wall Paper Paste 
Joell Size 

Patching Plaster 
Plaster of Paris 
Crack Filler 
Spackling Compound 
Weod Putty 

®@ Daisy Brush Cleaner 
. and many other Products of Merit 


SOLD THROUGH LEADING WHOLESALERS 
EVERYWHERE 


Consumers Glue Company 
1515 Hadley St. 
St. Loule 6, Mo. 
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Bucket of Screwdrivers 
The success of its No. 319 bucket 
of screwdrivers has prompted the man- 
ufacturer to offer a new assortment, 
No, 329. The new bucket of screw 
drivers contains extra-large size screw 
drivers, with hardened, tempered and 
plated blades. While the original 
bucket contained screwdrivers primari- 
ly designed for homeowners, the giant 
size screwdrivers in No. 329 are made 
especially for the mec hanic. Fuller 
Tool Co., Inc., Dept. AL, 3522 Web- 
ster Ave., New York 67, N.  ¥ 
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Miracle Finishes 


A buy-inviting, help-yourself dis 
play rack for merchandising a line of 
floor finishes and maintenance mate- 
rials is announced. As part of a pack 
age deal, the display is given free of 
charge with a basic order. Included 
with the package are four 3-color cards 
for helping sell the finish. The mer- 
chandiser measures 21” x 13” x 85’ 
and holds 12 quart tins and 6 one- 
gallon tins. American Floor Surfacing 
Machine Co., Dept. AL, Toledo 3, Ohio. 


Civele No, 231 on Coupon, page 130, 


Furniture Hardware 

Furniture knobs and pulls are now 
offered in individual cartons. Pack- 
aged for the do-it-yourself trade, each 


item inside is wrapped in a work 
sheet showing 24 easy-to-make furni 
ture designs requiring several pulls. 


The cartons, made by Gaylord Contain- 
er Corp., are printed in black and red 
with an illustration of the contents. 
With each assortment of five cartons 
of 10 different styles, the dealer is 
sent a colorful counter salesman — a 


August 6, 


even “8 namoware 
» nllrene 








wooden display stand painted to match 


the cartons. Furniture Trim Div., 





Faultless Caster Co., Dept. AL, Evans 
ville, Ind. 
Cirele No. 232 on Coupon, page 130, 
Phillips Screwdrivers 
Maximum sales in minimum space, 


12%” x 10”, is the main purpose of 
a new merchandiser card containing 
12 Phillips screwdrivers. An easel is 
provided for counter display or the 
card can be hung on the wall, Designed 
as a self-selling display, assortment 
No. 357 contains the two fastest-sell- 
ing sizes of Phillips screwdrivers. 
Among the dozen pieces in the assort- 
ment there are five #1 point long han- 
dle and one #1 point stubby handle 
The same assortment is provided for 
#2 point. The Bridgeport Hardware 
Mfg. Corp., Dept. AL, 461 Iranistan 
Ave., Bridgeport, Conn. 
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Free Display Board 

Lineflo Bathroom Beauty now offers 
absolutely free, a 26” x 20” masonite 
display board, highlighting its com- 
plete line of bathroom accessories, to 
dealers. This blue-and-white display 
board features nine representative 
pieces, six surface and three recessed, 
for the merchandising of Lineflo Bath- 
room Beauty accessories.  Lineflo 
Products Co., Dept. AL, 2614 W 
Warren, Detroit 8, Mich. 
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machine by returning the cutting 
FW Pp | : mechanism to rear idle position the 
NEW PRODUCTS instance he relaxes his forward pull 
(begins on page 110) on the carriage. The Spir’Ator safety 
return device is a self-contained unit, 
designed for quick mounting in the 
motor carriage and radial arm of De 
Walt Model GE machine Dewalt, 
Inc., Sub. of American Machine & 
Foundry Co., Dept. AL, Lancaster, Pa 
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Bathroom Cabinet Line cabinets. Cabinet have bullet-type 
T , catches and chromium-plated tooth 
»ne ne Mo ght Bathro . " 
: rhe new line of Moe Ligh Bath brush holder All the sliding door 
Cab nets includes bi th lighted bathroom cabinet have Lucite door 
unlighted units. The shelves of all pulls. Moe Light Div., Thomas Indu 
cabinets sit on embossed shelf tries, Inc., Dept. AL, 410 $ Third St., 
Features include stainl teel on all Louisville 2, Ky 
Wall Jack framed mirrors, heavy-gauge | Cirele No. 238 « 
With the aid of the Proctor wall 
jack, two workmen can lift 2,000-pound 


walls to perpendicular without effort, 

it is said. With its safety stop at- 

tachment, the wall jack holds the up 

right wall firmly in place for nailing, 

moving or bracing even in high winds, oT 
f 


reports the manufacturer. The Proctor 
wall jack is easily rigged to lift beams, 
move walls or as a sationary or port 
table “gin pole.” Weighing only 30 
pounds, the jack is easily portable. 
Proctor Products Co., Dept. AL, 16202 
Sixth Ave., Northeast, Seattle 55, ‘‘has given oS a 


2567-8 | A SOLID YEAR of 


Circle No. 235 on Coupon, page 130 
10-12-15 


connie, | UNINTERRUPTED 
SERVICE.... 


ORLETON te, 77 “NOT A SINGLE MINUTE 
an 
ainahtiaiian LOSS DUE TO BREAKDOWN 
BUY OR RENT OR REPAIR 
aye: FROM THE FIRST DAY 


Window Unit Operator OF OPERATION . « - a 











Curtis Companies, Inc., is announce 
ing a new style deluxe operation for 
use with its Silentite convertible win 
dow unit. A flick of the thumb dis 
engages the operator arm from the 
sash so that the sash may be opened - « »« SO WRITES 
90° for easy cleaning from the inside. A SATISFIED OWNER 
The operator is reversible for either 
right hand or left hand use on case- 


20) 


ment-type openings. The 5/82” thick { This large FLOORING PLANT works LIFTRUK 
ae vee wae brushed chrome finish round the clock. Their Model FK-1$ (15 tons 
po dis ll aier aa ne . ' capacity ) handles 8 foot packages, on all yard 
nanies, Inc., Dept. AL, Clinton, lowa 
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and kiln track handling operation 

Previously, continuous breakdowns had been 
prevalent they report, but since switching to 
LIFTRUK uninterrupted, full-time service is 


assured for the “first ume 


P.&. Additional LIFTRUKS ordered! 


Safety Return Device 

A new safety device for the auto 
matic return of the motor carriage and 
cutting member of its radial-arm 
woodworking machines is announced | 
by Dewalt, Inc. Known as the Spir’- SILENT HOIST & CRANE co. 


Ator safety return device, this spring- | ih el a Blaine 


actuated unit increases operation 


protection from moving parts of th« 860 63rd Street ‘Brooklyn 
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Magnetic Level 
The new, magnetic, torpedo level 
just introduced by Stanley is said to 


leave both hands free to work because 
it is equipped with a lifetime Alnico 
magnet, which holds the tool on fer 
rous surfaces indefinitely. Contact 
with metal surfaces does not weaken 
the magnet, reports the manufacturer, 
Another feature is its three glasses: 
plumb, level and 45°, It is also easily 
handled because of its tapered torpedo 


design. Stanley Tools, Dept. AL, 111 
Elm St., New Britain, Conn. 
Civrele No, 249 on Coupon, page 140 


Central Cooling 








clude flexible frame construction, pre- 
wired terminal box, sponge rubber 
mounting plate and rubber noise bar- 
riers. The Smith-Gates Corp., Dept. 
AL, Plainville, Conn, 

Cirele No. 240 on Coupon, page 130. 





Renew Dull Drills 


Drillmate is a versatile new port- 


rest—for knives, scissor and othe 
small tools—has a novel cam action. 
A second tool rest is the drill holder, 
which accommodates drill bits from 
1/" to %” size. Popular Mfg. Co., 
Dept. AL, 4115 Glencrest Road, Min- 
neapolis 16, Minn. 
Cirele No. 241 on Coupon, page 130. 
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Custom Coler Wood Stains 


The development of 24 different col- 
ors of wood stains to provide a com- 
plete color range for light woods is 
announced. The new wood coating, to 
be known as Maestro Interior Custom 
Stains, includes colors in all popular 
wood shades plus new modern tints 
in reds, blues and greens. Maestro 
tube colorants are employed to pro- 
vide the new finishes. These are add- 
ed to Waterspar Extra Pale Clear Var- 


nish at the rate of two ounces to the 
gallon. The colorants are packaged in 


The Smith-Gates 
tral Cooling 


able sharpening attachment for elec 
tric drills that not only simplifies drill 


Corp. offers Cen 
“a new, inexpensive solu 





tion to attic ventilation, it is said. sharpening but sharpens other small four-ounce, one-ounce and quarter- 
Packaged units, available in lay-down tools as well, it is said. It consists of ounce tubes. Pittsburgh Plate Glass 
or wall type, offer quiet operation and a fine-grain (100-grit), 2” diameter Co., Dept. AL, 632 Fort Duquesne 
easy installation. Central Cooling is grinding wheel with safety wheel Blvd., Pittsburgh 22, Penna. 
available in five sizes. Features in- guard and two tool rests. One tool Cirele No, 242 on Coupon, page 130. 
PONDEROSA PINE — SUGAR PINE 
Trade Mark 


WHITE FIR 
INCENSE CEDAR 


Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


DOUGLAS FIR 





Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 





Registered 











Circle No. 67 on Coupon, page 130. 


CARPENTRY & LUMBER... 


STEEL SQUARE 





THE WOODS YOU USE | AMERICAN LUMBERMAN, INC 







Gilbert T é TEIETEI TILL eT Tete 
T ya 088.00 Reprinted trem Wood and Wood Products. $1.00 | 139 NO. CLARK ST., CHICAGO 2, ILL. 
rue mMessurement in construction is net enty « | 
Did you know that we ere usin ' 
wecessity, it le @ skill, With thie beek, th mmercially onty 
, i the young 169% of the tote! number of ere ©? Wisin een | Enclosed is my check in the amount of 4... fer 
carpenter learns the many uses of, and hew te use oe the books | have checked below 





of articios gives you # quick 
these leading weeds, including source, general prep- 
erties and specific commercial uses 


securetely, his mest valuable measuring tee! the 
steel sauere. Includes ilivetrative prebiem, from 
start te finish, of heuse construction. Indexed by 
individual jobs for easy reference. 172 pages 


Stee! Square 

1560 Gluing Questions and Answers 

The Weeds You Use 

Commercial Hardwood identification Chart 
COMMERCIAL HARDWOOD IDENTIFICATION 


160 GLUING QUESTIONS AND ANGWERS CHART 


Themes D. Perry . Neme 





» 00 Kukechhke and Rene 


Helps your sales ctall explain preduct construction 
features, and previde the ‘‘de-it-yoursetfer'’ with 
meeded information. Presents the answers to every- 
Gay questions on gives” from mizing and spreading 
te ‘e tene heds. Covers laminating, het 
end cold pressing, testing eof give joints, core prob- 
termes a6 well a8 plyweed end veneer. 


$1.00 


Using the simple charts in this book, you can auick- 
ty identify any impertant commercial hardwood 
with just the naked eye and « hand tens. Makes it 
eaty te teperste red and white oak; birch, beech and 
maple, red gum end mahegany; Philippine and true 

hegeny: ¢, buckeye and bieck gum; 
ether confusing woods. 24 pages. 


Address. 








| City, State 








. didi apd inebtmamnanine 


August 6, 1956, AMERICAN LUMBERMAN AND 
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"Ideal Ike” ~ ‘ 
ensovaces... ADJUSTABLE TELESCOPING 


/ STAINLESS STEEL PUSH BARS 











y, 


a 





No. 991, 12" clearance 











une 


WRITE FOR PRICES 
AND DELIVERY 


Circle No. 68 on Coupon, page 130. 


Fits doors 24” to 36” wide. Lifetime stain- 
less steel with cast aluminum posts. Bar is 
14"x54". Available for /2” or 11%” clearance. 
Matching door pull, 12” on center, has 11%” 
clearance. 


IDEAL BRASS WORKS, Inc. 


250 £. Sth S$T., ST. PAUL 1, MINNESOTA 





made from 

select Ponderosa 

Pine, toxic and 

water repellent 

treated for 

extra wear... 
% Beautiful, Practical 





Look for the 
EASY-CHANGE trademark 
branded on the edge 

of each door. 











a) 
! e+efor further particulars ask your 


TaAOe MARK fee Sash and Door Distributor or write - 


THE COMBINATION DOOR CO. 
FOND DU LAC, WISCONSIN 


Circle No, 69 on Coupon, page 130. 





THE NEW 


HM 5-O 


ELECTRICAL 


PUTTY SOFTENER 


ASK YOUR JOBBER 
FOR THE COMPLETE 
DETAILS 


RETAIL 


$3.50 


IN THE U.S.A. 


This is a modification of the commercial Putty Softener 
made especially for the home owner. Its wattage is 250 and 


operates on 110 volts A.C. Each in an attractive display carton. 


THE FLETCHER - TERRY CO. 


Circle No. 70 on Coupon, page 130. 
Propucts MERCHANDISER 


836 SOUTH ST. 
PORESTVILLE, CONN. 


SUILDING 


Only BESSLER has 
the BIG MODELS 


to meet your special needs! 


AS LOW AS 


Generous Trade 
Discounts! 


Write for 
Free Catalog 
and Wall Chart 


BESSLER 
DISAPPEARING 
STAIRWAY CO. 
FREE CATALOG 
AND 
WALL CHART 


1900-8 East Market St 


Akron, Obie 








BESSLER DISAPPEARING STAIRWAY CO. 
1900-8 East Market $¢., Akron 5, Obie 


Piease send free Catalog, Wall Chart, Prices and Discounts 
Name 

Address 

State 


City .... Lone 











Circle No. 71 on Coupon, page 130, 








SSLIEISLES 
Long Life? | 
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GALVANIZED SHEETS GUARD YOUR FARM 

AGAINST COSTLY RUST AND CORROSION 
Year after year of rust-free service 
.. + with little or no upkeep prob- 
lems... that’s the beauty of gal- 
vanized sheets! For best value, 
buy sheets with a Grade-Marked 
label that shows the weight of 
zinc coating. And for longer, 
stronger service, 
specify heavy- 
coated sheets 
such as this... 
“Seal of Quality’... 


nn 


NES os 

















324 Ferry St., Lafayette, Indiana, Dept, ALB 


Circle No. 105 on Coupon, page 130. 


& 
No Nails 
No Screws 










Set up or knocked down 
instantly. Each set of 2 packed 
in a colorful display box. 12 ff 
sets to a carton, Nationally 
advertised; dealer helps 
free. Order from your 
wholesaler, or direct 
if he cannot 
supply you. 


GRAND HAVEN 
STAMPED PRODUCTS CO. 
Grand Haven, Mich. 

Circle No, 106 on Coupon. page 130, 
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NEW TTY: 


| 


Technical Data 


How to reduce handling time by 
using telescopic conveyors is covered 
in a new booklet. Descriptions of time- 
saving loading and unloading systems 
utilizing Wilkie Telescopic Conveyors. 
Fully illustrated with drawings, dia- 
grams, and installation photos. Wilkie 
Company, Dept AL, 5520 Arch St., 
Philadelphia 39, Penna. 

Cirele No. 243 on Coupon, page 130, 


Three Maple Grades are illustrated 
in a new folder on northern hard maple 
flooring published by the Maple Floor- 
ing Manufacturers Association. The 
folder contains photographic color re- 
productions of three maple flooring 
panels. In these photographs the pat- 
tern characteristics of standard first, 


second and third grades are repro- 
duced. Single copies of the folder, 
“Photographic Interpretations,” are 
available 4 Maple flooring Manu- 


facturers Association, Dept. AL, Suite 
548, 35 East Wacker Dr., Chicago 1, 
Il, 


Cirele No. 244 on Coupon, page 1540. 


The “400” line locksets and acces- 
sories in both the new Bel Air and 
Standard designs are featured in a 
new four-color catalog. Now being 
distributed to jobbers in limited quan- 
tities, it is the most complete cata- 
logue ever published by Kwikset. 
Technical information regarding all 
docksets and trim fixtures is included 
in the new catalogue, as well as de- 
scriptions of installation aids. Kwik- 
set Sales & Service Co., Dept. AL, 
Anaheim, Calif. 

Cirele No. 245 on Coupon, page 1340. 

Home insulation and the installation 
methods are covered in a new bro- 
chure issued by L.O.F. Glass Fibers 
Company. The literature offers a de- 
scription of the product and shows 
suggested methods of application. It 
mentions, particularly, the  light- 
weight feature of the product. The 
brochure is known as form WHN-11. 
L.O.F. Glass Fibers Co., Dept. AL, 
1810 Madison Ave., Toledo, Ohio. 

Cirele No. 246 on Coupon, page 130. 

Lighting Fixtures. A new 72-page 
catalog of Progress Mfg. Co. shows 
the firm’s complete and expanded line 
of lighting fixture products, ventilat- 
ing fans, range hoods and door chimes 
Largest in the company’s history, the 
catalog gives a detailed description of 
912 Progress items, including 144 fix- 
tures of the newly acquired Marco di- 
vision, Progress Mfg. Co., Dept. AL, 
Castor Ave. and Tulip St., Philadelphia 
34, Penna. 


Circle No, 247 on Coupon, page 150. 


Locksets and Accessories. A new 
catalog describing the “400” line lock- 
sets and accessories in both the new 
Bel Air Standard designs is available. 
The new four-color catalog incorpo 
rates Kwikset’s complete line and in- 
cludes all new trims and mounts. Tech 
nical information regarding all lock- 
sets and trim fixtures is included, as 
well as descriptions of installation aids 


Kwikset Sales & Service Co., Dept 
AL, Anaheim, Calif. 
Cirele No. 264 on Coupon, page 150 


Auqust ¢ 
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Consumer Data 


Homebuyer’s Handbook. A new 
Homebuyer’s Handbook details who 
should buy a house, when is the best 
time to buy, how to find the house 
you want and explains how to solve 
home of the initial problems of living 
in a new home, The book contains 
photographs and plans of both goo” 
and bad housing as well as cartoon 
which illustrate the text. It is avail- 
able by sending $1.00 (which includes 
postage) to Housing Research Founda- 
tion, Dept. AL, 8500 Culebra Road, 
San Antonio 6, Tex. 

Cirele No, 2486 on Coupon, nage 140 


Home Insulation. A new, four-page 
brochure describing its unique home 
insulation and the installation meth- 
ods, which the manufacturer claims 
saves money, has been issued by L.O.F. 
Glass Fibers Co. The brochure, known 
as form WHN-11, offers a complete 
description of the product and shows 
suggested methods of application. 
Copies may be obtained by writing 
L.O.F. Glass Fibers Co., Dept. AL, 
1810 Madison Ave., Toledo 1, Ohio. 


Cirele No. 249 on Coupon, page 130 


Operation Basement. The “how-to” 
of paneling a basement is the subject 
of the Western Pine association’s new- 
est publication designed as an OHI 
help, “Operation Basement.” A_ six- 
page, 7” x 8%” well-illustrated folder, 
which is finish-folded to fit into a No. 
10 envelope, Operation Basement de- 
tails the step-by-step procedure for 
preparing basement masonry or con- 
crete walls by waterproofing, fasten- 
ing nailing strips to these walls, 
tricks of paneling installation and fin- 
ishing. Western Pine Association, 
Dept. AL, Yeon Bldg., Portland 4, Ore. 
130. 


Cirele No. 250 on Coupon, page 


Embezzlement Control. Practical 
methods of combating embezzlements 
of money, merchandise and other ma- 
terials are described in a 32-page 
booklet, “Embezzlement Controls for 
Business Enterprises,” by Lester A 
Pratt. Contains a check list for deter- 
mining the adequacy of a firm’s em- 
bezzlement controls. Available to em- 
ployers, without charge, from Fidelity 
and Deposit Co., Dept. AL, 1821 Fi- 
delity Bldg., Baltimore 3, Md. 


Cirele No. 251 on Coupon, page 130 


Circular Saw. Special advantages of 
the new Delta 10” tilting-arbor bench 
model circular saw are shown in a new 
4-page photo-illustrated bulletin. The 
bulletin describes the new saw as “es- 
pecially designed to provide industry, 
schools and workshops with a high- 
quality, big-capacity machine at an 
exceptionally low price.” Five major 
features of the new low-cost saw are 


described. Delta Power Tool Div., 
Rockwell Mfg. Co., Dept. AL, 455 N 
Lexington Ave., Pittsburgh &, Pa. 


Cirele No. 252 on Coupon, page 130. 


(continued on page 126) 
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MeCheed under Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 





, Selling the Products of 
The McCloud River Lumber Co, 
McCloud, Calif. 


as? 440 


~WESTERN 
SOFTWOODS 


PONDEROSA PINE 
SUGAR (Genuine White) PINE 
DOUGLAS FIR, .WHITE FIR 


Circle No. 72 on Coupon, page 130. 
To spot opportunities to 
tie-in with national 


advertising 


the April 2, 1956 issue 


insertions, frequency, 
timing and consistency 


“If you are like the average 
American Lumberman reader, 
you often take advantage of the © special features of 
consumer interest created by promotion 


manufacturers’ national advertis- 
* supporting promotion 


* what you should do to 
get maximum result 

* why you will benefit 

For the year’s biggest coverage 


ing, by tying-in locally 

Here’s what you should know 
about a national promotion to 
take full advantage of your local 
tie-in possibilities 

* media used, geographic 


coverage and circulation 
data 


of what manufacturers are doing 
in the way of national advertising, 
see the hundreds of advertise- 


ments in the annual Dealer Prod- 


* copy strategy 
* size of space, number 


«++ This is only one of 16 
ways in which this issue can serve you... 


ucts File issue of American Lum- 


berman 


3UILDING Propucts MERCHANDISER 





more and more dealers are saying 


“Let’s handle 


GRIFFIN’ 


Also in 
Square 
Corners 


“The dependable line of hinges to 
handle” that’s the trade’s way of 
saying ‘We like to sell Griffin prod 
ucts.” Order from our full line of 
wrought steel butts — plus a com 
plete line of shelf hardware—in the 
selections you know your customers 
want 


GRIFFIN’ 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 
Circle No. 73 on Coupon, page 130. 


NEW VISIPAKS— 
Order by the carton 
of indwidual 
carded items, 


» 


Longer handles 
' Easier handling 
Supersharp Blades Cut Waste Motion 


Finest carbon steel blades are instantly 
replaceable. Push in new blade — old 
one slides out easily. Stock genuine 
Red Devil Blades for replacement. 


# CS-1 
carbide 
tipped 


Product of 


Red Devil Tooks. 


Union, -N.J.,U.5.A 


Circle No. 74 on Coupon, page 130. 





ad 
a 
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“| “™ up to 30 years 
or more 


= aa 


Ronee Na 


free to you 
(1) and (2) Penta “totem pole” display cards; (3) counter display and literature 


Ready and waiting 


4 


ae 


Kew 


1% | : Caz, 
PEN 


ey 
TA 


GUARDS woul 


« 


won't, ano? 


complete, easy-to-use 14-unit sales kit featuring 


dispenser ; (4), (5) and(6) sales brochures on Penta-treated lumber, poles and posts; 
(7) indoor-outdoor display banner; (8) step-by-step promotion instructions; 


Big New Monsanto “Penta Guard” Promotion Costs You Nothing, Is Easy to Use, Makes You 


Bigger Profits 
For You! 


Selling Penta-treated wood 

whether it’s lumber, fence posts 

or poles—is a good, sound, prof 
itable business. Reason? Because 

Penta pressure-treated wood gives your customers the 

biggest buy in wood today: 

% Wood that's resistant to rot, termites and other boring 

insects 
% Wood that's good for 30 years or more 
% Wood that actually costs less because it lasts longer 


*% Wood that's clean, easy to handle 
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Easier Selling 
For You! 


Now, you sell clean 
Penta-treated wood more easily. 
Monsanto’s eye-catching Penta 
Guard promotional package 
makes your store local headquarters for Penta-treated 


can more 


wood. 


It’s 
centered around the PENTA GUARD, an eye-compelling 
visual symbol... 


The whole promotion is free to you-—-easy to use. 


shows your customers in words and 
pictures just how Penta pressure-treated wood saves them 
money, time and labor. 
1956, AMERICAN LUMBERMAN 


Auqust 6 AND 





STOPS 


termite 
damage 


Guarnns wor 


1 s Wo 


i posts; 

ctions: (9) radio scripts; (10) dealer ad mats; (11) bill stuffers; (12) window decals; HITTING NATIONAL ADVERTISING IN LIFE, FARM JOURNAL AND SUCCESSFUL 
(13) correspondence stickers; (14) store and yard posters. All this, PLUS HARD FARMING. For your free sales kit, just fill in and mail the coupon 

y 


eaJoin me! You’ll see! 


Money by Helping You Sell More High-Profit Penta Pressure-treated Lumber, Posts, Poles! 


To profit most from Penta’s national advertising, 


e ee 
National Advertising have your Penta Guard Sales Kit ali set up in 
a Pre-sells For You ] advance. So mail this coupon now! 
<a 
an" 


clean 
asily. 
’enta 
kage 
rated 


Hard-selling advertisements in ¢ MONSANTO CHEMICAL COMPANY 

LIFE, FARM JOURNAL, SUC- —¢—S08'N“12th Blvd, St. Louis 1, Miasourl 

CESSFUL FARMING point up lease have the treating plant nearest me 

the advantages of Penta-treated Jend me at once a complete Penta Guard 
lumber, fence posts and poles. These ads tell readers to lend sales representative to call on me 
look for the Penta Guard—the symbol that identifies you PEAGTS OF GENS TURES WEES 
as the smart merchant handling Penta pressure-treated 
wood in your area 


present time I'm selling I plar 


It’s poste (), lumber 
lling 
and Concentrated selling advertising is priming your cus 

them tomers; the Penta Guard Promotional Package gives you 
the tools to help clinch the sale...and to sell more 

related items, too: wire, roofing, paint, hardware, tools, etc. 


3UILDING Propucts MERCHANDISE! Circle No. 76 on Coupon, page 130. 








NEW 





Pneumatic-Tired Dynamotive 


A new litte of pneumatic-tired Dyna- 
motive electric-driven, gasoline-pow- 
ered industrial trucks is announced. 
Constant full electrical power is avail- 
able on demand by means of a heavy 
duty efficient generator powered by a 
gasoline engine. The pneumatic-tired 
Dynamotive is available in load ca- 
pacities from 4,000 to 6,000 pounds. 
Automatic Transportation Co., Div. of 
Yale & Towne Mfg. Co., Dept. AL, 
149 W. 87th St., Chicago 20, II. 


Circle No, 255 on Coupon, page 180 





"W" Fork Lift Truck 


Gerlinger’s new “W” fork lift truck 
is the manufacturer’s answer to de- 
mands for heavy-duty material han- 
dlers with wide axle front and back. 
The most recent introduction to the 
comprehensive Gerlinger line of fork 
lift truks and material carriers is 
available in six capacities in a wide 
range of sizes: 12,000, 15,000, 16,000, 
18,000, 20,000 and 22,000 pounds. All 
six wheels are standard 20” truck 
wheels, using standard pneumatic 
truck tires. Gerlinger Carrier Co., 
Dept. NR-AL, Dallas, Ore. 


Cirele Ne, 257 on Coupon, page 150. 


Weatherproof Wiring Devices 


A complete line of weatherproof 
wiring devices is announced. The new 
1 and 2-gang receptacles, switches and 
combination receptacles and switches 
are designed for outdoor installations 
or indoors wherever excessive mois- 
ture conditions exist. Featured in the 
weatherproof line is a new Safe-T- 
Lok Snap-Cover Outlet, which locks 
in the open position for easy one-hand 
insertion of plug. Also included in the 
line is a lower-priced line of screw- 
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lid type of outlets. Bell Electric Co., 
Dept. AL, 1844 W. 21st St., Chicago 8, 
Il. 


Cirele No. 258 on Coupon, page 130. 


Coded Key Operator 


A secret code opens garage doors 
equipped with a new electronic garage 
door operator. The driver press a 
button on his car’s dashboard and the 
transmitter sends out a “coded” radio 
signal, which actuates the door oper- 
ator. Multiple installations in subdi- 
visions are said to be practical with 
this “coded key” operator. The manu- 
facturer has over a million different 
“secret code” combinations available. 
Anthony Machine & Engineering Serv- 
ice, Inc., Dept. AL, San Jose, Calif. 


Circle Ne, 255 on Coupon, page 130, 
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W & H Molder-Planers 


Ruggedly constructed, the new W 
& H molder-planers are designed for 
precision planing and pattern work. 
Hand feed or power feed bench models 
are available. Hand-feed unit may be 
converted to a power feed by attaching 
power-drive assembly. Machines op 
erate as open style units, which per 
mits processing stock any width. Only 
four square feet of area needed to set 
up W & H Molder-Planer and motor. 
Worden Industries, Dept. AL, Box 541, 
Keene, N. H. 


Civrele No. 254 on Coupon, page 130. 


Hydraulic Adjusting Control 


A new hydraulic adjusting control 
unit has been added to the manufac- 
turer’s Speedlift portable power belt 
conveyor. With the new hydraulic ad- 
justing controls, all elevating or lower- 
ing of the Speedlift conveyor bed is 
claimed to be simpler and easier. Sim- 
ple movement can elevate either end 
of the unit to 30° inclined position and 
all intermediate positions to straight 
horizontal, it is said. All Speedlight 
units are now equipped with the new 
feature. Speedways Conveyors, Inc., 
Dept. AL, 194 Speedways Building, 
Buffalo 13, N. Y. 


Cirele No. 256 on Coupon, page 1530. 








NEW LITERATURE 


(begins on page 122) 





Insulation. A new 48-page booklet 
titled “Heat Flow by Radiation in 
Buildings; Simplified Physics” and 
written by Alexander Schwartz, pres 
ident Infra Insulation, Inc., is a handy 
reference. In this new, handy manual 
are assembeld in condensed form, 
facts, figures and scientific theories. 
Included are the newest installation 
techniques for insulating wood joists 
and studs, steel beams and trusses 
ducts, pipes and masonry walls. Some 
of the projects in which Infra has 
been used are listed and illustrated. 
Infra Insulation, Inc., Dept. AL, 525 
Broadway, New York 12, N. Y. 

Circle Ne. 259 on Coupon, page 130. 


Youngstown Kitchens. A new speci- 
fications booklet covers the manufac- 
turer’s entire line of cabinets, cabinet 
sinks, dishwashers, disposers and built- 
in cooking equipment. Its 16 pages are 
laid out in sections, each devoted to 
a particular part of the line. Detailed 
information is given for every model. 
Photographis illustrations are supple- 
mented with line drawings showing 
exact dimensions. Youngstown Kit- 
chens Div., American-Standard, Dept. 
AL, Warren, Ohio. 


Cirele No. 260 on Coupon, page 140. 


Timber Connectors. A condensed de- 
scription of timber connectors and 
their uses, in heavy and light construc- 
tion, has been prepared by Timber 
Engineering Co. The miniature publi- 
cation, “Teco Pocket Catalog,” ex- 
tracts the essentials from the organi- 
zation’s annual catalog to provide a 
convenient reference. Illustrations and 
basic data are given on split rings and 
on anchors that provide tighter nailed 
joints in wood framing. Timber Engi- 
neering Co., Dept. AL, 1319—18th St., 
N. W., Washington 6, D. C. 


Cirele No, 261 on Coupon, page 130. 


Paneling a basement is the subject 
of the Western Pine association’s new- 
est publication designed as an OHI 
help, “Operation Basement.” Details 
the step-by-step procedure for pre- 
paring lonamens masonry or concrete 
walls by waterproofing, fastening nail- 
ing strips to these walls, tricks of 
paneling installations, and finishing. 
Includes in its text a tool checklist, a 
description of material requirements 
including nail and lumber sizes and 
dimensions, and drawings and photo- 
graphs showing best methods of in- 
stalling wood walls in basements. 
Western Pine Association, Dept. AL, 
Yeon Bldg., Portland 4, Ore. 


Cirele No. 262 on Coupen, page 150 


“The Hang of Things” is a new how 
to book on fastening every type fix- 
ture to any type material—a handy 
guide to fastener selection, including 
the latest, tested fasteners for the 
home handyman. Based on Star Ex- 
pansion’s more than 50 years experi- 
ence in producing fasteners for both 
industrial and consumer use. Star ex- 
pansion manufacturers Wallgrips, de- 
signed for use in hollow walls, Neo- 
Grips, for surface mounting to tile, 
glass and marble, and Pin-Grips for 
fastening into mansonry.—Star Ex- 
pansion, Dept. AL, 142 Liberty St., 
New York 6, N. Y. 


Cirele No. 263 on Coupon, page 130. 
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for the best in 


Simpson REDWOOD COMPANY 


ARCATA+ CALIFORNIA 


SUILDING PropuCcTS MERCHANDISER 


Circle No. 77 on Coupon, page 130. 











Classified Advertising 


Terms — Cash With Order 
Minimum Cherge $5.00 


Rates. 


1 Time -—20c per word for each insertion 
Minimum charge of $1.00 per line. 


3 Times — I5c per word for each consecutive 
insertion. Minimum charge of 75c 


per line. 
Add $1.50 per insertion for blind ads bearing 
box sumber. : 
Ne agency commirsion or cash discount 
allowed. 


All ade tor classified section must be in Pub- 
lisher's office 14 dayu preceding date of pas. 
cation. Advertisements are set in uniform 
point style. No cute of special Spates 


allowed, 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 


41d g copy 





When answering box b or 


for ade address them to: 


AMERICAN LUMBERMAN, INC. 
198 N. Clark &t., Chicago 2, Il. 





HELP WANTED 





MILLWORK DETAILERS AND BILLERS 
Wanted by a reputable custom millwork con- 
cern in Ohio, Experienced in making shop 
goowings of Architectural Woodwork for = 
lie buildings, churches, schools, etc. ve 
complete information regarding experience, 
age, salary, availability and a sam kt. o 
drawings, possible. when repli 
nent employment and excellent wor 
ditions, Reply Box No. K-49 American 1 
man, Inc. 


WANTED: Lumberman who has had experi 
ence as an assistant manager and feels ready 
to assume responsibility of a position of man- 
ager of a good retail lumber yard. Address 
Box P-42 American Lumberman, Inc. 


HELP WANTED 


Assistant to Lumber Department Manager of 


progressive medium sized retail yard in 
college city of Central California, forty min- 
utes from State Capitol. Integrity. experience, 


and saies ability will provide excellent oppor- 
tunity in long established firm of top reputa- 
tion, 
Auburn Lumber Company 
Auburn, California 


MILLWORK ESTIMATOR 

Unusual sppesiuaity offered to man of good 
character b! 
architectural weedwerk concern nies 
in custom millwork. Must be competent, re- 
liable, under 50 years of age, knowledge of 
Cost Book “ helpful but not essential. 
Salary to start $7000.00 per year pilus other 
benefits. In replying state experience, qualifi- 
cations, when available and enclose photo. 
Reply Box M-55 American Lumberman, Inc. 





WANTED: Man to head millwork department of 
large Central Kentucky retail lumber and cus 
tom millwork firm. Must be thoroughly familiar 
with estimating, detailing, and billing. Archi- 
tectural Woodwork for ublic buildings, 
churches, schools, etc. Apply by letter ony 
all pertinent information to Savage Lumbe 

Mig, Company Box 884, lonlneten, 
Kentucky. 


First Class Log Band Sawyer—right hand 8 it. 
Allie mill, gun feed and Trout set works, on 
foreign and domestic hardwoods. Plant lo- 
cated Eastern Seaboard. Vacation, Hospital- 
ization and insurance benefits. Write reter- 
ences and qualifications. 

Address Box P.47 American Lumberman, Inc. 


WEE aD eepedionced retail lumberman for 
of thriving retail yard in 


line condky “Ades Box P-43 American Lumber. 
man, Inc. 
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HELP WANTED 





LUMBER SALESMAN—Terrific | fast gowke 
territory open for an enth 
perienced Retail Lumber and Sundies Mate. 
rials Salesman to call on contractor trade for 
concern doing over 3 Million Dollars annual 
volume in central New Jersey. Only high earn- 
ing individual of integrity need A - ly. Salary 
und Commission. Address Box P American 
Lumberman, Inc. 





YARD MANAGER 


Outstanding opportunity available for quali- 
fied man, Yard management of at least ten 
men in experience essential. Must be able to 
sell profitably in competitive market. Must be 
ambitious, aggressive and creative. College 
education preferable. Married man age 25 to 
45. Living in Upper Midwest. 


commensurate with proven ability. 
sharing and quarterly incentive bo- 
nuses. Group insurance and retirement pro- 
gram. Excellent opportunities for advance- 
ment if successful. Please explain why you 
believe you can qualify. 


Salary 
Profit 


Address application to: Aberdeen Division, 
Thompson Yards Branch, Weyerhaeuser Tim- 
ber Company, Box 940, Aberdeen, South 
Dakota. 





WANTED: Lumberman who has managed a 
retail lumber yard operation with success and 
would now like to advance to — of 
Division Superintendent of coy Sa retail 
ards. Address Box P-44 American i a, 
nc. 





Manager required Millwork Department lum- 
ber yard icago area. Must have good 
knowledge of stock millwork, be able to esti- 
mate some special work and supervise small 
shop. Good opportunity for wide-awake man. 
as we aggressive, well rated company. Would 
like information as to age, past experience, 
qualifications and salary arrangement under 
which applicant would work. All replies 
treated in strictest contidence. Address Box 
P-46 American Lumberman, Inc. 





SITUATIONS WANTED 





SITUATION WANTED 


Lumberman, wants to relocate, 20 years ex- 
perience in retail and wholesale office and 
are operation. Address Box N-54 American 
umberman, Inc. 


BOOKKEEPER 


Prefer distribution yard, wholesale or some 
manufacturing. Consider any vacancy. Fa- 
miliar lumber terms. Been seli employed. 
Desire otherwise. Middle age. Address Box 
P-36 American Lumberman, ee 


Manager town or rural lumber yard over 
thirty years experience all phases. Middle 
age, progressive, sober. Prefer midwest sec- 
— Address Box P-37 American Lumberman, 
nec. 





Successtul, aggressive. lumberman, age %, 
family man, wants to relocate. 16 years ex- 
perience in selling, buying and management. 
desires chall with good mill, 
wholesaler or retail yard. Best of references. 
Position must have good earning potential. 
Address Box P-45 American Lumberman, Inc. 








Detailer—Biller 
Experienced in all types Millwork. Have han- 
died jobs to $100, in value. Address Box 
P-48 erican Lumberman, Inc. 





MISCELLANEOUS WANTED 





Window manulfccturers no longer using over- 
head sash balances will get my offered price 
if I receive your inventory. bpecily make, 
sizes, face plate dimensions and quantity. 
Address Box P-35 American Lumberman, Inc. 


August 6, 


SALES REPRESENTATIVES 
WANTED 





NEW DO-IT-YOURSELF eee 
PORCH ENCLOSU: 


Natural sale to Lumber and Fw J Supply 

and Wholesalers 
ad Seman Immediate delivery. Can 
handle non-com angpetiive Fay yy Ideal Alumi- 
num Products st 19th St., Bayonne, 
New Jersey. 








SALES REPRESENTATIVES 
AVAILABLE 





Manuiacturers representative company of 
three experienced men, two and half years in 
business desire an additional volume line for 
lumber and building supply dealers in the 
State of Indiana and Louisville, Kentucky. 


D. D. Dawson & Company 
500 Board of Trade Building 
Indianapolis 4, Indiana 


Reply to: 





WANTED — RAILS 





STEEL RAILS 
16, 2H, UH, WH. IH, OH and heavier. 


STEEL ee 


MIDWEST 
$18 Dryden St., Charleston, West 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M. K. FRANK 
480 Lexington Ave., New York 17. N. Y. 


401 Park Bidg., Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada 





BUSINESS OPPORTUNITIES 





LUMBER YARD—MFG. 


Sales $1,000,000 year, established 1901 by 
owners family, completely equipped mill, 
manufacturing doors, windows, garages, etc., 
schools-churches contracts, fine reputation, 
Northeast Ohio City: equipment $60,000, stock 
$150,000, property value $200,000; 70,000 ft. 
building space, parking. Will sell property 
separately. 


APPLE CO., BROKERS, CLEVELAND 15, OHIO 





LUMBER & DIMENSION 
FOR SALE 





LONG JOISTS FOR SALE 


ew te J lon a Po but a er | bar 
burned. e282 2x10—18’— 
2x12—26' ar No. “— fir S45. 20% 
Also 2x8 and wider R/L #2 and #3 fir ad 


Bishop Lbr. Co., 2315 N. Elston, Chicago, II. 





Kiln Dried Dougios Fir Industrial Clears 
Standard sizes through 16/4 


Also 
Extension Ladder Rails 
Mouldings Cut Door Steck 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly: 


Al Clements Lumber Co. 


P. O. Box 908 
Eugene, Oregon 


Phone 6-2531 TWX £G-048-U 





4 cars 6 Hardwood stacking sticks 3¢ each. 
Gaiennie Lumber, Box 1774, Shreveport. Lea. 
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BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 





Builders Supply, paint and coal business 
$200,000.00 annual gross sales. showing ex- 
cellent profit. 4000 population in good farming 
area Michicqan. Will sell equipment and in- 
ventory and lease buildings or will sell com- 
plete. Reason for selling, other interests. Ad- 
dress Box P-26 American Lumberman, Inc. 





FOR SALE: Retail Lumber and Coal Yard in 
northern Kentucky. Conveyors to dump truck. 
Good profitable yard. Will inventory. Address 
Box N-56 American Lumberman, Inc. 





Lumberyard in city of 320.000 population. 4!/, 
acres with Railroad siding. Plenty of ware- 
house and shed space. Owner wishes to re- 
tire. Wells Lumber Co., Inc., Toledo, Ohio. 





FOR SALE 
Lumber yard with full equipment, machinery, 
trucks, land and buildings, located in good 
city near large popular lake, in Northern 
Indiana. Information and prices upon request. 
Call or see the 
Hall Realty Company 
W. A. Hall, Realtor 


Bluffton, Indiana 
Off. Ph. 468 Res. Ph. 1684 





Are you interested in a good retail] lumber, 
hardware and building supply business that 
will net a good profit, in a fast growing resort 
crea in orthern Lower Michigan? Plenty 
of room for expansion. $25,000.00 will handle. 
Address Box P-40 American Lumberman, Inc. 


Two Lumber Yards, nine miles apart. Central 
lowa towns of 1000. Sell or lease equipment. 
Owner wishes to retire. Address Box P-4l 
American Lumberman, Inc. 


FOR SALE—Lumber Yard in college town next 
to foothills on eastern slope of the Rockies in 
Colorado. 


Annual sales in excess of $600,000.00. 


Real Estate in excellent condition. Office lo- 
cated on street that has traffic check of 1800 
cars per day. May be purchased or leased. 


A very fine operation with adequate reason 
for selling. A wonderful opportunity for some 
one. 


Address Box P-49 American Lumberman, Inc. 


EXTRUDED ALUMINUM COMBINATION 
WINDOW, DOOR AND PORCH ENCLOSURES 
DETROIT AREA 


Complete manufacturing facilities—including 
machinery. tools, jigs, fixtures, extrusion dies, 
10,000 sq. ft. leased plant. Inventory of fin- 
ished goods, raw material, parts, etc., en- 
abling continuous sales to active customers in 
several states. Key personnel, trade mark, 
promotion material, also included. Reply 
P. O. Box 3714, Oak Park 37, Michigan. 


OLD ESTABLISHED RETAIL LUMBER AND 
BUILDING SUPPLY YARD. Farming, industry 
and Lake Resort area, town of approximately 
fifty thousand population in Western Kentucky. 
Reason for selling—death of owner. Write 
Box P-27 American Lumberman, Inc. 





MISCELLANEOUS FOR SALE 





ADDRESSOGRAPH AND PLATES FOR SALE 
10,000 plates, size B/4x4 with two 21 drawer 
and one 9 drawer steel cabinet. Addresso- 
graph Machine Mode! H-3. Priced complete 
00. 1 Mimeograph Machine (Manual) 

. | Elliott Card Advertising Machine 
ene 1 Standard Envelope Sealer, Model 


Bishop Lbr. Co., 2315 N. Elston, Chicago, Ill. 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
Minneapolis. Minn. 
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FOR SALE 
1 used 137-M Woods electric 6” moulder, with 
1 set each of 2 round and 4 square heads 
and hoods, This machine purchased used by 
us from large piano company having con 
stant maintenance contracts on it. We desire 
to sell without having ever installed it, due 
to change in plans. Price: $6,500.00 
HUSS LUMBER COMPANY 
1350 Fullerton Avenue 
Chicago 14, Illinois 


LUMBER TRUCKS FOR SALE 
2—Ford Cab-over-engine trucks with Rolloff 
bodies. Good condition. Priced $500.00 each. 
1 Fruehauf Trailer Rolloff $300.00 
1 Ross Carrier (new motor) Mode! 70—$3000.00 


Bishop Lbr. Co., 2315 N. Elston, Chicago, Ill. 


FOR SALE 
HI SPEED SASH CLAMP 


Can be used on sash, frames, metal windows 
furniture frames, any job requiring speed and 
accuracy. Almost brand new Black Bros. No 
200 High Speed Pneumatic Sash and Frame 
Clamp. Excellent condition. 
Big Four Lumber Company 
7555 Bessemer Avenue 
Cleveland 27. Ohio 
Diamond !-4000 


FOR SALE 
V-60 Yates Resaw 60” LH—tilt rolls. Practically 
new. Pilot wheel set works for fractional saw- 
ing. V-belt drive 75 HP. Six 18 gauge saws. 
Last word for complete unit. $9,100.00. 
HUSS LUMBER COMPANY 


1350 W. Fullerton Ave 
Chicago 14, Illinois 


We have available for sale: 
ROSS STRADDLE CARRIER 
Series 81F, Mode! 7256 
Poshous Size 60° High, 52°° Wide. 
Load capacity, 20,000 pounds 
Ten Months Old—Driven 1500 Miles 


This unit is in excellent condition and can be 
inspected at 


510 South Muskego Avenue 
Milwaukee 4, Wisconsin 





Planing Mill Machinery For Sale 


Left Hand 8” Band Saw, 64° Wheels. 3 block 
Knight Manufacturing Carriage. Boss Timber 
sizer, 30x16. Berlin #91 planer and matcher 
15x6. American #341 Resaw, 54’ Wheel. 12° 
Hermance Sticker. Greenlee Rip Saw 71427. 
Hanchett 10’° Lap Grinder. Band Saw Clamp 
. Lancaster Geared Blower #40. Baldwin 
circular saw sharpener #4015. Blower fans 
35 to 60°’. Sprinkling system buildina 100x100 
Machines motor belt driven on Rockwood 
bases with starters. Attractive prices. For 
further information write: 


~ ae Lumber Co., 2315 N. Elston, Chicago 





BOOKS FOR SALE 





FUNDAMENTALS OF CARPENTRY. Walter F 
Durbahn—two volumes, $8.00. Your shop train 
eos can quickly be an asset if they read: 
Vol. I—Tools, Materials, Practice, $3.50. Easy 
to-follow guide for tool selection, identifica 
tion and choice of woods and materials, use 
of the steel square, how to read blueprints. 
336 pages, 243 illustrations. Vol. I]—Practical 
Construction, $4.50. Detailed instructions on 
constructing a building, various processes and 
= they are used. 444 pages, 318 illustra 
ons. 


THE PROPERTIES AND USES OF WOOD 
By A. Koehler. This book presents in non 
technical manner the more important facts 
concerning the properties of wood and how 
these properties affect its ‘lization. Bound 
in cloth. 354 pages. Price $6.75. 


AMERICAN LUMBERMAN., INC. 
139 N. Clark St., Chicago 2. Ml. 


We'll Pay Your Expenses 
To The NRLDA Exposition 


To encourage more creative selling 
American Lumberman announces 
a special contest in this issue. See 
the editorial page for details. It’s 
easy, quick! Just send us your ex 
amples of related selling that paid 
off at the cash register. The win 
ner will receive: 
© a round-trip ticket to 
Chicago for the NRLDA 
exposition, Dec. 10-13. 


@ $100 for expenses. 
ea certificate as a “Master 
of Creative Selling.” 
Contest Closes November 1 


Write Art Hood, American Lum- 
berman, 139 N. Clark St., Chicago 
2, Il. 








What's Your Answer 
(Queationa on page 114) 


Area and perimeter costs are 
often not considered when using 
the square-foot method of esti- 
mating construction costs. See 
page 58, 

A special selling kit eauipped 
with samples to emphasize the 
attractive remodeling possibilities 
of roofing and siding. Page 22. 
With an economical display any 
yard can build for about $20 and 
a few man hours, 

Insulating materials. Though the 
market is growing. lumber deal- 
ers sales are dropning. See page 
38 for some remedies. 

Purchased pee-wee tractors to 
haul trailers arownd the yard for 
pickups. Materials are snotted in 
a central loadine area for ranid 
mechanical loading of trucks. 
Page 72. 

An interior grade decorative we- 
fer panel recently introduced by 
Pack River Tree Farm Products 
Page 124. 

New, comnact mannfacturera’ dis- 
plave and bhaewed merchandise 
which place this tyne hardware 
on a orofitable. impulse-aales 
basis. See page 81 for details. 
An all out vromotion campaign 
to educate the buying publie to 
the merits of preserved wood and 
to show hew it’s cheaper in the 
long run. Page 124. 

For a comprehensive analysia of 
American Lumberman’s survey 
see page 52. 

A “live keyboard” which elimi- 
nates the motor har for faater, 
easier operation, See page 67. 
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WE HAVE YARDS 
AT THESE POINTS 
as well as 
TOLEDO, 
OHIO 


SAVE ON TRANSPORTATION 
OUR NEAREST POINT 


WE CAN 
SERVE 








BAYARD 





ELKINS 


ai ® co, | 
TN onan! Rustic ‘of ail lumber 
ra ie ae wooD “ai : 


Fut, : 7 
= ors 
WLESTER SPRING} FENCE 2 =F 
ne Contact us on your _. [= 
POST and RAIL , _—_—_ = 

ropr spac SCREEN TYPE PICKET S 


RESIDENTIAL 9 : / alk hos eee 
le sitdieeeeiiuiatidnaitan oN H. E. WEBSTER LUMBER CO. t Be . Mo 


WRITE for CATALOG - 
@CLINCHBURG, VA, ) 
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Circle No. 78 on Coupon, page 130. Circle No. 79 on Coupon, page 130. 


BALANCE SPRINGS, | sTARRY-KELLY 


matched to the weight of your "tl | LUMBER COMPANY, INC. 


Specializing in Ponderosa Pine 
and Associated Species 








Complete hardware sets for any size 
overhead type door. All parts rolled, | 
stamped and formed in our own plant. | 
Fully protected against corrosion with 


ee Kiln Dried - Air Dried - Surfaced - Rough 
RIDGE “Golden ” HARDWARE YARD and INDUSTRIAL STOCK 


—*& 
JPOWE DOOR COMPANY Sales Agents & Wholesalers 
m Monmouth Junction, N. J. 1120 Old National Bank Bidg.—SPOKANE 1, WASH. 


Phone TEmple 1448 Teletype SP-175 








for information write — POWER DOOR CO., Dept. AL 





Circle No. 80 on Coupon, page 130. Circle No, 81 on Coupon, page 130. 


K 
yse THIS ean 


keep informed on “WHAT’S NEW!” 


FOR INFORMATION ON 8s ° 41 °=«12 «4193 5 7 
4 a1 #22 «#23 25 27 28 29 30 «31 «32 «33 35 37 
Advertised Products 41 42 43 45 47 48 49 50 51 «52 «53 55 57 
61 62 63 65 67 68 69 71°=#72 «73 75 77 
81 82 83 65 87 88 89 90 91 92 93 95 97 1 
101 102 103 104 105 106 107 108 109 110 111 112 113 114 115 116 117 118 119 1 
921 122 123 124 125 126 127 128 129 130 131 132 133 134 135 136 137 138 140 
141 142 143 144 145 146 147 148 149 150 151 152 153 154 155 156 157 158 160 
161 162 163 164 165 166 167 168 169 170 171 172 173 174 175 176 177 178 180 


ie) Mis liel LV tilel mes 181 182 163 184 185 186 187 188 189 190 191 192 193 194 195 196 197 198 199 200 


4 “" 
What's New Items 201 202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 


221 222 223 224 225 226 227 226 229 230 231 232 233 234 235 236 237 238 239 240 
241 242 243 244 245 246 247 248 249 250 251 252 253 254 255 256 257 258 259 260 
261 262 263 264 265 266 267 268 269 270 271 272 273 274 275 276 277 278 279 280 
281 262 283 284 285 286 287 288 289 290 291 292 293 294 295 296 297 298 299 300 














Nome Position 
(Please Print) 

Comp Street 

Cy Tone Stote 








139 N. Clark St., Chicago 2, Jil. 


Mail to American Lumberman & Building Products Merchandiser, 
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‘ack River Tree Farm Products 


Advertisers’ Index bemmagts 


‘owernall Company 


Acme Appliance Mfg. Co Grand Haven Stamped Products Co 

aon oe =. oo Saaerere Red Cedar Shingle Bureau 
Alberta Forest Products Assn 5 % , itt Deahe 

: , : Griffin Mfg. Co Red Devil Tool 

American District Telegraph Co 2 Remington Rand 

American Floor Surfacing Machine Div. of Sperry Rand Corp 
CS, Fae ' Republic Steel Kitchens 


American Kitchens Div., : Hager & Sons Hinge Mfge. «« ‘ ” Reynolds Metals C 


Aveo Mfg. Corp 
” & tila Harbor Plywood Corp 5-97 Richards-Wileox Mfg. Co 


American Lumberman 
Harris, Inc, Richkraft Co., The 


American Polyglas Cor 
can Polygia orp Hoggson & Pettis Mfg. «: 1] Roddis Plywood Corp 

Holcomb & Hoke Mfg. Co q Roseburg Lbr. Cs 

Holt Hardwood Co 5 R-O-W Sales Co 


Armstrong Cork Co : 
Homasote Company if Ruberold Co., The 


American Sisalkraft Corp 


American Zinc Institute 


Hyster Company 
Bessier Disappearing Stairway Co..121 , 
ife Padlock & Hardware ‘ 
Bradley Lbr. Co. of Arkansas 107 
= ‘ 0 é ‘rn ‘ ‘ 

Bruce Co., E. L Ideal Brass Works, In lent Holst & Cran 
jimpson Redwood ¢ 


Bunyan Lbr. Co., Paul 
Skil Corporatior 


Johns-Manville Smith Co,, The T. | 
Clarke Sanding Machine Co , Spotnatils, Inc 
Cleveland Mills Co 34 tandard Conveyo 
Cc On “loo ae 4 
loud ak Flooring Co Keystone Steel & Wire Co 
C bia } s, Inc., Th ‘ 
olumbia Mills, Inc., The Kimberly-Clark of Michi; 
Combination Door Co., The 
Consumers Glue Co 
Produet ‘ 


Copeland Lbr. Co , . 
Abbey « Owens e Ford (Gili 
puey wens e Ford . rrinity White Cement 


Loulsville Cement Co rrio Lett 


Daryl Products Corp 
Deniston Co., The 
Dexter Lock Division, Mack Trucks, Inc 

Dexter Industries, Ine Z Macklanburg-Dunean Co 
Donley Bros. Co., The Mauk Lumber Co., The © 
Douglas Fir Plywood Assn 93 Mauk Seattle Lbr. Co 
Dow Chemical Co., The 30-3 McCloud Lbr. Co 

Mobile River Saw Mill ¢ 


Moe Light Div 
mT ’ ‘ “ 
Ellingson Lbr, Co - Thomas Industries In 


Evans Products Co Mohawk Flush Door 


Monsanto Chemical Co 


Fletcher-Terry Co., The 

Flintkote Co., The National Cash Register ¢ 

Friden Calculating Machine Co., Ine 92 National Gypsum Co 
National Lead Co 


National Mfg. Co 
Giles & Kendall Co 
Gillies Bros. & Co, Ltd 
(Hlas-Kraft, Inc 


Nova Salea Co 


Goodman Lbr, Co 
Goodyear Tire & Rubber Co., The Orangeburg Mfg. 


insulation... 








GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


Mfrs. of (PINUS 
Genuine STROBUS) 


Also some Norway and Spruce 


HOW TO INSULATE HOMES AND FARM 
BUILDINGS 

Paul Dunham Close $3.25 
len'tita fact that how te spply insulation is becem- 
ing @ big question from mere of your customers 
every year? This beek, in condensed form, helps 
your sates staff supply builders, farm and home 
owners with the answers and the insulation 204 


| 
| 
| 
| 
| 
| 
| 
| 
| 
pages, 117 iiiustrations, 19 tables | AIR SEASONED WATER CURED 
AMERICAN LUMBERMAN. INC | F: 5 
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| 
| 
| 
_) 


Rough or Dressed 
Enclosed is my cheek in the amount ef $1 276 fer 
the abeve book 


Capacity 28 million feet annually 


Name 





Sawmills — Braeside and Temagami, Ontario 
Address 





Established 1842 Member M.A.W.L. 











City, State 
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Frantic husband to wife in fur shop, “Darling, I hardly recog 


nize you. You look so much fatter in that mink coat.” 


* * ” 


to spot a foreigner on the highwa H 
imerican car 


ao 
Vowadays its ¢as 


the one driving an 


*_ * * 


2-4-1 UNDERLAYMENT more and more builders ars 
using this 7-ply 1-%”" plywood panel to give a solid, low-cost 
one-piece base for any kind of flooring. Ask to have it included 


in your plywood car 
* 4 * 


Every woman has her price but the best of women occasionally 
give themselves away 
A a 


She: “Will you think of me always, darling ’” 
He: “I can't tell a lie. Occasionally I might wonder who will 


win the 1956 pennant.” 


a a 
fre you giving much thought to pine lately? Well, lots 
your customers are so it's surely worth considering 

For Ponderosa Pine and allied species there’s no better soure 
for you than the MAUK Lumber Co., of course. Whether you 
want it in straight or mixed carlots, finished or unfinished and 
whatever the dimensions, the MAU K Lumber Co. ts here to se¢ 
that you get fine milled, top grain pine 
if there’s MAUK in the woodpile you're all set 


Just remember 


* * &* 
Simple Celia says the glasses that make a woman look most 
attractive to men are often those rec ently emptied 


eS ae 
The divorce claim was based on cruelty 
“Did he beat you asked the judge 


“Sure he beat me,” claimed the wife. “Hi 
than I had | friends,” 


had more girl friends 
.’ 2.6 


Husband; “I'll bet if you were real cooperative with the land 
lord he'd stop asking us for the rent.” 

Wife; “No, darling. That doesn’t work.” 

* * * 

lo You Know What Dep't 

Do you know what chaos is 
check 

Do you know what a shot is? 
had more than one they are half 

Do you know what MAUK is? 
supply problem 


, 


Four women with one luncheon 
That which if some people havi 
The answer to any lumber 


_ 


MAUK Seattle Lumber Co. 
Seattle 5, Washington 


The C. A. MAUK Lumber Co. | 


Toledo, Ohio 





INTERS, 


LLDEALE : 





Charts New Home Starts 


A thermometer-type progress sign is helping the 
Harris Lumber Co., Providence, R. I., achieve its 
sales goals for new homes. Employes take a keen 
interest in keeping the sales “mercury” rising. 

The sign, with a new goal at the top, is renewed 
about every 45 days. Located in the office, the sign 
contains pertinent information on each house start, 
including the name, address and the date started. 
Jobs are not posted on the sign until the day the 
first load of materials is actually delivered. 


~ 


New Plastic Tile Has Customer Appeal 


“Sales of a new type wall tile, which is made of por- 
celain on aluminum, indicate the product is appealing 
to customers and has a good potential,” says Floyd 
Jackson, president, Jackson Lumber Co., Denville, N. J. 

“We took on the tile last November and we've sold it 
for several kitchen projects already. Customer reac- 
tion has been good. They like the product because it is 
highly durable and because it looks like ceramic tile, 
but costs much less,” says Floyd. 

The firm has the new product displayed on its kitch- 
en cabinets. 

Name of the manufacturer is available on request 
from: American Lumberman, 139 N. Clark St., Chi- 
cago 2, IU. 

AMERICAN [LUMBERMAN 
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E xpect trouble when the face brick are 
not parged. Even if the space betweer 
the face brick and the back-up units is 
slushed, it cannot be completely filled 
with mortar. Voids are left between the 


mortar and the brick through whict 


LOUISVILLE CEMENT COMPANY, Incorporated, LOUISVILLE, KENTUCKY 


Circle No. 84 on Coupon, page 130. 





